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Validity of a Man’s Word 


is possible only: by the regular and orderly 

conduct of business. We progress together, for 
we are so interlinked that injury to one means 
injury to all. Do we not all seek standards of honesty 
and inwardly express regrets at any dereliction of 
character that might lessen the faith that others 
have in us. 

Let us start afresh in the recreation of a code of 
ethics in business so that when the time again comes 
when the impulse is uppermost to repudiate our word, 
promise and contract, we will be forearmed, safe- 
guarded and prepared. 

The procedure in business methods the past two 
months has not been a pleasant one—the chapter in 
business relationships has many a black fingermark 
upon it. What is to be done?. Continue practices 
that inevitably bring about the same chapter of 
cancellations of obligations or developing a high 
moral standard of business? Not so much because 
of “golden rule’”’ but because it is the greater selfish- 
ness of preservation of orderly business. 

Frankly the freedom of the merchant is involved. 

A merchant has but to see the handiwork of the 
manufacturer who, almost pressed to the financial 
wall, rushes blindly into sales at retail, at cost or less. 
The practice is sweeping the big cities of the country 
today. Millions of dollars’ worth of shoes diverted 
from the orderly channels of business are being 
dumped into the streams of retail. Whois responsible? 
The question is answerable. 

Immediate self-preservation prompts most of this 
irregular business—the consequences of the future 
can hardly deter the manufacturer who sees present 


“yap and enduring progress in any industry 


smash-up right before his eyes. He wipes away the 
hopeful mirage and plunges into the actual and 
early solution of his present difficulty. 

Those who are financially secure are in a place of 
contemplating the future. Will it profit me to look 
to the bulk order and let the distribution be no 
concern of mine? These manufacturers will bargain 
and sell to those huge shops that sell to workers 
“at cost’? such necessities as shoes so that the de- 
lusion of “‘more money”’ can be turned to inevitable 
luxuries. 

But the real far-sighted manufacturer is looking to 
the merchant to join with him in upbuilding a strong 
orderly business based on mutual honesty—the great- 
est force for righteous and legitimate advancement that 
has ever existed. There can be no other course for 
merchant, wholesaler and manufacturer. 

Some of the most valuable assets of an industry 
are the unseen, intangible and immeasurable pos- 
sessions. Good will is an unseen possession, but with- 
out it no concern can long live or prosper. The 
foundation of good will is sterling character, and an 
adherence to the principle of honest and upright 
dealing; in the performance of a contract or agree- 
ment, which creates confidence, co-operation and 
fidelity. 

Ultimate success does not rest on one transaction 
or one sale no matter what the immediate profit, may 
be, but on a continuity of friendly relationship, 
season after season. Co-operation and good will are 
the foundation stones upon which each must build; 
the success of each depends upon the success of the 
other. + telah 
If the manufacturer cannot deliver an order at the 
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time he has agreed to deliver it, he owes it to the 
merchant to take that merchant, as a friend, into bis 
confidence and tell him the truth and the whole 
truth. 

If the merchant finds himself overbought, facing a 
backward season, and the bank probably asking him 
to reduce his loans, he owes it to the manufacturer 
to confide in him as a friend, telling just his condition 
and all the facts of the situation. 

Lack of confidence and inharmonious conditions 
between buyer and seller are dangerous things. 

What has brought about this moral disaster in an 
entire industry of shoe merchants, shoe wholesalers 
and shoe manufacturers? Can it be that the original 
historic “‘scrap of paper’ has bred a multitude of 
similar ‘“‘near promises” to be destroyed at the first 
whisperings of price reduction? Have we come to 
industrial warfare one with another? We think not! 
We hope not! 

We think that it is the result of a tolerant attitude 
of a trade that has permitted a system of returns 
and cancellations to nibble away at the principle that 
“‘an honest order is an honorable contract.”” For 
years, the retail trade has accepted any and all 
returns from the customer, under the basis “the 
customer is always right.”’ It was natural to “pass 
it along’ and the practice went to the wholesaler 
and then to the shoe manufacturer. It nibbled along 
“as returns,” then it became cases and then can- 
cellations. When it came to the point of returning 
to the source any shoes that were not actively sal- 
able, it got beyond the lawful stage. Is it not true 
that we are reaping what we planted and nourished? 

Is it not time to develop a modern and upright 
code of business ethics? It may take weeks, months 
or years, but every effort should be made to bring 
about a standard “every honest order is an honor- 
able contract.”” We hope that the California Asso- 
ciation of Retail Shoe Merchants this week, in unan- 
imously adopting a resolution: “An order placed 
with a manufacturer is a binding contract—avoid all 
cancellations,’ will spread (not as mere words, but 
as a business principle) through the industry. 

The work can be done in associations, but the 
necessity is more pressing between individuals that 
know the obligations of buyer and seller, and are 
prepared to stand on a platform of business placed 
in good faith and honored in its centract. Let us 
start the upbuilding now. 





A Political Opportunity 


HE severest comment upon Congress is to be 
found in the general public indifference to its 
adjournment, after one of the most futile of sessions. 
Ordinarily, a storm of protest might have been ex- 
pected when it turned aside from the tremendous load 
of work which its dallying had permitted to accumu- 
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late, to permit individual members to get back home 
and play politics for a solid six months. Buf there is 


“no protest at the neglecting and shirking of duty, 


rather a sigh of relief. Why? 

Let Congress be its own appraiser. A congressman 
told his colleagues a large-sized truth on the last day 
of the session when he said to them: “You have seldom 
turned aside from doing nothing—except to do some- 
thing worse!” There is, to be sure, a certain list of 
accomplishments; but not one-half of the serious 
problems at hand were taken up at all. And Congress 
goes home to play politics; to juggle words and 
scheme and wheedle and maneuver and squirm and 
crawl, in the effort to get a renewal of its license and 
authority to repeat the same program of incompetence. 

Was there ever a time when a strict “party man” 
had less to be proud of, in the record and performance 
of his political leaders? It is doubtful if there ever 
was a time when the general public was less inclined 
to applaud than it is at present. It is not a matter of 
mere finicky and “colicky” disgruntlement, but of 
deep-seated and serious disgust. Whatis the remedy? 
An infusion of business sense and energy and gump- 
tion; nothing less. And it is the duty of business 
men to supply these qualities and to enforce their use. 
If they neglect the duty it will not be performed. 
They must take an interest in politics, must make 
their influence felt in both parties. They have an 
opportunity if they will only use it; for the scum and 
residuum is being drained off from both of the ruling 
parties, into the radical and communistic “‘third par- 
ties,’ of various shades of revolutionary redness and 
anarchistic folly and ignorance, the segregating and 
separating of these elements leaving the main political 
divisions improved in quality and the more susceptible 
to sane council. It isa great opportunity. It should 
be used. 

Here is a red hot, political letter from a merchant in 
Virginia. It is an excellent editorial in itself: 

“Let us line up every shoe merchant and clothing 
merchant as well as the grocery people, in these good 
United States, and every business man in removing 
one burden that we now have. 

“It would not do to put on paper my ideas about “Fair 
Price’ propaganda. Suffice it to say, it is the most 
hellish, infernal, unreal, unjust, unusual, unethical, if 
not unprincipled thing that was ever sprung on the 


-business of America, and really there is no law to back 


it. Just the very idea of an outsider being given the 


~ power and authority to tell you what you should do is 


so repugnant to a real citizen, that words cannot do it 
justice. 

“It smacks of Russia all over. But, the real in- 
justice lies in the fact that it is CLASS legislation. 
The furniture man, automobile man, hardware man, 
lumber man, all selling vital necessities, are left un- 
touched, but the shoe man gets hell, and plenty of it. 
There is no justice and we all know it. But, it is 
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written in the heavens, and was always written there, 
that he that liveth by the sword, so shall he die. It 
will work out to the utter undoing of the politicians 
who allowed this great injustice to the American busi- 
ness man, and it is your duty and mine to see that we 
do all we can to help relegate to the rear, the men who 
have held us up. 

“Wehavenot had the Fair Price fixers here. The 
Commissioner for this State, Colonel Kieley, seemed to 
be a decent man, and I went to Richmond, and told 
him we did not need them. That I would stand 
sponsor for this little city, and he took my word. 
Therefore, we have not had the price fixers here, but I 
notice that all over the country they have raised the 
devil, more or less. What we want to do is to get 
busy. Get the merchants behind the guns; tell them 
that any man who votes for the “‘price fixers’ is not 
doing his craft any good. That he is not friendly to 
his own interests, and in this way we will turn many 
a voter the right way, instead of going hellward.” 





A Practice—Hardly Believable 


E can hardly believe that any reputable mer- 
chant can be guilty of such a practice as this; 
returning goods to a manufacturer without letter or 
notification and forthwith communicating with a job- 
lot man to snoop around that factory and to buy up 
the floor goods, marked with the self-same store 
labels. 


This practice of cancelling an order so as to buy 
the shoes back again at a lower price is about the most 
dastardly business subterfuge that we have ever heard 
of, and yet, two manufacturers have on record just 
such examples of dishonesty. 

We have heard tell of job-lot houses wiring to con- 
cerns, saying: ““We have so many cases of goods with 
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your marks on them, can you use them at this price,” 
and by this practice making underhand business, but 
what is to become of an industry where the morals of 
some of its individuals have sunken so low as to de- 
liberately reject shoes to make possible “bargain- 
priced footwear.” It is high time that concerns in- 
dulging in this merchandising method be brought to 
law as perpetrating fraud. 





Money Out—No Interest 


OW much money have you invested, outside 
your store, at no interest and with no guarantee 
that it will be paid back? 

“‘Why, none at all; I’m not such a fool as to make 
that kind of investment!’ comes the answer from 
all merchants. 

Well, what else is it when you sell goods “on 
credit?” There are arguments for and against the 
cash system, as compared with credit, in the retail 
branch of merchandising. The “Recorder” is per- 
fectly familiar with both sides of the question—the 
advantages of cash in hand on the one side, and the 
possibilities of increasing trade by credit on the other. 

The only point we want to enforce here is that 
ready money is going to look good to many people 
within the next year; it looks pretty good now; don’t 
be caught all spread out, with your capital invested 
in the whole community instead of being in your 
business or your bank account. 

If you do a credit business, ginger up the collection 
department. Quietly, suavely, politely but steadily, 
clean up the sheet as close as possible. Be in position 
to discount more of your bills. Be in position to take 
advantage of market chances for cash. Be in position 
to help the quick circulation of cash, by pulling in 
the cash from the public and setting it at work in the 
business channels. 





A Great Opportunity to Stabilize Business 54 
Sales of white shoes at regular prices 
will disclose a ready market. 


California Merchants Have Splendid Con- 
vention 
Important action taken by West Coast 
men regarding cancellation. 


Convention Season is Here Again 
Plans completed for many get-togethers 
throughout the country. 


Official Verdict is “Buy Now” 
N.S. R. A. advises merchants to place 
orders and sends out style ne ws, also. 





High Lights In This Issue 


The Following Are Among the Recorder Features Which Should Be 
Checked and Initialed by Your Entire Salesforce — 


What They are Selling in New York City 67 
Freakish and extreme styles not in great 
demand. 





Note Carefully Articles Advt. 


Mr. 























circuit is completed, with comments or sug- 
gestions, if any. 
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Beautiful Window of White Shoes in Cammeyer’s Store, New York City 


A Great Opportunity to Stabilize Business 


Make the “Sale of Whites’’ a Regular Sale at Regular Prices 


demand this month, gives to the merchant 

the opportunity to have a regular sale at 
regular prices. Something must be done to prevent 
the “misplaced clearance season’’ from interfering 
with regular trade on merchandise of a strictly season- 
able character. The retail shoe trade should stand 
firm on white footwear at regular prices. 

By so doing, they can build up the first bulwark 
against this flood of clearance merchandise the 
country over. 

White shoes always were and always will be season- 
able in Summer time. They are logical types of foot- 
gear, harmonizing with the costumes of the season. 
With the sport season of greater magnitude than 
ever before, the opportunities for regular prices on 
whites are increased. There isn’t a part of the 
United States where white shoes are not salable. 

Stocks on hand are average and there is no reason 
whatsoever for a sacrifice in price. The merchant 
who places white shoes in his window as a bait to 
clearance sales, will soon find out that the few whites 
he has on hand will be disposed of in quick order 
and his problem of moving the 90 per cent of regular 
merchandise will be all the more complicated. 


GS Naemend this white footwear, coming into 


A General White Campaign 


A survey of what merchants are doing the country 
over in advertising points the way to a general 
campaign of white shoes at regular prices. One 
New York store, offering all sorts of inducements on 
blacks and tans, found call after call for whites and 
price was no object. The white shoe is an ideal 
vacation shoe, and women find the need for more 
than one pair. So do all that you can to get the 
extra sales. 

The selling arguments in favor of whites are many: 

Whites are the most practical for Summer and 
are to be recommended for their coolness. - They are 
made of materials that can be washed with soap and 
water or quickly cleaned with a compound and made 
in every style for street, sport or social wear, begin- 
ning with the white shoes of the bridal season to the 
white shoes of the outing season. They are salable 
at good prices. 

It was wrong for merchants to abandon their white 
departments, such as were established a few years 
ago. Why not re-inaugurate a white corner of the 
store to handle white shoes, white stockings and 
white accessories. Some of the smartest shoes shown 
in the early season at the Southern resorts were 
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whites. There were combinations of blue and white, 
and black and white, but these were mostly in the 
fashionable sport lines. There are at least two 
solid months of whites ahead of us. The regular 
white sales of the season should be in August and 
should have no relationship to the clearance sales 
now being run, misplaced in their season. 


Season Approaches Fast 


In the line-up of retail advertising, already issued 
by merchants, featuring white, we see a greater pro- 
portion of “white” advertisements in the South and 
along the Pacific coast, but now that the season is 
approaching mid-Summer, we look for a_ better 
“white” average in the Middle West than in the East. 

Of style, there is everything to consider. Oxfords 
and pumps and the strap effects give suitable variety 
and attractiveness to the line. It is not at all im- 
possible to get white shoes on quick order from some 
factories. If the merchants in the town will quietly 
get together and consider the “white” season as their 
earliest opportunity for reconstructing good business, 
they will be doing much to make safe their early 
Fall business. 

The call has got to be made before long on this 
“clearance” craze. Why not make it now on whites? 

A Pennsylvania dealer writes: ‘““Women are be- 
ginning to wear lighter weight and lighter colored 
materials and this leads to white shoes to match. 
A solid week of warm weather will bring such a 
demand for whites that our limited stock will not be 
adequate.” 
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Plain Pump Looks Good 


A merchant in Arizona writes: “We look forward 
to a June and July of white footwear. We wouldn't 
be surprised if the demand went 50 per cent white 
and 50 per cent for all of the rest. The plain pump 
looks best to us, without any ornamentation what- 
ever.” 

A merchant in New England writes: “Despite the 
weather, our sales for white have been surprising. 
We cannot sell a white boot, but they will buy 
oxfords and pumps and call for strap effects which 
we couldn’t get on any order.” 

A merchant from Illinois writes: ““The majority of 

our white shoes and pumps are coming in in canvas 
and white linen. Our tennis lines promise well, and 
we look for a bit of extra business because of our 
efforts to sell whites.” 
. You cannot sell goods today by simply keeping 
them on the shelves and waiting for public demand 
to run its natural course of selection. The thing to 
do is to emphasize white in your publicity; to make 
your windows tell the story of the attractiveness of 
whites for both appearance and coolness. It is time 
for activity on whites in every department of the 
store. Let’s go. 


Speeding Up the Sales of White Shoes 


The fickle Spring weather has been a serious factor 
in holding back the sales of white shoes in New York 
City. Capricious showers kept shoppers at home, 
and shivery days chilled the enthusiasm of even the 
most enthusiastic Summer girl. Wet golf links and 
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White Shoe Window, Cammeyer’s, New York City 


muddy roads never yet spelled sales for sport shoes 
and week-enders are glad to pack their grips with 
dark shoes rather than accentuate the chills of those 
who cluster round the country fireplace. 

Slow sales have taxed the optimism of even the 
larger merchants and more than one plan has been 
tried out in most shops to attract the sluggish buyer. 

Somewhere way back in the Orient, possibly among 
the itinerant merchants whose livelihood depends 
on their knowledge of human nature, the saying 
originated, ‘“‘What the eye sees the heart desires,” 
and if this simple bit of logic were better understood, 
more merchants would take advantage of their 
window display for suggestive purposes. 


Advancing the Season 


As an example of how clever suggestive window 
display wakes up the sluggish buyer no better illus- 
tration could be given than the beautiful shoe win- 
dows recently shown by James McCreery & Co., 
one of New York’s largest department stores, whose 
young display manager, John Beyer, has a most un- 
canny faculty of knowing how to make people buy. 

Along toward the end of May when everybody 
wanted to think of the country, but nobody wanted 
to go there, much less spend their perfectly good 
money on white shoes when they needed it to buy 
coal, Mr. Beyer conceived the idea of giving them a 
little thrill. Shoppers passing down 34th Street 
halted to see what was attracting the crowds. 

Against a background of silvery birch bark Mc- 
Creery’s were displaying their Summer stock of white 


shoes. The entire background of two large windows 
was hung with the bark and in the foreground against 
the mossy floor and on the lichen ridged logs were 
displayed white shoes of every style and description. 

White buckskin, plain, foxed in black; tan and 
white were the prime favorites and among the most 
attractive styles was a white buck sport shoe with 
tan ball strap and foxing, 14-inch leather heel and 
35-inch vamp that would even tempt a rocking 
chair habitué. 

Not to be overlooked was the semi-dress, always 
popular model in white reignskin, with a white welt 
and oak sole. This model was a 1%-inch covered 
Cuban heel, and a 35-inch vamp, with a, modified 
round toe. 


Business Doubled During Week 


A talk with Charles H. Nearing, buyer for the 
shoe department, discloses some very interesting 
facts in connection with this display. Mr. Nearing 
says that as a result of the stimulating effect of this 
sales window the business in white shoes practically 
doubled during the week of the display, and in spite 
of the weather showed a gratifying stability from 
that time on. This lead has been maintained by 
running a series of white windows which have re- 
ceived much favorable comment. 

Another feature which Mr. Nearing feels has 
proved out very well from a sales angle has been 
the separation of the white from the black shoes for 
sales purposes. One end of the department is given 
over entirely to white shoes during the Summer 
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Warre, Buckscn 
$750 


NATURE has set the stage for all who’ heed: the 
call of the “Out-Doors.” So, dress for the oc- 
casion, completing your costume with the proper 
footwear, whose value may be measured by quality, 
appearance and appropriateness. 


Oxfords in All-White Buckskin, | | 


alia 


In All-Brown or Tan Calf, 
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The Smartest White Shoes 


that you can buy are none too good for these lovely frocks. 


The New Salon for Fine Shoes 
Each Week Offers Some Specials 


$15.00 


Tax Ste 





to 
$1500 
Offered with the absolute 


assurance of godd style, 
good service and fair value. 








This mod@!1 illustrated is to be had in combina- 
tions of Black Calf and White and.of Tan and 
‘White; also Patent Leather and White— 


$18.50 


Tax #5 


to introduce City of Bs Service. - 
Passed ase de discien aoa ls-for this week. 
‘White Kid Pumps White. Kid Oxfords 
$15.00 $14.00 
“Tabs Faedtarlae NV. “aa 
White Reigutkin Pumps and Oxfords $10 to $15 











Joorre Speco. 





A Price Range Which Will 
Satisfy All Customers 





Se IMPERIALES 


Quality Pioneers and Style Creators 
of Shoedom Since 1893 


Soles: Hand-turned or welt. Heels: Lauis XV. Cuban, Military 


Laird, Schober & Co. Shoes—a Specialts 
Fyll lines of all models, for Women. ‘al 
“¢ 














Atmosphere in a White Shoe Ad. 





season and salespeople in the white department 
specialize on selling white shoes. 

The results of this policy have made themselves 
apparent in many ways. To begin with they have 
practically no marked-down sales for soiled shoes. 
Salespeople in that department concentrate on the 
suitability of certain models for special sports. They 
keep informed on the regulations of the average tennis 
or golf club as to heels and soles, are trained to 
fit the foot carefully with shoes intended for long- 
distance tramps and can tell you just what to select 
if you are leaving for a week-end with no more luggage 
than a suitcase. 


In this connection Mr. Nearing says that next to 
the suitability of the shoe for the purpose intended 
he feels the immaculate condition of the stock is 
one of the most important things to be considered. 
When the shopper starts out to buy white shoes 
the thought she has in her mind is of something 
that is the perfection of daintiness. 
cleaned before delivering, means, to the average 
purchaser, a renovated article, regardless of the 
attraction value lost in the selling of a partially 
soiled shoe. For this reason he considers that any 
additional expense necessary in separating the stock 
is more than replaced by additional sales. 


‘““White’’? Sale at Cammeyer’s 


To glance down the main aisle of Cammeyer’s 
Thirty-fourth Street store, which runs the entire 
length of the block from Thirty-fourth to Thirty- 
fifth Streets, you would think all New York had 


To have them - 


Note the Sports Suggestion 


gathered in this one spot to buy white shoes. But 
thereby hangs a tale. 

_Some few weeks ago M. A. Weiss, buyer for the 
Cammeyer stores, decided to usher in the white 
season with a display so remarkable it could not but 
win the attention of every woman wha loved Summer 
shoes, which means about ninety-nine hundredths of 
the feminine population of the United States, regard- 
less of age, suffrage or condition. 

With this in view he saved all his ammunition for 
one magnificent barrage, and the indications are 
that when the smoke clears away the store will look 
as if it had been visited by a swarm of locusts, and 
Fifth Avenue will strongly resemble the board walk 
at Atlantic City. 


Sale to Be Continued 


Beginning the first week in June, the sale is sched- 
uled to continue indefinitely, or at least until the 
stock gives out and shoes have been so priced as to 
meet the popular demand. 

A glance at the carefully dressed show window and 
the display cases inside the store show that the 
Cammeyer shop is a thorough believer in well- 
arranged display. 

In the front window a special effort has been 
made to show the many different varieties of sport 
shoes, and in the inside cases are displayed dainty 
white satin wedding slippers with white lace hosiery, 
exquisite white wash leather dancing shoes and 
dressy white buckskin pumps. Throughout the 
store all the display is white and every showcase is 
filled with white shoes. The effect is not only pleas- 
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———— Pelee Women 5 Store 
AUTHENTIC STYLES IN 


White Shoes 


= new. Peirce models are réady, and the variety 
wnbraces every style that vill be desired by par- 

te ulag women. 

Charming patterns, developed. in ‘genuine buck- 
skin, imitation buckskin and fabric, the. latter 
cither plain or tasteful ally ‘menmed with black or 


br rown feathe: 
No. 1561 


Good Looks Plus Summer. Comfsr 
In Smart WV hits Shwes , 
i men an ma io Southern | for “Summer Days 


The Idea) shyes, in. in 
climate, men twlhe Sed then em ivr general weat. and inen who will buy, per- 
haps, an extra pair for the inauguration pase week, will find usin » jlendid Si 4c 
shape to serve them. ? eyand. “ for 
White Polar .Cloth. low cuts. White Polar Cloth. high. lace. 
English flat last, medium and | English cut or Blucher; one of 
straight last’ with welded soles. | that’s made. 


5.00 to 6.50 


White Cleaners of all-kinds. 
15c and 25c 1.25 


| Pretty Footwear 





art gn tand Misses 


hite Can- 
| vas Pumps 


ee oe ee 
Ue. tm Single 


the best all-around white shoes 


6.00 and 6.50 


Fit all shue trees. i ntiatan one 9 
shoes in the best of shz q 











Men's Men's =e 
Store _ 
Store white tines 








Westminster and Dorrance Streets 


ing in the extreme but is cool, fascinating and sug- 


gestive. 

In addition to their clever manner of display, this 
store is carrying one of the most complete lines of 
attractive white shoes shown in New York City at 
the present time. 

Mr. Weiss says they never stock a shoe in which 
they have not the most absolute confidence and then 
they stand back of it in every particular. For this 
reason their trade is steady and regular and Cam- 
meyer customers come back season after season, 
95 per cent being repeats. 

Another thing they have confidence in is the selec- 
tion of some good all-aroynd style, which they stock 
iheavily in all sizes. 

In this sale they are carrying a wonderful shoe in 
-white reignskin, with ivory leather sole and heel that 
is the daintiest thing one can imagine, while at the 
same time it is one of the most practical shoes on the 
market. It is a five-hole oxford, with 3%-inch vamp 
-and 2-inch heel. For an all around semi-sport and 
semi-dress shoe it fills every requirement, both as to 
style, price and service. They are making enormous 
sales on this model. 











Cleo Ties Still Satisfy 


Another beautiful shoe is of white snow buck, 
with wing tip, heel foxing, vamp and lace stay all 
in white perforated kid. The sole and heel are of 
ivory leather. This shoe has a 3%-inch vamp and 
a'1% to 2-inch heel. It is stunning in effect and 
dressy enough for almost any kind of street wear. 

Cleo ties continue to satisfy the feminine require- 
ment for “something different” and a tie in white 
buck with a 34-inch vamp and a 2-inch heel has 
found a ready sale. 

This shop says that while there is a demand for 
“the various novel styles that have been popular 
“through the Winter and early Spring they find their 
_ big call is for the well-styled oxford, and with this in 
view they have stocked heavily i in reignskin; genuine 


White Shoe Advertisements—and at Regular Prices 
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buck; snow buck and kid in the oxford lasts. Many 
of these styles are elaborately trimmed with foxings 
of black or white patent leather; Russia calf in tan 
and white washable kid. Most of these shoes carry 
a 3%-inch vamp and the heels run from the sport 
heel of 114 inches to the more dressy styles with 1%. 
Pumps are shown in buck and reignskin with ivory 
soles and heels and in some cases the petite Louis 
heel is shown. 

In this sale they are displaying an unusually fine 
stock of children’s shoes in all sizes and running from 
the ankle strap slipper to the misses’ dress pump. 
The same materials and combinations are used as in 
the women’s shoes. 

The big outstanding feature of the Cammeyer dis- 
play is the ivory leather sole and heel, which is 
probably one of the most attractive features shown 


this season. 


NAPIER’S BOOTERIE 
Minneapolis 

Smart seasonable pumps. The model pictured is one of 
this season’s most popular pumps. Fits high and snug to 
the arch, has pretty covered French heel, bench turn sole, 
modified vamp. Produced in white glazed kid at $15.00; 
white Nile cloth, $11.00. If it’s new, it’s at Napier’s. Cash 
mail orders prepaid. 


SOMMER & KAUFMANN 
San Francisco 


Smart low shoes of white canvas in ladies’ seasonable 
styles, substantially reduced for the remainder of the 
month. Welted or hand-turned soles, military, Cuban and 
Louis XV heels. 


GIMBEL BROTHERS 
New York City 


Actually at less than cost to us—women’s oxfords and 
new style pumps at $8.90. This is not a sale of odds and 
ends, but of our fine and correct footwear. Forty-three 
styles in practically all leathers. B—a Southern tie in 
washable white kid, with turned soles and Louis heels; C— 
the Anita pump, in white washable kid, with turned soles 
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Advertising today is a necessity and an asset. 
The time has arrived when the manufacturer 
and the merchant must carefully figure advertis- 
ing cost, carry it in his budget as an expense 
just as essential as rent or labor, properly 
charging it against each product and article. 
Advertising has been hurt by emotional ap- 
propriations—by spasmodic flares. For in- 
stance some men still advertise only when they 
have spare money and never put out a line when 
times are dull and they need business! The 
amount and nature of advertising is to be 
planned with the production scale. Only then 
can we stabilize manufacturing, merchandising, 
and advertising. 


Advertising Today Is a Necessity and an Asset 


From an address, made June 8, by Edward Hurley, before the Annual Convention of the 
Associated Advertising Clubs of the World at Indianapolis. 





The name of the small merchant today who 
has foresight and judgment in the merchandis- 
ing of his products may be as well-known as 
John Wanamaker in his particular locality, or 
even throughout the nation. His products are 
known by his advertising, and his success de- 
pends upon the merits of the products he fur- 
nishes to the customers that the advertising 
brings to him. And the manufacturer or mer- 
chant who is advertising sanely today is not 
only laying the foundation for greater business 
for himself, but is selling the public on his in- 
dustry. His success will be the guide post for 
his competitors, and the post will always read, 
“Advertise.” 





















and Louis heels; D—the petite pump in white kid, with 
turned soles and baby Louis heels; I—the silhouette oxford. 
in white washable kid, with turned soles and Louis heels; 
J—the Joan oxford, white washable kid, with turned soles 
and baby Louis heels. , 


MENDEL & FREEDMAN 
New Haven, Conn. 

Advance sale of white canvas footwear for women, misses 
and children. Ten styles of women’s, $2.50 white canvas 
oxfords and pumps with or without straps, high or low 
heels, suitable for house and street wear, any size in the entire 
lot a pair for $1.99. 


ALL AMERICA SHOE STORE 
Birmingham,,. Ala. 

Why pay more? You will positively ask yourself this 
question after shopping here one time—unparalleled styles 
and values at prices that will please. “Your satisfaction our 
one aim.’’ White kid ties, finest quality, $15.00; walking 
oxfords, white kid, $8.85, with welt soles, dressy military 
heels. 


N. SNELLENBERG & CO: 
Philadelphia, Pa. 

Savings are 36 per cent, 50 percent, up to 66 2-3 per cent, 
in this, the most extraordinary sale of the kind ever held in 
Philadelphia; women’s $8.00 to $15.00 low shoes at. $4.85. 
Selection is provided among many, many smartest and 
most wanted styles; in all sizes, 24% to 7, widths AA to E, 
white washable kid, white Nubuck and white Nile cloth. 


McDONALD SHOE. COMPANY 
Tacoma, Washington 


Shoes of higher quality. Womén who desire the perfect 
fit and graceful lines that are found in McDonald’s high- 


grade footwear will be greatly impressed with the types we 
are showing. The white boot season is now here and the 
low prices on this line of footwear will be appreciated by 
many—women’s white reignskin cloth, lace shoes, white 
welt, white leather military heel, leather sole, imitation 
wing stitched tip; price, $7.50. 


LA MONTAGNE BOOT SHOP 
Northampton, Mass. 


What’s the matter with them? An expression often used 
when we quote the low prices for our quality shoes. People 
cannot understand why our prices are so low. Our May 
white sale—white Egyptian cloth pumps and oxfords, 
military and Louis heels, $6.50 value at $4.85; white sport 
oxford, buck, military heel, hand welted sole, $10.00 value 
at $7.85; white shoes in Egyptian cloth, military and Louis 
heels, ivory white sole and heel, $10.00 value at $7.85; 
children’s white shoes and oxfords, priced to please, $1.90, 
$2.45, $2.90. 


SENSENBRENNER’S 
St. Louis, Mo. 


Opportune sale of $10.00 white kid footwear, $6.25, and 
when you see the shoes themselves, you'll find our statement 
of $10.00 values extremely conservative. We were simply 
fortunate in our buying. We came across a maker of good 
repute who needed cash badly and at once. We had the 
cash, he the styles we wanted, and there you are—white 
kid oxfords, white kid pumps, buckle trimmed Colonials, 
covered Louis and military heels, broken sizes in some styles; 
the majority, however, come in all sizes, 1144 to 8, widths 
AA to D. 


(Some very interesting facts concerni 
throughout the country will be found in toward the 
back of the magazine ir the Cxpentnnens which we ) aevaee to letters 
from our various correspondents in the United States. I tally, 

these so-called city letters are reading weekiy, as they give a 
bird’s-eye view of retail conditions the country over.) 


the pete of white shoes 
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F. M. WERNER 
1919 President of the California Retail 
Shoe Dealers’ Association 


A. B. KATSCHINSKI 
1919 Secretary-Treasurer of the Cali- 
fornia Retail Shoe Dealers 
Association 


MAX SOMMER 
Director of the California Retail Shoe 
Dealers’ Association and Chairman 
of the Resolutions Committee 


California Merchants Have Splendid Convention 


Move to Organize Publicity Bureau and Revision of Constitution 


Are Important Features 


San Diego, Cal., June 9 

USINESS sessions of the second annual con- 

B vention cf the California Retail Shoe Dealers’ 

Associations opened this morning in this city 

with a total attendance of 500, including 200 retail 

shoe merchants, 150 traveling salesmen and 150 

women guests—all enthusiastic, all determined to 

get the most out of the opportunities afforded by this 
big, annual get-together. 

Following the usual preliminaries, such as registra- 
tion of delegates and informal conferences, President 
F. M. Werner of San Francisco, appointed the follow- 
ing as members of the Resolutions Committee: Max 
Sommer of San Francisco, chairman; Al Gude of Los 
Angeles, Chester Herold of San Jose, I. Rosenthal of 
San Francisco, Lou Brayton of Sacramento. 


Then followed a discussion of the constitution and 
by-laws which resulted in a decision to change the 
scheme under which directors have been elected in 
the past. Instead of 15 directors being named for 
terms of one year, each, the five receiving the great- 
est number of votes will hereafter serve as directors 
for three years; the five receiving the next biggest 
vote will serve for two years; and the five receiving 
the next biggest number will serve for one year only. 
This will assure the association continuously the 
services of 10 experienced directors. Dues,. which 
have been $5 annually, were also changed as 
follows: 


Dues Are Revised 


Merchants doing $75,000 business annually to 
pay $5; from $75,000 to $150,000, $10 a year; from 
$150,000 to $200,000, $15 a year; from $250,000 to 
$400,000, $20 a year; all over $400,000, $25 a year. 

Exhibits of 120 manufacturers were a leading feature 


.of the convention. 


The address of welcome was delivered by Major 
Louis J. Wilde and the response was delivered by 
President Werner, who urged the delegates to work 
together to uphold the clean, honorable traditions of 
the retail shoe industry in the State and to face 
squarely the problems that confront them. ‘Shoe 
dealers,”’ he said, ‘Shave been erroneously, un- 
justly and unfairly accused of profiteering. We 
know that the charges are unjust and untrue, 
but we must let the public know these facts.” 

President Werner endorsed the movement of the 
National Association to create a fund of $100,000 to 
establish a N. S. R. A. bureau at Washington to 
counteract the effects of unjust and adverse publicity 
and legislation and urged the delegates to retaliate 
by refusing to advertise in newspapers guilty of 
printing erroneous and damaging statements. He 
suggested that as a constructive measure an efficient | 
publicity department be organized and equipped 
with all vital statistics of the craft, this bureau to 
be used to offset detrimental and unjust statements 
in the press. 
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LOUIS F. WEGGENMAN 
General Chairman of Convention Com- 
mittee 


Denounces “‘Camouflaged Advertising”’ 


President Werner then attacked abuses within 
the organization of which he is head, condemning the 
flat reduction method adopted by many merchants 
and which have been announced by the merchants 
as a patriotic move to reduce the high cost of living. 

‘File your real reasons, business reasons for 
reductions and quit camouflaging,”’ he said. 

Exception to the president’s condemnation of this 
practice was taken by the next speaker, Max Sommer 
of San Francisco. ‘Abnormal and unusual remedies,” 
he said, ‘“‘must be used to meet the exigencies of the 
times and the motives of these dealers were un- 
doubtedly pure and selfish. Time alone will show 
the wisdom of their action.” 

The trials and pleasures of “the man between” 
were described by C. R. McWilliams of the A. E. 
Nettleton Company of Syracuse, New York, who 
emphasized the buying of the right kind of mer- 
chandise and the necessity of studying the kind of 
trade catered to by the retail merchant, so that stock 
may be turned no less than three times a year. “Buy 
your goods as expeditiously as possible,’ he said, 
“and don’t get ‘cancellitis’ before the copy on the 
order book is dry.” 

William McCarthy, president of the United Work- 
man’s Shoe Manufacturing Company of San Fran- 
cisco, gained the heartiest applause of the day when 
he spoke on “Profiteers or Patriots,” during the 
afternoon session. After endorsing the morning 
address of President Werner, he said: ‘ 


RUSSELL WILLIAMS 
Treasurer of Convention Committee 
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A. H. WEITEKAMP 
Chairman of the{Manufacturers’ Dis- 
play Committee 


‘Does a profiteer mean a man who makes 10 
per cent on his business? And is a patriot one 
who loses 10 per cent on his investment? We 
are all trying to make more profit this year 
than three years ago—that is not profiteering. 
But because people in the past have been ac- 
customed to getting shoes at so small a margin, 
shoe dealers are being attacked as profiteers. 
This convention, if it attempts anything, should 
try to counteract such attacks. You dealers 
have no more to do with high prices than the 
ocean and you have no more to do with its 
control either. Only when the supply catches 
up with the demand will prices be lower. War, 
loss of men and material, high wages, high cost 
of living, inflation, income and excess profits 
taxes, speculation and profiteering are the 
principal reasons for the high cost of shoes. 


No Crash Says Speaker 


‘In my opinion there is not going to be any 
appreciable reduction in the price of shoes. 
Prices cannot be forced down by any artificial 


legislation. The Federal Reserve Banks have 
started all this propaganda to stop speculation 
and to lower the high cost of living, but there 
is only one way to do it and that is by the supply 
catching up with the demand. And when prices 
are lowered there will be no crash. Prices will 
be averaged down as they were averaged up.”’ 

The report of the secretary-treasurer, presented 
during the afternoon, showed a total membership of 
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MRS. F. E. LUNDBLADE 
Of the Ladies’ Convention Committee 


164—an increase during the year of 25. Cash on 
hand June 1, he reported, was $380.93. 

An interesting feature of the opening session was 
a demonstration of how rubber boots were made by 
J. J. Hawkins of the United States Rubber Company. 


Combine for Protection 

Pledging united protection to the limit, financially 
and morally, to the San Diego retail shoe merchants 
who have recently been threatened with prosecution 
for alleged profiteering and to any other merchant in 
the association who is unjustly accused, the members 
of the association, at their Wednesday morning session 
unanimously adopted a resolution to this effect. The 
action of the delegates was received with round after 
round of applause and loud cheering. 

The resolution referred to the diversity of in- 
terpretation of the Lever Act which has led to 
actual or threatened prosecution of merchants 
operating on a legitimate basis; declared in 
favor of the system of fair averaging of costs; 
interpreted the Lever Act as recognizing every 
merchant to be entitled to a legitimate profit; 
and pledged the association to defend any retail 
merchant in the State who is unfairly and un- 
justly accused or prosecuted under this Act; 
authorized the appointment of district commit- 
tees to work out enforcement of this resolution; 
and authorized the defense by paid advertise- 
ments and legal counsel of unjustly accused 
merchants, the expense to be borne by the 
association. ; 

Max Sommer, appointed at the opening session as 


A. C. KAUFMANN 
Director of the Association 


F. E. LUNDBLADE 
Chairman of the Style Show Committee 


chairman of the Resolutions Committee, read the reso- 
lution and urged the members of the association to 
weigh its meaning carefully before voting, as the situa- 
tion may demand an almost immediate assessment to 
carry out its enforcement. 

**This virtually means,”’ he said, “‘that if one 
of our members is to hang, we shall all hang to- 
gether.”’ It also makes it necessary for every 
dealer to live up to the Lever Act and be perfectly 
honest in his business dealings. 

The passage of this resolution was considered by all 
the biggest feature of the convention. 


Every Order a Contract 


A resolution urging members of the associa- 
tion to consider an order placed with a manu- 
facturer as a binding contract and urging them 
further to avoid all cancellations was passed 
unanimously. 

A telegram of felicitation from National President 
J. P. Orr also was read at the Wednesday morning 
session, at which L. G. Brayton, vice-president of the 
State association, presided. 

One of the important addresses of this session was 
that of Frank H. Bush of Wetherby-Kaiser Company, 
Los Angeles, whose subject was “‘The Style Outlook 
for 1920.” He declared that style constituted the 
greatest hazard in the shoe business and advised mer- 
chants to study conditions carefully before buying. 
The medium broad toe for men in mahogany calfskin, 
he said, probably would be the most popular; with 
white buckskin receiving considerable attention in 
sport effects. For women he predicted slightly shorter 
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foreparts, with broader toes, but not extremes; and 
advised the merchants to carry 114- to 134-inch heels 
for general wear; 134- to 24-inch French heels for 
dress and novelties; calfskin, mahogany shade, in 
both smooth and boarded or grained stocks; and in 
kid, the dark brown. White kid, he said, is always a 
favorite, especially so when sold at a reasonable price. 
Satins in black, white, and evening dress shades, he 
said, will continue to sell well. Silver and gold cloths 
will also be among the leaders, with canvas and linen 
in white always good for Summer wear. 


Bonus System Discussed 


Isaac Rosenthal of Rosenthal’s, with stores in Los 
Angeles and San Francisco, discussed the bonus sys- 
tem for employes. ‘“The earnest efforts of honest em- 
ployes deserve better compensation than a mere 
living,” he declared, “‘without provision for sickness, 
disability or old age. Such provision will go far to- 
ward getting full and complete co-operation on the part 
of employes.” Mr. Rosenthal said that his firm pays 
liberal salaries and commission on sales plus the annual 
bonus. “This,” he said, “makes the employe vitally 
interested in the business and ties him closer to the 
firm, making for faithfulness and doing away with 
strikes. It makes a good man better and a poor man 
more ambitious.” 


Increasing the Turnover 


“Increase Your Turnover in 1920,”’ was the subject 
of an inspiring address by Adolph C. Kaufman, of the 
firm of Sommer & Kaufman. In part he said: 

“Study the wants of the trade in your community 
and supply them. Make records of lost sales and lost 
customers and of the reasons why they were lost. 
Don’t buy every style that looks good. Consider only 
what is needed. Concentrate your buying on as few 
houses as possible. Clean house, liquidate all surplus 
and get down to sound business, as with stocks liqui- 
dated and conservation observed in buying for future 
requirement, dealers will be able confidently to. meet 
any change which may materialize either way and 
bring to a conclusion a successful turnover.” 

Other addresses of the day, many of which will be 
reprinted in their entirety in future issues of the ‘““Boot 
and Shoe Recorder’’ were as follows: 

Harry F. Miller, general manager of C. H. Wolfelt 
Company of Los Angeles, on ““How to Obtain Loyalty 
and Co-operation from Employes”; Max Sommer of 
San Francisco on ““The Proper Makeup to Insure a 
Satisfactory Profit”; James S. Kemper of Los Angeles 
on “‘Association Insurance”; Frederick F. Hahn, 
Pacific Coast manager of Haskins & Sells, on ‘‘Account- 
ing Systems’; Frank Tyrell of Los Angeles on ““The 
American Freedom and Responsibility”; J. F. Con- 
nell of the United Shoe Machinery Company on 
“Rare and Ancient Shoes”; and E. H. Harting, field 
manager of the Scholl Manufacturing Company of 
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Chicago on “‘Foot Troubles.”’ Mr. Harting showed 
4000 feet of film showing the causes of foot troubles 
and the way to correct them and gave a comparative 
outline of the anatomy of the foot showing how foot 
comfort service is being handled in big department 
stores. 
Style Show Held 

A successful style show was held Wednesday even- 
ing, features of which were scenes showing the in- 
terior of a milliner’s shop. Living models displayed 
footwear from the work rooms of I. Miller, New York 
City. 





A $500,000 Sale at Retail 


Boston, June 9, 1920— Three Massachusetts shoe 
factories—the H. & J. Shoe Co., South Boston, 
makers of high-grade welt shoes for women; the Ernest 
D. Haseltine Company, Haverhill, makers of novelty 
shoes for women; the Growing Girls’ Shoe Company, 
Roxbury, makers of women’s, misses’ and growing 
girls’ low heel shoes and comfort shoes, and the 
B-E Shoe Company, factory agents, 100 Summer 
Street, Boston, opened a $500,000 sale of women’s 
footwear at 651 Atlantic Avenue on Wednesday 
morning, last. 

The prices were stated: “At actual factory cost 
and in most instances less than cost, $2.95, $3.95 
and $4.95. The $2.95 shoes were made to retail at 
$5.00 and $6.00; the $3.95 shoes were made to retail 
at $7.00 and $8.00, and the $4.95 shoes at $10.00 
and $12.00. 

The sale was well advertised in the daily papers 
to take place at 10 o’clock in the morning. At 9 
the crowds began to assemble and at the opening 
hour, about 4,000 people had gathered in front of the 
store. 

The reason for the sale was stated in the ads 
as follows: “‘Cancellations of orders, due to freight 
embargoes, lateness in deliveries, and weather 
conditions.” 

A box in the ad told the public that “This is not 
a money-making sale—just a case of desiring to 
unload in the quickest possible time, so that the 
three factories can continue running in full swing 
and keep the thousands of faithful men and women 
employed.” 


John B. Blatz Made Head of 
Amalgamated Leather 


New York, June 9—John B. Blatz was elected 
president of the Amalgamated Leather Com- 
panies, formerly F. Blumenthal & Company, 
at a special meeting of the Board of Directors, 
held Monday. Mr. Blatz, who has occupied 
the position of vice-president of the company 
for the past ten years, succeeds the late J. Ste- 
phens Ulman. 
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Convention Season Is Here Again 


3 


Many Get-Together Meetings Planned for June and July in Various 
Parts of the Country 


again. In San Diego, California, this week, was 

held the annual get-together of the California 
Retail Shoe Dealers’ Association. Next week the 
Georgia Association will be in session at Augusta, 
while in July there are gatherings of the Illinois mer- 
chants at Chicago, plus the Chicago National-Shoe 
Exposition under the auspices of the Chicago Shoe 
Travelers’ Association, the Style Show at Rochester, 
the convention of the New York State Association at 
Sygacuse, and the National Shoe and Leather Ex- 
position and Style Show in Boston. 


r YHE early Summer convention season is with us 


Third Annual Conference of New England Mer- 


chants a Feature of the Shoe and Leather 
Exposition and Style Show, July 20-24 


The first official Shoe and Leather Exposition and 
Style Show, to be held under the co-operative auspices 
of the shoe and leather trades is to be held in Me- 























ALBERT M. BLAKE 
Chairman Boston Style Show Committee 


chanics Building, Boston, July 20-24. The magni- 
tude of the enterprise is significant, in that every foot 
of space in Grand Hall, Mechanics Building, the base- 
ment and the balcony, suitable for display purposes, 
has been laid out for exhibition purposes. . 

The extraordinary conditions of the trade make the 





affair significant. Buyers will want to come to 
market to study at first hand conditions of the trade. 
As one authority puts it: “In a way, this show next 
month can do much to help keep the ‘safety-valve 
down on unnecessary worrying about the immediate 
future of the shoe and leather business. 

“Its presentation of at least the usual number of 
attractive and salable new style ideas in shoes and the 
customary array of fine leathers, findings and acces- 
sories is certain to sound a reassuring note all through 
the trade and throughout the consuming public. In 
point of display of style and quality of manufacture, 
this show must leave a strong impress upon both 
the retail trade and the public. 


Salutary Effect on the Trade 


“‘A superfine exhibition is bound to have much the 
same salutary effect as when the cool-headed theatrical 
star calms an audience half-frenzied at a false cry of 
‘fire!’ merely by keeping on with his act. 

“‘Let’s all be stars for the moment, and make certain 
that the sound, successful shoe and leather perform- 
ance in this country shall keep on, without any sense- 
less frenzy on the part of its patrons.” 

At a meeting of the Board of Directors of the Mass- 
achusetts Retail Shoe Merchants’ Association, it was 
resolved to make the occasion of the Shoe and 
Leather Exposition and Style Show a convention of 
the merchants of New England. A committee con- 
sisting of W. W. Wilson and J. J. Buckley is already 
at work outlining a program, so that speakers from 
each branch of the industry can give the retail mer- 
chant guidance as to future business. 

The resolutions as passed are as follows: 

RESOLVED, that the Massachusetts retail 
Shoe Merchants’ Association support and en- 
dorse the National Shoe and Leather Exposition 
and Style Show, Inc., organized within the allied 
trades for the purpose of holding an annual Sum- 
mer exposition in Boston, national in character 
and interest, and designed to enhance the pre- 
tige of New England as the great shoe and leather 
market of the world. 

RESOLVED, further, that the Directors of this 
Association call a special meeting in Boston of members 
and others between the dates, July 20-24, to discuss 
retail problems and derive full benefit from the Ex- 
position; and be it further 

RESOLVED, that this Association invite the retail 
trade of New England and the country, individually 
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and through their local and state associations, to par- 
ticipate in the proposed conference, and join in sup- 
port of the coming Exposition as an event of unusual 
interest and importance to retail shoe merchants. 

You probably know in a general way through the 
trade papers of the big Exposition and Style Show 
organized by members of the New England Shoe and 
Leather Association to be held in Mechanics Building, 
Boston, July 20-24. This event we understand will 
be national in scope, and affords an unusual occasion, 
for the entire New England trade, especially, to get 
together. Our State Association hopes to have the 
pleasure of greeting you personally at that time, and 
looks forward to welcoming a big delegation of your 
fellow shoe merchants as well’ 


Two Shows—Two Entertainments 


At a meeting of the Shoe Style Show Committee, it 

was planned to run the show two evenings, with the 
same runway as was used at the National Shoe Re- 
tailer’s Convention. ; 
& George R. Walmsley, who has been stage director 
of several of the Boston shows, was made manager of 
the Shoe Style Show, and under his direction, the run- 
way features will be conducted. Two other evenings 
of the week will be given over to entertainment feat- 
ures in Grand Hall. The selection of styles to be illus- 
trated on 100 living models is rapidly being completed. 
The plans of the committee promise a well-defined 
showing of styles, illustrating the trend of popularity 
in footwear for Fall, together with advance ideas for 
Spring, 1921. 


Georgia Convention to be 
- a School of Education 


The Georgia Association is the youngest member 
of the family of National Shoe Retailers’ Association 
but it is a lusty youngster—alive, active and alert. 

W. S. Byck of Atlanta, president of the association, 
as well as the other officers, are devoting themselves 
untiringly to make the forthcoming convention, to 
be held at Augusta, June 15 and 16, one of the most 
interesting as well as one of the most profitable State 
conventions ever staged in the country. The topics 
to be discussed are all timely and pertinent to present 
day shoe merchandising. 

The men who are to handle the various topics are 
all men of exceptional ability and in each instance are 
well equipped by experience and observation to 
handle the topics assigned to them. 

The following men will be the speakers at this con- 
vention: 

James P. Orr, president National Shoe Retailers’ 
Association and president Potter Shoe Company, 
Cincinnati, O.; A. H. Geuting, chairman Executive 
Committee, National Shoe Retailers’ Association, 
Philadelphia, Pa.; Arthur L. Evans, Boston, Mass. ; 
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B. C. Bowen, “Boot and Shoe Recorder”; Henry F. 
Hagemann, secretary Ohio Valley Shoe Retailers’ 
Association; Harold F. Podhaski of the Shoe Re- 
tailer; Major Charles T. Cahill, United Shoe Ma- 
chinery; Ridley Wilkinson, Cohen Bros., Jackson- 
ville, Fla.; Fred S. Stewart, Fred S. Stewart Shoe 
Company, Atlanta; H. Land, Land & Miller, Colum- 














W. S. BYCK 
President of Georgia Shoe Retailers’ 
Association 


bus, Ga.; Charles Brady, The George Muse Clothing 
Company, Atlanta; Nathan Simon, Dannenberg 
Company, Macon, Ga.; Louis Funkenstein, The 
Johnson Shoe Company, Athens; Turner Jonés, 
Turner Jones Shoe Company, Valdosta, Ga., and 
W. S. Byck, Byck Bros. Company, Atlanta, Ga. 


Joint Meeting of Chicago National Shoe Ex- 
position and Illinois Shoe Retailers’ Association 


The sun is shining again and retail shoe stores are 
busy. When shoe travelers made their regular trips 
this Spring many merchants were undecided as to the 
best course to pursue and in consequence bought very 
sparingly. They were confronted with changes in 
lasts, undecided about percentages of Louis heels and 
percentages of low cuts as compared with former 
seasons. They had a feeling that prices had reached 
a peak and, therefore, it was unwise to load up on a 
speculative basis and buy beyond their needs. 

Business during April and the first part of May did 
not show as much pep and go as had been anticipated. 
This condition is undergoing a change. The people 
are buying shoes and the merchants must replenish 
their stocks. The Chicago National Shoe Exposition 
and the convention of the Illinois shoe merchants, 
both coming during the same week and both being 
held in Chicago, affords an unusual opportunity for 
merchants of the West, South and Middle West to 
get the latest and most authentic dope on conditions 
in the shoe industry. 
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Retailers to Meet July 12-14 


The officers of the Illinois Shoe Retailers’ Associa- 
tion are extending an invitation to all the merchants 
throughout the Middle West to visit their convention 
July 12, 13 and 14 at the Congress Hotel. The Shoe 














FRANK P. M EYER 
President of the Illinois Shoe Retailers’ 
Association 


Travelers are extending an invitation to all mer- 
chants throughout the country to see their big show at 
the Palmer House July 12 to 17. 

The convention of the Illinois Shoe Retailers will 
be one grand forum where the best opinions of mer- 
chants in the middle West can be obtained and their 
ideas capitalized. The Illinois Association members 
realize that they will have more merchants at their 
convention this year than ever before and conse- 
quently are preparing a program which in point of 
interest and education will not be outdone by any 
Nationa] Association or State Association convention 
ever held in the country. 


150 Lines to be Exhibited 


At this joint affair will be an opportunity to meet 
not only the traveling salesmen but the sales managers 
and heads of many of the largest and most important 
shoe factories and the special representatives of whole- 
salers. Manufacturers and wholesalers, East and 
West, are taking notice of this combination meeting 
and arranging to have factory representatives 
here. 

Here will be presented an opportunity to inspect 
150 or more representative manufacturers’ and whole- 
salers’ lines, tocompare one with the other and get the 
best possible information on styles, prices and mer- 
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chandising methods to ascertain how the trade winds 
are blowing. 

Most merchants figure on taking some time off in 
July anyway. No more profitable and probably no 
more pleasant way could be found to spend the few 














JOSEPH KALISKY 
President of the Shoe Travelers’ Asso- 
ciation of Chicago 


days between July 12 and 17 than the Chicago 
National Shoe Exposition and the Illinois Shoe Re- 
tailers’ Convention which will occupy those dates. 


Detailed Plans of Syracuse 
Convention Are Completed 


All the details of the big features of the annual 
State convention of the New York State Retail Shoe 
Dealers’ Association have been completed and a 
tentative program has been arranged by President 
A. B. McCormack of the Syracuse Retail Shoe 
Dealers’ Association. While the convention is not 
scheduled to start until Monday, June 12, it will have 
its beginning the night before at the Onondaga Hotel 
when a committee will be on hand to receive the early 
arrivals. 

The mezzanine floor of the big hotel will be entirely 
refitted to accommodate the shoe retailers. All but 
one of the 70 booths have been sold, and a list of 
exhibitors is now being arranged. Some of the manu- 
facturers will bring their own models to display their 
lines. 

List of Speakers 

The tentative list of speakers for the convention is 
as follows: 

Arthur Evans, ‘Service’; James H. Stone of the 
Shoe Retailer; R. H. Kennedy, National Cash Regis- 
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ter Company, “Business Efficiency ;’ C. E. Petot, “Is 
our _present system of distributing ‘merchandise 
wrong, and if so what are we going to do about it}’’s 
J. P. Orr, president of the National Shoe Retailers’ 
Association; Henry F. Hageman, ‘Mutual Fire In- 
surance for Shoe Retailers’; Charles T. Cahill, 


United Shoe Machinery Company, “Problems of _ 


Production”; Harry T. Thayer, president New Eng- 
land Shoe ind Leather Association. 

The business of the convention will largely be 
transacted on Wednesday, and round-table discus- 
sions will be held, when every retailer will be given an 


opportunity to present individual problems to experts’ 


for counsel. Tuesday night is to be Style Shoe night. 
The committee in charge of this event has many sur- 
prises in store. The present plan calls for approxi- 
mately 100 models. 


1921 Iowa Convention to be 
Held March 8, 9, 10 


The directors of the Iowa Retail Shoe Dealers’ 
Association held the first meeting of the year in Des 
Moines on May 3. The usual standing committees 
for the ensuing year were appointed and preliminary 
arrangements and plans for the 1921 convention were 
discussed. 

It was decided to hold the next convention at the 
Ft. Des Moines Hotel, Des Moines, Iowa, Tuesday, 
Wednesday and Thursday, March 8, 9 and 10, 1921. 




















E. W. HERTZLER 
President Iowa Retail Shoe Dealers’ 
Association 


/ 


The Board of Directors of the Iowa Association 
met with the Board of Directors of the lowa Chamber 
of Commerce and explained the McNary Bill and its 
import.. The members of the Chamber of Commerce 
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readily agreed to join with the retail merchants in 
sending letters and telegrams to the Iowa senators and 
representatives in the National Congress protesting 
against the passage of the bill. 


Wisconsin Shoe Retailers’ Association 


At a meeting of the Wisconsin Shoe Retailers’ 
Association, held May 17, the following resolutions 
were adopted: 

Whereas, there has been a tremendous amount of 
derogatory publicity given the shoe retailers in the 














WILLIAM C. SCHLAEFER 
President of the Wisconsin Retail Shoe - 
Merchants’ Association 


daily press to such an extent that it has been detri- 
mental to business, ; 
Whereas, the Allied Council of the Shoe and 
Leather Trades and Industries have more or less 
suffered with the retailers, 
Therefore be it Resolved, that the officers ail 
directors of the Wisconsin Shoe Retailers’ Association 


go on record as favoring the adoption of a plan of* — 


publicity, through advertising in the daily press by 
the Allied Council, which would inform the public 
regarding the real conditions in the retail shoe busi- 
ness, explaining the different elements that enter 


into the selling of shoes, such as style, wear and. 


store service. 
Be it further Resolved, that this resolution be pre- 


= sented to the Allied Council of the American Shoe 


& Leather Trades and Industries at their meeting in 
New York City on June 3, 1920, and that this cam- 
paign be started at once. 
Respectfully submitted, 
WM. C. SCHLAEFER, President, 
Wisconsin Shoe Retailers’ Ass’n 


_ A. B. CASPARI, Director, 
National Shoe Retailers’ Ass’n 
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Official Verdict Is “Buy | Now” 


The National Shoe Retailers’ Association Says: “Fall Orders Can Now Be 
Placed with Reasonable Assurance; Present Price Level Is Stabilized’’ 


(Complete Text Prepared for the Trade) 

N executive meeting of the joint Conference 
A Committees of the trade was held at the 

Hotel Astor, New York City, Wednesday, 
June 2, in conjunction with a meeting of the Styles 
Committee. President James P.. Orr of the 
N. S. R. A. presided. Upwards of one hundred 
representative retailers, manufacturers, wholesalers 
and tanners attended the conference. 

The frankest discussion of conditions, within and 
without the industry, featured a determined effort 
of the meeting to reach a conclusion as a proper, 
safe policy for the retailer to pursue for the coming 
Fall and Spring seasons. 


Statement of N. S. R. A. 

The following statement to the trade was unani- 
mously adopted by the conference and is endorsed 
by the N.S. R. A.: 

“The present situation, which is one of 
doubt and uncertainty, has been brought 
about, first by a tight money market, causing 
caution as to future commitments; second, 
to the breakdown of transportation, causing 
the tieup of one to two months’ supply of 
merchandise and the delayed receipt of seasonal 
merchandise; third, to unseasonable and rainy 
weather since March 1, causing a temporary 
overstock of seasonable merchandise in the 
hands of the retailer. All of these factors have 
been beyond the merchants’ control, and what 
has taken place has been a perfectly natural and 
healthy result, namely, a desire to unload, a 
hesitancy and a lack of desire to purchase until 
conditions are more settled. 

“It is a fact that the peak of prices has been 
reached and that prices now quoted are gener- 
ally lower, based on a lower leather market, 
but there is nothing to indicate that a further 
radical decline is imminent. 

*‘*We believe, therefore, that orders can be 
placed for Fall at this time, with a reasonable 
assurance that the present price level has been 
stabilized, and we feel justifled in recommend- 
ing conservative purchases. The time has now 
arrived when it is necessary for the retailers to 
place their reasonable requirements for Fall in 
order to guarantee prompt deliveries. 

“In our opinion this period of doubt and 
uncertainty is only temporary, as the basic 
conditions of our country are fundamentally 
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sound and a pessimistic outlook relative to 
our industry is not justified.”’ 


JAMES P. ORR, 
President. 


THE TREND OF SHOE STYLES FOR THE 
: SPRING OF 1921 


Unanimously Adopted for the Conference Com- 
mittee of the Shoe and Leather Industries 
and Trades 


In view of style demand as applying to the Spring 
season of 1921, your committee reindorses the style 
forecast, including colors, adopted for Fall, 1920, 
and presents herewith a forecast for the Spring of 
1921 as follows: 

Women’s Shoes 


LASTS.—A continuance of the present styles and 
tendency towards a proportion of medium round toes 
and medium length of forepart as applying to both 
welts and turns, leather and Louis heels. 

HEELS.—Louis heels of wood and leather will be 
popular in both the regular French and Cuban shapes, 
as also the so-called baby Louis class, with a height 
on the regular French style not exceeding 2 inches. 

For staple and street effects with leather military 
heels, height will vary one inch to one and three- 
quarters. Sport. effects from spring heels to one and 
one-half inch heels. 

PATTERNS:—Lace oxfords, particularly welts, 
will continue in vogue, in straight and wing tip and 
imitation effects including brogue and semi-brogue 
styles. Indications are also strong for Louis heel 
turn oxfords. 

Stripped or seamless pumps in welts with leather 
heels and turns with Louis heels, in view of their 
semi-staple character will grow in favor. Also a 
tendency towards welt pumps in the brogue and 
sport class. 

Pattern effects and straps, also ornamental styles, 
including Colonials with buckles, will offer a wide 
variety of smart footwear. 

Spring boots in light weight effects, black and 
colors, including combinations, will possibly be in 
demand for late Winter and early Spring. 

COLORS.—Colors, trend strongly in fabrics, in- 
cluding satins and in leathers such as kid, suede, 
buck and ooze, towards browns, grays, whites and 
bronze, and will be used in combination with brown, 
tan, and gun metal calf and black, brown and tan 
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Begin at the Source 


(Reprinted from the Boston Globe) 


There are apparently some officials at 
Washington who think that they can 
bring down high prices simply by attacking 
the retailers. They are under the impres- 
sion, possibly, that it is the popular thing 
to get after the men who actually sell to 
the public everything it has toeat and wear. 

Such a method will no more solve the 
problem of high prices than swatting mos- 
quitoes solved the malaria problem. Wise 
doctors go to the source of trouble; wise 
officials would do the same. 

There are instances, of course, of re- 
tailers who overcharge. But retailers are 
not the group who make high prices. They 
put the price marks on our groceries and 
cur clothes, to be sure, but they do not 
determine those prices any more than the 
man who plows a field of grain sets the 
price of a loaf of bread. 


.tail prices. 


Price schedules are largely determined 
before the goods ever reach the corner shop 
or the big store where the public buys its 
goods. 

Competition is more powerful than any 
Government agency in determining the re- 
With scores of stores in the 
same line of business in every large city, 
competition is the real weapon that stops 
profiteering in that quarter. 

Somewhere back of the retailer, beyond 
his control, are those who dictate the 
price the public pays. They, in many ways, 
conduct the retailer’s business for him— 
and gladly leave him to take the blaine for 
high prices, because he is the only one with 
whom the public comes in contact. 

But if the Government is sincere in its 
effort to reduce prices it will begin its work 
nearer the source. 
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kid, also patent leather. This applies to both boots 
and low shoes. 
Growing Girls’ 


Will follow the tendency of the staples in the 
women’s class largely in welt leather heel effects, 
including sports and semi-brogues. 


Men’s Shoes 


The original conception of this Style Committee 
was to aid conservation and effect the utmost sim- 
plicity and economy in the manufacture and distribu- 
tion of shoes. The shortage of material, which 
necessitated this, is now ended; and we should plan 
to extend our styles and material to embrace such 
a variety as will act as a stimulant to demand and 
cover the widest field of raw materials. 

COLORS.—The colors suggested represent the 
broad general trend of demand. 

In better grades of shoes, calf, kip and side leathers: 
Morocco, Chippendale, gold brown. 

In medium and lower grade shoes: Chippendale, 
Morocco, chestnut. 

Colored kid leathers: Chippendale, gold brown. 

Colored cordovan as near Morocco as possible. 

Black kid, calf, cordovan and side leathers will be 
sold more freely as lighter shades of tan become more 
generally used. 

White oxfords, in buck, buck finished leathers and 
fabric will have a large sale both in plain white and 


combinations with other colors with both leather and 
rubber soles. 

Colored toppings in buck, buck finished leather, 
kid and fabric, in the. following shades: Smoke and 
camel. ; 

LASTS.—Lasts will continue along the present 
line of development with the tendency for shorter 
foreparts and slightly wider toes. 

Style or younger men’s lasts will carry 7-8 and 8-8 
heels. 

Many broad flange and semi-flange heels will be 
used, 

PATTERNS, ETC.—Bal shoes will continue as 
style leaders. Bluchers in the medium and wide 
lasts are still good and will continue as before. 

Button shoes with colored toppings and for dress 
boots will be sold in ‘a limited way. The greatest 
demand for full dress wear is the plain toe all patent 
oxford. 

The committee’s recommendations for. Fall, 1920, 
for brogues and their modifications have been ap- 
proved by the public and further developments in 


. Styleful men’s shoes will be along similar lines. 


Modified brogue foxed bals and oxfords. 

Fine pinkings and perforations, stitched heel 
seats, brass eyelets, perforated tips, will grow in 
favor. 

The use of suitable finishes in kip, and side leathers 
is proper for such shoes and will offer a wider and 
more economical range of materials which will give 
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complete satisfaction and service. This field offers 
the greatest chance for profitable development in 
men’s style shoes and every encouragement should 
be offered toward its general acceptance. 

The acceptance of a few plain styles as covering 
men’s smart shoe types should be discouraged. Such 
practice would limit the materials to a narrow supply 
and hinder the sale of many economical and suitable 
shoes. 

Misses’ and Children’s Shoes 

No change to be made in existing shapes of lasts of 
approved models. 

PATTERNS.—To continue the lace and blucher 
styles in boots, and discourage the attempt to bring 
button boots into vogue. Height to be regular and 
pony cut. 

Low shoes to be lace and blucher oxfords, play 
oxfords, strap ties, sandals. 

We advise retailers to cut their investments to 
the lowest possible number of styles and carry sizes 
in fewer styles for accurate fitting. 

LEATHERS.—The use of side leathers, so-called 
Elks, veals, with their extra weight and tougher 
grain, have proven their worth in Juvenile footwear. 

COLORS.—Gold brown, or medium tans, black, 
white. Patent leather in dress ties and boots. 

Organize a propaganda to encourage economy 
in buying in the consumer’s interest, as chil- 
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dren’s shoe prices are undoubtedly a hardship 
to the average family and an elaborate scheme 
of style elements injected into juvenile foot- 
wear at this time is unjust and unfair to the 
parents of families of children. 


Boys’ Shoes 


In boys’ shoes we can see no radical change necessary 
in lasts or patterns. Styles would include English 
toe in black and tan and medium wide toe in same 
leathers. 

Action on Arbitration 

In the course of the meeting President McElwain 
brought up the subject of adjustment of differences 
by arbitratioa, and upon his suggestion Mr. Frank S. 
Farnum, chairman of the Committee on Trade 
Abuses of the National Boot and Shoe Manufac- 
turers’ Association, outlined a plan for the arbitra- 
tion of differences arising between members of the 
three associations, to wit: National Boot and Shoe 
Manufacturers’, Wholesalers’ and Retailers’ Associa- 
tions, with the hope expressed that after the same 
has been put into operation, it may be extended to 
include the tanners and other branches of the industry. 

The matter was referred to the Secretaries of the 
three associations to put into form and report to the 
presidents of the three associations, who were given 
power to act. 


Worcester Shoe Man Dies 


Colonel Henry E. Smith Stricken While Marching With 
Massachusetts Governor 


Stricken with heart failure while marching with 
the Ancient and Honorable Artillery Company of 


The Late Colonel H: E. Smith on the Left. 
Calvin Coolidge, of Massachusetts 


Next, Governor 


Boston, of which he was past commander, Colonel 
Henry E. Smith of Worcester, Mass., head of the 
wholesale shoe house of H. E. Smith & 
Son, Inc., died June 7 at the relief station 
of the Boston City Hospital. Colonel Smith, 
when taken ill, was in line of march as the 
personal escort of Governor Calvin Cool- 
idge of Massachusetts. 

For 50 years Colonel Smith had been 
prominent in business, military, social and 
civic organizations of Worcester. He was 
born in North Northfield, April 26, 1841, 
and at. the age of 14 went to work in a 
shoe factory. When the Civil War broke 
out he enlisted in Company FF, 
15th Massachusetts volunteer infantry, 
and served with distinction in ‘that regi- 
ment. He was wounded twice and rose 
to the rank of second lieutenant. After 
the war he went to Worcester and en- 
gaged,in the wholesale shoe business, in 
which he was actively interested at the 
time of his death. 





June 12, 1920 


BOOT AND SHOE RECORDER 


What They Are Selling in New York City 


Highly Accentuated Styles Are in Demand by Only Small © 
Part of Public | 


as in every other form of apparel, are in de- 

mand only by a small part of the general pub- 
lic is the opinion expressed by John Slater of J. & J. 
Slater, 415 Fifth Avenue, a New York house which 
caters to the most exclusive trade in the city. 

In this connection Mr. Slater says that neither in 
their Fifth Avenue store nor yet in their new 57th 
Street custom shoe shop has there been any notice- 
able demand for the French vamp. 

“T can remember the time,’ said Mr. Slater, 
“‘when a majority of the women who came into our 
store to be fitted wore round-toed 


BE ig highly accentuated models in footwear, 


better proportioned and. more symmetrical shoe. 


Heel Should Fit the Shoe 


In regard to heels he emphasized the necessity of 
suiting the shape and height of the heel to the general 
style and purpose of the shoe. 

Speaking at random, his expressed opinion was 
that the average sport shoe should carry a heel 
running between 1% and 1% inches, according to 
the style of the shoe. Walking shoes might justifi- 
ably have heels running from 134 to 15% inches, 
where dress shoes called for a height of from 134 to 

214 inches. Cuban heels on walk- 





shoes, and foot troubles were 
taken as a matter of course. 
When the pointed shoes first came 
in vogue all manner of evils were 
predicted, but as a matter of fact, 
we shoe men have found by ex- 
perience that they are less harmful 
to the feet than the shapes which 
allow the foot to push up against 
the toe of the shoe, crowding the 
ends of the toes at every step. A 
moderately long vamp, carefully 
designed, gives support to the foot 
and inasmuch as it is so cut as to 
allow a margin of length it offers 
leeway instead of pressure. 


Suede Pump a Conservative 


Model 





A Black Suede Slater Pump with 
About the Right Length Vamp 


ing boots were placed at their best 
at from 1% to 2 inches, both for 
comfort and style, and military 
heels should run in the neighbor- 
hood of 134 to 134 inches. 

Mr. Slater says he considers one 
of the most necessary parts of his 
sales service is the sale of the 
right shoe for the occasion and 
his salespeople are carefully in- 
structed to consider suitability be- 
fore the question of making a sale. 
Tactful suggestions are usually 
welcomed by the purchaser, who 
likes to feel the personal interest 
back of the sale. 


Good Sport Shoe Sales Expected 








As an example of what he con- 
sidered a satisfactory vamp Mr. Slater showed the 
black suede pump illustrated on this page, which is 
his own design, and which he has just put on the 
market as a new and conservative model. 

It is designed for semi-dress wear, is of black buck- 
skin, with a 354-inch vamp and a’2-inch heel. This 
model might well be classed as a general utility shoe 
for semi-dress and even more ceremonious occasions, 
as it carries a heavy enough sole for the city promen- 
ade and yet the ankle strap is a conservative adapta- 
tion of the dressy cut out so popular for evening 
wear. Mr. Slater says this particular number has 
been very well received. 

In discussing the matter of vamps, Mr. Slater ex- 
pressed himself as opposed to anything shorter than 
3% inches. “When you run below that,”’ said he, 
“your foot is not receiving proper support. A length 
of 354 inches is even more desirable, as it makes a 


At the present time, owing to 
; the late Spring, semi-dress shoes 
have constituted the majority of the sales, but a 
good season is expected on sport shoes, inasmuch 
as the backward Summer insures a late Fall. 

So far no very distinctive showing has been made 
on sport shoes, as the trade has continued strong on 
the darker models. 


I. Miller Clears Out Freak Vamps 


The wane of the broad low vamp and the stabiliz- 
ing of the standard 34-inch and 35-inch lengths 
was the occasion of the recent smashing sale at 
Israel Miller’s shoe shop on West 42d Street, New 
York City, when a hurry call was sent for the police 
to prevent the breaking in of the show windows by 
the crowd who clamored for admission. 

In order to make a clearance of the extra long 
and extra short vamp shoes Miller advertised a sale 
on all stock of this character at a uniform price of 
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$7.85. The shoes on sale ranged in price from $12.50 
to $16.50. 

When the store opened Monday morning the 
crowd reached way out to the street and the opening 
of the doors was the signal for such a terrific crush 
that as soon as the store was filled the doors were 
closed for two hours and the police were sent for. 
All day long the crowd continued and in spite of 
extra salesmen and every possible effort to speed up 
the sales and keep the crowd moving it was almost 
impossible to handle them. 


Cleared Out in Three Days 


The first three days saw the stock pretty well 
cleared out and the new showing will include nothing 
shorter than a 34-inch vamp. 

A talk with L. A. Leopold, manager of the store, 
disclosed the fact that regardless of pricés, this store 
has been doing a phenomenal business this Spring, 
but the demand for the broad low vamp has been 
comparatively small. When it is remembered that 
this house is very closely in touch with the theatrical 
trade and specializes in distinctive and advanced 
models it shows the trend of popular opinion on the 
French vamp, even among those who are looking 
for something out of the ordinary in footwear. 

Mr. Leopold says their greatest demand has been 
for Grecian sandals and those with the crossed straps. 
Favorite colors were white kid, light gray and brown, 
although all colors ran well and sold easily. This 





A Woman’s Brogue Oxford of Tan Calf. 
Designed by J. & J. Slater of New York 











shop, because of its enormous theatrical trade, carries 
an unusually heavy stock of colored shoes. 

One of their best sellers through the last few weeks 
has been the cross-strap sandal with modified vamp 
and two-inch heel, in fact they state at this shop 
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that the general demand among their customers is 
for a rather high heel. Quite a few sport shoes have 
been sold but the majority of sales have run toward 
the more dressy models. : 

It is the opinion of the I. Miller Company that 





A Two-Color Sport Shoe of White Buck and 
Tan Calf. Designed by J. & J. Slater 
of New York 











the modified vamp with the narrower toe will be the 
permanently accepted model for the Summer. 





Boot Awards Announced 
Prices Range from $20.50 to $24.00 Per Pair 


The Army Quartermaster’s Department has an- 
nounced the following awards for officers’ boots: 
Teitzel, Jones & Debner, 186 pairs at $24.00 a pair, 
and A. E. Nettleton Company, 324 pairs at $20.50 
and $21.50 per pair. Officials of the rubber goods 
branch are working on permanent specifications for 
officers’ dress shoes for the Army, and when completed, 
officers’ shoes will be purchased from these specifica- 
tions in the future. 





Philadelphia Style Show Plans 


Philadelphia, June 9—Final touches are being put 
on the program of the Philadelphia Style Show to be 
held July 19, 20. Exhibitors are limited to Phila- 
delphia and Pennsylvania manufacturers. The Ex- 
ecutive Committee in charge of the affair consists of 
Tycho Buek, Jr., J. H. Cross, James Edwards, 
Newton Elkin, C. E. Gibbon, J. W. Goodwin, A. E. C. 
Hall, W. J. Hallahan, L. B. Kemfer, E. H. Kempton, 
G. S. Laird, J. C. McKeon, Herman Meyer, Gilbert 
Nahm, Culbreth Sudler and D. D. Wolf. 
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Says McNary Is Playing to Grandstand 


Washington Merchant Criticises Senator Sharply; Memphis Merchant 
Writes Him a Hot Letter 


confident that the McNary bill, designed to 
force the manufacturers to stamp the cost mark 

on each pair of shoes turned out in the nation’s fac- 
tories, does not stand a ghost of a chance to pass 
Congress. 

At the last meet- 
ing of the Shoe Re- 
tailers’ Association 
of the District of 
Columbia, the meas- 
ure was the subject 
of discussion. It was 
said that the manu- 
facturers have as- 
sured the retailers 
that a preponder- 
ance of the coun- 
try’s legislators are 
opposed to the meas- 
ure and will vote 
against the bill when 
. it comes up for 
action. 

Discussing the 
McNary bill, Harry 
W. Hahn, president 
of the Shoe Retailers’ 
Association, and a 
member of the firm 
of William Hahn 
Company, .declared 
the measure is 
“manifestly unfair,”’ 
and “discriminates 
unjustly against the 
shoe industry.” 


™ HOE merchants of the District of Columbia are 
S 
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Unconstitutional 
Says Merchant 


“If the bill should pass Congress and be signed by 
the President, the law would not hold with the Su- 
preme Court,” Mr. Hahn told a representative of the 
“Boot and Shoe Recorder.” “The bill might be 
favored by manufacturers who run their own retail 
stores. 

These manufacturers operate ‘probably by put- 
ting on a big profit at the manufacturing end, 
and a small profit at the retail end. In this way, 
the public would be fooled. 


Softening Hides With Rolling Machine 


“It would be unfair to the shoe business because 
if the dealer is making 5 per cent net on his sales 
he couldn’t make the public understand that it takes 
from 30 to 35 per cent to do business. The public 
would think he was a profiteer. 

Grandstand Play 


“The whole thing 
simply reverts to 
this: The man who 
introduced the bill 
comes from a State 
where shoes are not 
manufactured. They 
grow plenty of tim- 
ber and apples in 
Oregon, but shoes 
are a scarce 
product. His con- 
stituents, therefore, 
could not be injured 
by such a bill as he 
proposed, and he 
gets an ideal oppor- 
tunity to make a 
grandstand play. 

“The measure is 

discriminatory, and 
we don’t think it 
stands a chance of 
passing.” 
_ Discussing _ local 
trade _ conditions, 
Mr. Hahn said he 
believes there will 
be a slight falling off 
in the price of shoes 
in the Fall, but it 
will not amount to 
much. 


A Letter to McNary 


The following letter has been written to Senator 
McNary by W. B. Jordan, president of the Zellner 
Shoe Company of Memphis, Tenn. : 


Advice is at hand from G. C. Lynch, secretary of 
Senator LaFollette, that correspondence I sent him, 
with enclosures of copies of letters to Congressman 
Isaac Siegel, Senator Kenneth McKellar, and Fair 
Price Commissioner Lee Brock, have been referred 
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to you. I also have before me Parts 1 and 2 of the 
hearings before the sub-committee. 


May Cripple Shoe Business 


As a shoe retailer of several years’ experience, and 
a shoe manufacturer of 20 years I urge that the data 
contained in this correspondence be given serious 
attention on the part of your committee. It is most 
urgent, for I am sure that it cannot be the desire or 
intention on your part to cripple the business of 
shoe retailing, and yet that very consequence is 
involved in the proposed enactment of the McNary 
bill. 

In analyzing the 
reports of the hear- 
ings before the sub- 
committee, I find 
that the error is re- 
peated with refer- 
ence to the rulings 
of the War Indus- 
tries Board, as Class 
A was the high grade 
with the $12 maxi- 
mum, and Class C 
the low grade. Mr. 
Welliver also errone- 
ously quoted 10 
inches as the maxi- 
mum height of wo- 
men’s shoes author- 
ized by the War 
Industries Board, 
whereas the ruling 
was 9 inches. 

It is not clear 
how Mr. Robertson 
arrived at an esti- 
mate of 40 per cent 
as the possible re- 
duction in the price 
of shoes to the con- 
sumer, if at all 
stages of producing 
a shoe the returns 
on capital were not 
permitted to exceed 
three times tbe rate 
of interest on Liberty bonds, and if executive and 
managerial brains were employed at the rate at 
which the Government of the United States employs 
them in its business, nor does the testimony of 
Mr. Robertson prove any such contention. It is 
regrettable that your witness did not appear to be 
more familiar with the business he was attempting 
to criticise. However, even if his claim is correct, 
the shoe retailer is excluded from the criticism, for 
a net profit of 10 per cent on the sale is the goal 
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Tanning Hides in Vats of Oak Bark Juice 
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of the shoe retailer, not the attainment, and that 
could scarcely be considered as profiteering. 

If a real solution of the problem is desired, 
define profiteering, and tax it 100 per cent. 
That will be the end of profiteering. 


Cost Is Only Part of Story 


It is not sufficient to put a label on shoes which 
will tell only a part of the story, and handicap the 
dealer by an argument on every sale about a matter 
with which the public is in absolute ignorance. The 
public cannot be expected to realize that a shoe 
costing the Retailer $6 will yield him only $1 net 
profit when sold at 
$10. The public will 
grant his right to $1 
net profit, but can- 
not understand that 
the dealers’ expense 
of operation is $3, 
nor could the public 
be expected to un- 
derstand that of two 
shoes each costing 
$6, the dealer can 
make money on one 
at $10 and lose on 
the other at even 
$12 or $15. This, 
however, is the 
case, as is shown 
in the correspond- 
ence placed before 
you by Secretary 
Lynch. 

We have never, 
in a single instance, 
seen the slightest 
indication that any 
shoe organization 
had ever attempted 
in any manner, di- 
rect or indirect, to 
control or govern 
retail prices. It is, 
of course, a matter 
of self protection 
that a merchant 
should refrain from purchasing lines that are sold 
in cut price stores—stores which as a rule are the 
basement or garret stores—stores which are low 
expense and low service stores, which have their 
place, but which, as a rule, handle a product that 
cannot be successfully marketed in a store of high 
grade. 

On Unfamiliar Ground 

When Mr. Robertson stated: “The heaviest 

burden that the public bears as to shoes is imposed 
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upon it by the retail shoe dealer,” he evidently is 
treading on ground with which he is unfamiliar. 
Large profits by shoe retailers are extremely rare. 
Such is by no means the case with packers, tanners, 
or manufacturers. 

With all the supposed excess profits which 
have been taken by retailers, you hear of none 
who are removing any money from their busi- 
ness, and with the present market conditions, 
bankruptcy stares the business in the face. 
The retailer has been selling shoes at prices 
which would not buy the goods over again. He 
has had to keep borrowing more and more 
money to keep his stocks complete. The same 
number of pairs of equal grades cost three times 
what they did formerly, and retailers have not 
been able to protect themselves. 

To the extent that the retailer has not received a 
fair profit, his expenses, and enough to buy a similar 


pair, he has failed; and when the market breaks, as . 


it appears to be on the verge of doing, stocks on 
hand will be worth half, or less than half of what 
they cost. Who will protect the retailer when that 
comes? Will it benefit him to have bis 
shoes stamped as having cost him $10 
when his competitor has goods of equal 
grade, which he can sell for $10 or 
less? Does the proposed imprint en- 
able him to sell the shoes? No, all it 
does is to handicap him on the advanc- 
ing market and abandon him to his 
fate on the decline. 


NE SUP ANY 


Lacks Specific Knowledge 


A tax of 100 per cent of excess profits 
would get the excess, would insure that 
there should be no excess, and would avoid any argu- 
ment with those who cannot know the facts of mer- 
chandising. Fifty cents or $1 a pair used to represent 
the difference’in men’s high shoes and oxfords. Some 
manufacturers used to quote them at identically the 
same price. But those were in the old days. The 
man who has not bought shoes since the retail price 
for high-grade oxfords was $5.50 has been entirely 
out of touch with modern facts of business: The man 
who is still half soling shoes bought at that price is 
certainly not the criterion for the real up-to-date 
American citizen. It is scarcely credible that the 
United States Senate should take seriously the 
testimony of Mr. Robertson under such circum- 


stances, and in view of his evident lack of knowledge. 
of the specific thing your committee is investigating, | 


and his confessed inability to offer any constructive 
suggestions. 

Referring to bis opinion that prices could be re- 
duced 40 per cent, “if executive and managerial 
brains were employed at the rate at which the Gov- 
ernment of the United States employs them in its 
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business” would say several months ago an agent for 
the United States Department of Justice visited us. 
I understand his salary from the Government was 
$4.50 per day. I cannot employ a retail salesman at 
any such rate. Common labor in tHe shoe factory 
would laugh at such wages. Is it possible that the 
United States Government can get brains for that 
price? This man had never paid more than 50 cents 
for a necktie. Is it from such as he that we should 
take instructions? 


An Intelligent Opinion? 


I showed this man a pair of shoes which we had 
bought at $6.30, but for which the manufacturer was 
then asking $12. He told me that if I asked $10 for 
it I would be profiteering. Did he know? Or could 
he be expected to know? Can such a man pass an 
intelligent judgment on a question that has baffled 
the United States Congress and a large proportion 
of the merchants themselves? 

When I submitted this question to Senator Robert 
L. Owen, at the conclusion of his recent address 
before the Memphis Chamber of Commerce, he was 

forced to admit that if the merchant 
cannot buy from the manufacturer at 
the price he is retailing for that it is 
not profiteering. Yet, according to the 
reports of your committee, several 
Fair Price Committees are demanding 
that the merchant ignore the present 
worth of his goods, and dispose of 
them on the basis of their actual or 
average cost. If you had a diamond 
that you wished to dispose of, you 
would certainly regard its present 
value as the basis of your trade, not 
its cost to you, and you would know that if the 
market had gone down since your purchase you would 
be compelled to accept the reduced value as your 
basis. 

A merchant is entitled to a profit, his expenses 
and sufficient to duplicate the merchandise 
when obliged to rebuy; and all Fair Price Com- 
mittees should be so instructed. 


Based on Market Value 

Judge Holmes, in instructing the Grand Jury at 
Jackson, Miss., May 5, 1920, covered this subject 
according to sound economics. He shows that the 
present market value is what the merchant is of 
right entitled to; and as a result of his clear vision 
the Grand Jury, by unanimous verdict, refused to 
indict. On the other hand the Judge of the United 
States District Court of this District, in instructing 
a Grand Jury at Jackson, Tenn., said if a merchant 
paid $6 for a pair of shoes and sold them for more 
than $8 he would be profiteering. He ignores present 
value, and does not even know that the expenses of 
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the retail shoe merchant exceed 25 per cent on the 
sale. 

Inasmuch as Congress has failed to define “‘profit- 
eering,” it is inevitable that Judges and Juries in 
various localities should reason from different angles; 
but it is unfair to the merchants of the United 
States that they sbould be so embarrassed and 
persecuted. 

Shoe’ retailers have not advanced their prices by 
any means as fast or as far as the tanners and manu- 
facturers have been obliged to advance theirs. 

It is surprising that Mr. Robertson should charge 
the Congress with not having enough courage to 
handle this subject. If trade associations are re- 
sponsible for the high level of prices, as asserted by 
Mr. Robertson, they should be destroyed, and I 
would regret to feel that there is a man in Congress 
lacking the necessary courage. But the economic 
conditions following a great war, and consequent 
currency inflation, are not to be so easily controlled. 


Gone But Not Forgotten 


Reasoned from the basis of actual cost, it is 
true that on an advancing market the paper 
profits of the retailer are greater than on a 
stationary market. Expenses do not parallel 


the increasing profits; but the increasing ex- © 


penses FOLLOW, and keep right on when the 
market breaks. Landlords establish a new 
basis for rent; labor finds a new standard; 
advertising rates go up and stay up; and never 
again will old standards be established. 

Mr. Robertson admits that expenses remained 
about the same percentage on sales, but that sales 
increased because of higher prices, and then draws 
the conclusion that the profits on the investment 
increased because of the increased business. How- 
ever, if the price of shoes increased from $5 to $10, 
and the net margin increased from 50 cents to $1.00, 
and the $1 won’t buy now any more than the 50 cents 
used to, the profit has not actually increased; and as 
it takes twice as much capital to buy the $10 shoe 
as it did the $5, the absolute returns on capital are 
in fact cut in two. 

Mr. Robertson’s observation that “the more mer- 
chants enter business the higher prices are liable to 
be”’ shows how fallacious are his economic theories. 
A new merchant entering the field does not secure 
business from his competitors by charging more than 
they. Usually he must charge less, as any merchant 
will attest. The public does not recognize any such 
theory that “they all have to live,” and if the. people 
of a city should adopt Mr. Robertson’s suggestion to 
confine their purchases to cut-price stores, and thereby 
“drive the high-priced fellow out of business,’ the 
people of that city would lose the service and the 
standard of merchandise which it has taken genera- 
tions of development to produce. 
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The Expense of Doing Business 


I operate a high-grade store. We are in the heart 
of a city on the main street. It is the logical place 
for retail shopping. My landlord recognizes this in 
the rent he charges. My help is high cost, my service 
is high grade and high cost, my merchandise is high 
grade and high cost. Am I to be forced to retire in 
favor of a cut-price store, which furnishes only mer- 
chandise, usually low grade, and frequently shoddy? 
The cut-price store, by one misfit, can damage a 
wearer beyond repair. Am I, who guarantee the fit, 
to be debarred from conducting a legitimate business? 

The cut-price store can handle a grade of mer- 
chandise that is produced in great quantities, lacks 
quality and style, and remains staple. But the high- 
grade store must cater to the wishes of a public so 
fickle that it has been facetiously said that styles 
change every Monday afternoon at two o’clock. _ The 
difference is as between the ready-made and the 
tailored suit. The service, skill and intelligence used 
in the production of the one demand a recompense 
far beyond the other; but the product .is different 
and a certain proportion of the American people have 
been trained to expect the best. Should we under- 
mine the uplifting work of ages? The man who is 
willing to wear 50 cent ties and shoes that are of 
four or five years’ earlier style, repaired, should not 
complain if he develops a bunion; but it is unlikely 
that his employer will have a regard for his worth 
greater than that which he has established for him- 
self, even though his employer may be the Govern- 


ment of the United States. 


Concerning High Heels 


There is no such thing as shoes with heels 4 or 5 
inches high. Two and one-quarter inches is essen- 
tially the maximum. But there are changes of style 
so radical and so erratic that it takes a high degree 
of skill to forecast the demand and be able to supply 
it. Four years ago women departed from all prece- 
dent by wearing high shoes through the Spring and 
Summer. The merchant who bought his usual sup- 
plies in low shoes was in bad luck. But for next Fall 
it is believed that women will wear low shoes and 
woolen hosiery, again departing from all precedent. 
We do not know that they will do it, but should it 
come and we be unprepared, we are again in hard 
luck. So we have to double our supplies by having 
what they usually buy and what it is believed they 
will buy this time, and this despite conditions which 
prompt conservatism in purchases. 

The staple shoe stands on its own bottom, but the 
fancy shoe of necessity must bring a long margin of 
profit, for only a fraction of the merchant’s guesses 
prove perfect, and even on those he has such a range 
of sizes to contend with that inevitably some must 
be sacrificed. . 

At the time the $12 maximum was being established 
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by the War Industries Board, Uncle Sam was effectu- 
ally confiscating all high-grade sole leather for war 
purposes. The restricted shoes were not up to the 
standard of those of today. And, as Mr. Robertson 


‘admits that he does not know what manufacturers 


are now paying for leather, his opinion cannot be of 
value when he says he sees no reason why shoes 
should be as high as they are. 


Who Makes the Style? 


If you were operating a retail store you would soon 
find that the public does not buy the styles you select 
just because you have them. The manufacturer and 
retailer must anticipate the demands of the public 
and this, too, from six months to a year in advance. 
A dealer will frequently buy two styles at the same 
time and, when placed on sale, find one is a failure— 
perhaps both. This is the risk he runs, and because 
of it he must ask a big profit to begin with, to protect 
him against the unavoidable losses. 

For a while the cloth shoe with leather sole and 
vamp was popular, but women will not have them 
now. If they would take a shoe made the least ex- 
pensive way known, merchants would carry them; 
but if they must have boots with 9-inch tops, French 
heels covered with leather, and that leather as soft 
and fine as a kitten’s fur, and if they require that 
the color be black, then gray, then white, then 
mouse, then brown, it is inevitable that they will be 
forced to pay the cost thereof. 

It is conceivable that a retailer might have 
on hand a pair of shoes which had cost $5.72 
and sell at $20 and still not be profiteering. 
That transaction is not complete until he has 
replaced the pair on his shelves. What the next 
pair will cost him is the problem he has to 
solve, and unless the $20 will buy a pair of equal 
merit, pay the proportion of expenses and a 
profit besides, he has made no money. 


Figg Not Sure of Himself 


Issue must be taken with the conclusion of Senator 
Kenyon that because the dividends of the Central 
Leather Company in 1916 were 46.52 per cent on 
preferred and 33.14 per cent on common stock, that 
this would be 79 per cent. The dividend certainly 
could not be greater on the whole than on its parts. 
If the Central had equal amounts of common and 
preferred the dividends, using his figures, would be 
39.83 per cent for 1916 instead of 79, and 14.95 per 
cent for, 1918 instead of 30 per cent. 

Even Mr. Figg does not appear to be entirely sure 
of himself, when he states that there have been 350 
prosecutions with 85 per cent, or 295 convictions, 
when the actual number as shown by his own data 
is 36, 72 of the 108 mentioned being under Section 15, 
which is not profiteering; and his data do not appear 
to show the two big Iowa retailers who have been 
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sent to jail, nor the one in Georgia nor Minnesota, 
and he claims 1200 arrests while showing but 173, 
six of the 179 shown being under Section 15. Of the 
35 sentenced to jail only 8 are for profiteering or 
hoarding, the other 27 being under Section 15. Of 
the 1,102 indictments 822 were under Section 15. 

When Judge Holmes instructed the Grand Jury at 
Jackson, Miss.: “The test of reasonableness must be 
applied to all regulations and orders issued to carry 
out the act, and any regulation requiring the seller 
to disregard the real market value of the article, and 
to sell at the original purchase price paid therefor, 
plus an arbitrary fixed percentage‘as profit, is un- 
reasonable and void, as in many cases such regulations 
would confiscate property rights which have become 
fixed and vested,”’ he covered this matter in a clear, 
forceful manner. If his reasoning is correct, and I 
believe it to be, the McNary Bill would be unreason- 
able and void. 


Cost Price Not Conclusive 


Judge Holmes says further: “The price that the 
merchant paid for his goods is not conclusive, but is 
a mere circumstance tending to show its present 
value. Although you may consider the price he paid 
along with the other evidence, you should consider 
also, and I think should give more weight to, the 
replacement value of the article than to the original 
cost. Any effort on your part to readjust prices 
which reflect real market values as they now exist 
by criminal prosecution would not only be a viola- 
tion of your oath and duty, but might be a gross in- 
justice to the citizen. When you come to decide 
whether or not any price has been an unjust or 
unreasonable charge you will decide that by deter- 
mining the fair market price of the article at the time 
the rate or charge is made.” 

In my letter to Congressman Isaac Siegel I touched 
upon the specific reasons why shoes should not be 
branded with their cost. If there is any~ further 
point not entirely clear I trust you will give me the 
opportunity to make it so. 

I would say, as pertaining to our business, that it 
is largely of goods recognized by the Government as 
luxuries, by the application of a luxury tax. They 
are as much luxuries as jewelry, and subject to 
infinitely more risk of loss, by reason of the style 
change and extreme range of sizes. There would be 
no more reason for their being branded with the 
manufacturer’s name and the cost price than there 
would be to compel the manufacturer’s name and 
cost price to be stamped on everything that is sold. 
There is less warrant to select shoes for the goat than 
there is any other line; and if it applies to shoes it 
applies to everything. No-greater injustice could be 
done a legitimate business than to enforce the terms 
of the bill under discussion. I am sure that sober 
reflection will prove the correctness of my view. 
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Happy? Of course! 
Who wouldn't be 
after 
perfectly good shoe? 


“hooking” a 


“A month of 
this sunshine will clear your shelves!’ I said to 
a shoe merchant today. “A month! Give me 
a week and I will sell every pair of shoes in my 
store!”” That’s the spirit which makes real business! 
Greet your customers with a smile and ‘their orders 
will keep you smiling! Always! 

A commission has just been appointed to investi- 
gate possibility. of resumption of trade relations 
between the Untied States and Russia. I have a 
perfectly good stovepipe hat which is idle. Any 
possibility of its coming out of camphor? 

More than 25,000,000 cats in the United States 
accordin~ to latest figures available. I suppose some 
day we will be wearing them either around our necks 
or on our feet! 

Think of the saving in “power” if all the energy 
now expended by “hot air” artists was employed in 
shoe factories! 

Railroads need track walkers! If :some of our 
“‘talkers’” would become “walkers” the situation 
would be very much relieved. And incidentally the 
movement would do the shoe business no harm! ~ 

MMM MM EM 

It seems to be the “style” today for everyone to 

“‘vamp”’ the shoe dealers. The “sole” ambition of 


N NOTHER optimist uncovered! 
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If she pulls out the 
mate her day’s fishing 
will be marked up in 
the column headed 
“* Profit.” 


writers now is to pass the “buck” to leather men 
and “break’’ present market prices. Each morning 
a new article “blooms” forth in the newspapers and 
it is “felt” most keenly by those they aim to ‘“‘crimp,”’ 
but sometime soon the victims of this “goat’’ publi- 
city will “turn” and “iron’”’ out the “‘last’’ one who 
seeks to “lift’”’ himself into the limelight by “‘sizing”’ 
up the situation. ‘Juliet’ had her ‘‘Romeo’’ but 
believe me she had nothing on these “bucks” who 
“boot” many so-called facts. If these experts would 
cease to “waist” good space and “buckle” down to 
“staple” subjects the world would progress without 
so many “spats”! This is no “kid”. 

Shoe news. Short “vamps” not popular in America! 
Are they also running to grades and sizes? What 


next? 

Supreme Court says people have no right to vote 
on prohibition. Any perfectly good cellar with a 
quiet “‘still” corner can take the curse right off the 
18th Amendment! Eh! Petruchio? 

At last a Budget system in Washington! Simplifies 
things immensely! Now perhaps we can find out 
how much more we will owe if we raise in taxes enough 
money to wipe out the original debt with interest! 

Good news, friends! General Public has made an 
assault upon the retail merchants with his army of 
buyers and shoes are beginning to be worn on the 
feet instead of on the store shelves. 
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Complete View of Tanneries and Shoe Factories of T. & A. Bata, at Zlin 


From Zlin, Czechoslovakia, to Lynn, Mass. 


Remarkable Story of a Business Man Who Supplements His Big Business in 
the New Republic by Establishing a Shoe Factory in This Country 


HOMAS BATA, a self-made business man of 
fi Czechoslovakia, has recently returned to Prague 
after a visit to the United States and an in- 
spection. of the factory which he has organized in 
Lynn, Mass., and which he placed under the manage- 
ment of John Bata. 
Thomas Bata, 26 years ago, en- 
tered the shoe business in Zlin 
(Moravia). He had a capacity for 
organization, he developed in a few 
years a remarkable manufacturing 
business. He then developed retail 
stores to give him an outlet. He 
now has stores in Czechoslovakia, 
Poland, Serbia, Roumania and the 
Balkan States. His factories are in 
Czechoslovakia and in Poland. The 
principal centers where he has fac- 
tories are: Zlin, Moravia, Pardu- 
bice, Bohemia and Krakov, Poland. 


For Export and Education 


His headquarters are in Zlin 
under the title T. & A. Bata. Not 
only has he established business in 
the countries of Europe above men- 
tioned, but his ambition carried him 
to the United States where he established the Bata 
Shoe Company at Lynn, Mass. This factory, 
building McKays, turns and welts, will make shoes 
principally for domestic trades and for export to 
South America. 

He founded the factory to develop this branch 
of his business and also to serve as a_ laboratory 
for the progressive young men of Czechoslovakia 
who could be sent to Lynn, there- to learn Amer- 


THOMAS BATA 
Head of T. & A. Bata 


ican shoemaking and to speak English, and then 
to return and be invaluable as factory superintendents 
and salesmen. 

Mr. Bata also established a central office in 
London, England. 

Sufficient Unto Themselves 

Not only does the Bata organi- 

zation make shoes, but they tan 
the leather of which these shoes 
are made. Nor do they stop 
here. They make the boxes in 
which their shoes are exported. 
Furthermore, they do their own 
printing; they have their own ma- 
chine shop, carpenter shop, log- 
planing mill; make bricks and 
crushed stone for building purposes, 
and operate a power plant. They 
house their workmen, and have es- 
tablished a very successful com- 
munity kitchen for their 6,000 
employes and families. Should a 
fire break out in their community, 
it would occasion no worry, for the 
. fire department is at the command of 
the firm of T. & A. Bata. 

The shoe factory in Zlin has a 
capacity of 10,000 pairs of men’s and children’s 
shoes; that in Pardubice, a capacity of 2,000 pairs of 
women’s shoes. The Bata tannery in Zlin supplies 
leather for most of the shoe industry in Moravia. 
A tannery is also operated by this house in Krakov, 
Poland. 

Czechoslovakian Conditions 

In explaining business conditions in Czechoslova- 

kia, Mr. Bata said that the new republic contained 
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Bohemia and Moravia, two of the great industrial 
countries of the old Austria-Hungary group of na- 
tionalities. Added to this are Silesia and Slovakia— 
famous for agriculture and beet sugar. The pro- 
visional Government is safe and sound and the 
election in May has given permanency to the Govern- 
ment and will prove beneficial to business. There is 
a scarcity of raw materials and as soon as a financial 
plan can be established, a healthy production of 
manufactured products will start the Republic on the 
road to prosperity. 


Needs Extension of Credit 


What is needed now is extension of credit, permit- 
ting the business men an opportunity to manufacture 
the products and then to turn them into cash. At 
present but few men can get credit because the 
products made in this Republic were formerly part 
of the German plan which involved shipping the 


— é 


A Typical “Bata” Store in the Balkans 
products through German ports as of German manu- 


facture, because the credit and financing were done 
by Germans. It was all a part of the German method 
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of taking credit for everything going out through 
German ports. Mr. Bata was enthusiastic over the 


Some of the Workers of the T. & A. Bata Co. 


future of Czechoslovakia and he termed it the “‘Yan- 
kee Land of Europe.” 


What Ho! Just Look at This 


I can say to you that one way political conditions 
could be improved would be to have a party organiza- 
tion under the control of upright, conscientious men 
who would hold the office-holders to strict account. 
Let me match the story you told in your letter by 
one I heard concerning Eddie Foy, who, after he had 
been away from. home for quite a while as a young 
man, suddenly came into a very high salary, something 
like $100 a night. When his theatrical company was 
going through his home town, he sent his mother a 
seat, and after the show was over, he asked her how 
she liked it. She said to him: “Eddie, my boy, do 





They wunt errest 
* will they, Eddie, 
takin’ money under 4 
false pretenses: 





they really pay you $100 a night?” and when he said 
yes, his mother said: “Well, Eddie, fool them as 
long as you can.” 

And so, I suppose the politicians can be depended 
upon to fool them as long as they can, but it strikes 
me that the people are getting wiser every day and 
that it will be a great thing when the party leaders 
realize that there is a moral awakening among the 
people. The high cost of living and the mounting 
taxes bring home to every man the fact that he is 
vitally interested in the ecoriomies and efficiencies of 
government. Your association of live, young, in- 
telligent Americans is in a position to do great things, 
and I wish you every success. 

(Signed) Alvan T. Fuller, 
Congressman 9th District of Massachusetts. 
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Style 103 


Peters White Reignskin 
Flexible McKay 


Widths A, B, Cand D. Sizes 2 1-2 to 8 
Price, $4.00 _ 


.DELIVERIES UPON RECEIPT OF ORDER 


: PV. CREIGHTO : 
\ aR Mass fe 
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VEN in the present unusual conditions prevailing throughout 
the manufacturing and retailing wings of the shoe business, 
Lynn’s manufacturers see nothing alarming—with the ex- 

ception of one matter—and that is of vital importance. 


Being representatives of one of the strongest centers of shoemaking 
in the world, they make it part of their business to know the rea/ 
causes and effects of a commercial situation such as exists at pres- 
ent, and to estimate it at its real importance. 


They know, therefore, that thé chief elements or influences required 
to steady the mercantile conditions existing at present throughout 
the shoe industry are confidence in themselves and in the vast pur- 
chasing power of our wealthy nation, a realization of the security of 
their position as distributors of a necessity of life, and ACTION. 


The one really alarming factor in the business at present is the 
dealers’ delay in placing their orders for Fall—alarming more from 
the retailers’ standpoint than from the manufacturers’. 


It should be obvious that, regardless of any advantages retail dealers 
may be anticipating in delaying their orders, confusion and business 


ALLEN & BripcGEo, INc. BARTLETT-SOMERS Co. 


BurbDett SHOE Co. CotTrerR SHOE Co. 
A. FisHer & Son Grecory & Reap Co. 





WHITE BUCK WELTS 

. for GROWING GIRLS. 
MISSES and 
CHILDREN 
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i HARNEY \V gw 

SHOE CO. |} | 
| Bridgeo, Inc.\\ 
© Women’ Stylish 


Folie Cas 


American 
Mi aking é 


distress of a very definite kind are going to come to them if they per- 
sist in postponing until midsummer their selection of shoes to be 
sold in their stores early this coming Fall. 

Experience in the past years shows that such delays inevitably pro- 
duce congestion in production plants that spells delays in delivery, 
with consequent lost sales and lost profits in retail stores. 


Production lost today cannot be made up later, and a Fall-producing 
period which is usually spread over four months cannot be concen- 
trated into two months. Some merchants will receive their shoes 
on time and others will have their orders unavoidably delayed. 


These are the actual dangers, compared with which the other unusual 
conditions of today are relatively unimportant. This statement is 
issued not for the selfish ends of the shoe manufacturers, but for the 
general benefit of the trade. 

There will be a shortage of shoes of the desirable types at the time 
they will be most urgently needed. ‘The farsighted merchant will 
realize this fact and protect his business by placing orders at once. 
He will have shoes to sell while his shortsighted competitor will envy 
him his vision. 


P. J. Harney SHOE Co. HENNESSEY, Maxwe.it & HENNESSEY 
G. W. Herrick SHor Co. T. J. Kitty & Company 
Watson SHOE CoMPANY Witutams, CLarK & Co. 


‘COMPANY 
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Absolutely no leather substitutes used 


3014—Black Vici Kid 

3016— White Washable Kid 

3015—Brown Vici Kid 

3017—Patent White Wash Kid 

3001—Brown Cabretta 

3003—Patent Leather, White Cabretta Top........ 

3005—White Cabretta 

3007—Patent Leather, Gray Cabretta Top 

3009—Brown Kid, White Cabretta Top 

3011—Red Cabretta 
3101—Patent Leather Mary Jane ‘ 
3103—White Canvas Mary Jane........... 
3002—Black Kid 
3004—Patent Leather, Mat To 
3006—Patent Leather, Brown Kid 
3008—Patent Leather, Champ. Cab. Top. . 
3010—Brown Kid, Champ. Cab. Top 
3012—White Canvas 
3102— White Cabretta, Mary Jane 


All the above numbers; sizes 1-4. 7 


Henry Kleine & Co. 


208-214 W. Lake St. : : Chicago 
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No. 8762 
$8.40 


RUSSIA CALF 
BAL OXFORD 
CITY LAST 
A-D, 5-1] 


IN STOCK UNBRANDED 
R. K.L. Co. “yiiz* 


Since 1864 Makers of Good Shoes for Men 





INE shoes are far more than good 
EF shapes, good leathers, good work- 

manship. They are the artistic 
blending of all three elements. 


In Watson Shoes for Women we try 
earnestly to do the blending with un- 
usual skill. Everyone in our organiza- 
tion feels the duty to help produce 
exceptional quality. 


We know that this is the only real 
way to make the appreciation of 
Watson Shoes maintain its steady 
growth. 


Women’s Fine Welts Exclusively 





Watson Shoe Company 


LYNN, MASSACHUSETTS 
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A Snappy Rapid Retailing Style | A Keith’s Konqueror Favorite 


Dunlap Last, Stock No. 948—Men’s Wine Cordovan. 
Imitation Foxed Oxford, 1 inch Heel. Widths AA to D, Sizes 5 to 11 


PRICE $10.25 
Send for Summer Stock Style Catalogue 


The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station), MASS. 


New York Office, 299 Broadway, Room 415 Boston Office, 207 -Essex Street 
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GRIFFIN WHITE KIDINE = GRIFFIN LOTION CREAM 

For all white kid shoes. A perfect white ie “Tit png Boos age oe pe 

cleaner that gives a kid glove finish. GRIFFIN PEUERWHITE CLEANER , softens and polishes all kid ether. 
Contains no injurious acids. It is to the 


Small (15c) Size, $14.25 Gross, $1.25 Doz. re ee py me pt kid. Athorough ~ jSther what cold cream is to the skin. 


Large (25c) Size, $21.60 Gross, $1.90 Doz. 3 1-2 oz. Folding Top Carton— 3 oz. Size, $21.00 per Gross, $1.80 per Doz. 
$14.25 a $1.25 Doz. 


5-oz. Size Neck 
$21.60 —_, $1.90 Doz. 


BE READY FOR YOUR WHITE BUSINESS 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CoO., Inc. 
67-69 MURRAY STREET _ NEW YORK, U.S. A. 
























































PITTITEIITITTITT iii iii vii iii iis iii ie TT TTT Tere ree een 


nee IF I AID PD PETE 


June 12, 1920 | BOOT AND SHOE RECORDER 83 


TITEL 





Bargains! Bargains! Betigiine! 
“The King of Jobs”’ 


Mr. Shoe Merchant : 
You will need some REAL LIVE BARGAINS to stimulate your 


BIG JULY SALES 


0 et us help you increase a and pro- 0 
5 QO % ‘. args ie a ers in 50 x 
OFF WOMEN’S LOW SHOES OFF 


All clean merchandise 


INSTOCK-READY NOW 
FOR. IMMEDIATE 
SHIPMENT 


PRICE 


*2.20 


No. 1.—Patent Opera Pump, full N et ‘30 day s No. 5—Patent Five Eyelet Ox- 
Louis covered celluloid heel alu- ford, plain toe, full Louis covered 


minum plate, tun. A.B andC Former Prices $4.50 to $5.50 celluloid heel, aluminum plate, 
widths. ° turn. A, B and C widths. 


No. 2.—Same in Black Vici. A No. 6—Same in Black Vici. AA 
and B widths. to B. . 


Saving of 50% 


Wire or 
mail 

Order by - (ab sie covered caluloid heck alam your orders 
number only wut habe at once 


No. 4—Same in Patent Opera Pump. A to D. 


209 


's Rosenberg & Son Essex Street Boston, Mass. 


: We Guarantee 
Orders filled 


in rotation 
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DON T believe or let anybody tell you that 
any kid shoe. is a VICI KID shoe. 


There is danger in accepting such a statement. We 


only make VICI KID. No other house does or 


ever has. 


VICI KID is famous TE the decided _bet- 
terments to trade and public which its discovery - 
made possible. 


Your customers in asking for VICI KID shoes ex- 
pect the benefits that ‘alt VICI KID will give 
their feet. 


Merit their confidence in you. VICI KID quality 
will merit your confidence in specifying it to your 
manufacturer. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia - - - Pennsylvania 


THERE IS ONLY ONE VICI KID 
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THERE NEVER HAS BEEN ANY OTHER | 
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‘‘Kinder-Garten 


Shoes 


Are Made 
Stronger [to 
Wear 


IN STOCK 


No. 1811 
$6.50 


We are ‘*The 
*‘Kinder-G a r- 
ten’ Kids”’ and 
we wear ‘*Kin- 
der - Garten”’ 
Shoes because 


No. 1811—Black Kid Oxford, Light Welt, 14-8 Military 
Heel. Widths AA to D. Pri $6.50 
No. 3005—Same as above in 19-8 Leather Louis Heel. 
Widths AA to C. Price $6.00 


“Every Pair Is A. P ALAN SHOE CO. 


Full of Wear.” ; WASHINGTON AVE, AT 14th STREET 
Write us in care J nl : 

of Smith- ““"itos ST. LOUIS 

Wallace Shoe 

Co. in Chicago 

and let us send you our catalogue, and tell you about 
the “‘Kinder-Garten” Advertising Campaign. 


UL ee at 











CONVERTS OPERA PUMPS TO THEO TIES 


$12.00 Per Dozen Pairs THE NEW ay TWO SIZES 
Including Ribbons : traps ly ae a In all standard materials. 
ie ae Adjustable because of the 


CONVERTS PENOING 
a Aes a +4 bevo lee-StEp Tins elastic under the ribbon tie. 


Actually Prevents Pumps Slipping When Dancing 


The Louden Mfg. Co.., 2980 WEST PICO STREET CALIFORNI : 














PMT 
_ 


The Foreign Trade Bureau of the Boot and Shoe Recorder 
207 South Sieese anlage PR Mass. 


An Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 
Its Service Includes 


Detailed Information on Foreign Markets. Registration of Trade Marks in All Lands. 
Foreign Trade Opportunities. Financial Reports. 
Advice on Financing Foreign Accounts. Means and Methods for Forwarding Shipments. 
Translations from or into any language. Expert Advice for Exporters. 

Mediums for Advertising. 


4 
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HOES made of NAVONOD 

CALF sell easier, because the 
customer can’t help knowing that 
the leather is unusually good. 


It indicates a will to give equal 
value throughout on the retailer's 
part. 


“NAVONOD CALF 
is the outward evidence 
of quality within.” 


( DONOVAN BROTHERS Inc. \ 
44-46 a O) Oe mee ee 2 oe ee =7 Oa a Om) | 
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KINDER- GARTEN 
SHOES 


for Boys and Girls and Little Tots are ‘*Made 
Stronger to Wear Longer.”’ 

Solid leather construction htlps to make them 
the best built shoes for children that can be made. 

The upper stock—in fact, all materials used 
in the manufacture of these good shoes—is care- 
fully selected for quality. 

Let us send you complete catalogue of ““Kinder- 
Garten”’ styles. 


** Every Pair is Full of Wear”’ 


MITH-\)\ JALLACE 


SHOE CO. CHICAGO, ILL. 


ESTABLISHED | 











On the Floor Ready for Delivery 


B210—White Reignskin “Theo” Tie, Turn, Medium 
Vamp, 18-8 Full Louis Heel, AA toC............ $5.75 








If not on our mailing list write us 


G. E. LIPPMAN SHOE CO. 


1627 Washington Ave., 7th Floor St. Louis, Mo. 
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FITTING STOOLS FOR 
PRACTICAL BUYERS 


A trim and -.* addition to the interior equipment of high-grade 
Shoe Stores. This rome stool is of a weight and of sturdy 
construction. Designed along artistic lines yet highly practical. 
The upholstered stool is separated from the foot rest, thus making 
it particularly adapted for men or women clerks. Made in any 
desired finish to match your store surroundings. 


Send for Catalog showing complete Shoe Store 
Equipment. 


CURTIS-LEGER FIXTURE CO. 


225 W. Jackson Blvd. Chicago 


Established 1869 














683 ATLANTIC AVE. ° 














NOW READY! 


1920 DIRECTORY 
OF 


Shoe Manufacturers 


Covering all the improved features of previous 
editions, thoroughly and carefully revised to 
date. Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 
jobbers included. 


Price $2.00 Postpaid 


Shoe Trades Publishing Co. 


BOSTON 
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FINE TURNS IN STOCK 


White Shoes For Immediate Delivery: 





No. 906—White Eve Cloth Theo Tie, as illustration, fine heavy turn sole, 
17-8 full Louis heel, leather shank. Widths AA-D. Price $4.50 


No. 898—White Eve Cloth One-Eye Tie, fine heavy turn sole, 17-8 full Louis 
heel, leather shank. Widths AA-C. Price $4.00 


No. 897—Fine Patent Chrome Theo Tie, as illustration, 18-8 full Louis celluloid 
heel. Widths AA, A,B,C, D. Price $4.00 


No. 895—Fine Black Kid Theo Tie, as illustration, 18-8 full Louis wood heel. 
Widths AA, A,B,C, D. Price $4.00 


No. 902—F. B. & C. Genuine White Kid One-Eye Tie. Fine heavy turn sole, 
17-8 full Louis heel. Widths AAA-D. Price $5.00 


No. 901—F. B. & C. White Kid Colonial, turn sole, 17-8 full Louis heel. Widths 
A-D. Price . 


No. 899—White Eve Cloth Pump, Pauline pattern, heavy turn sole, heavy 
shank, 17-8 full Louisheel. Special value. Price $3. 


No. 900—Fine White Sea Island Colonial Pump, leather shank, 17-8 full an 


heel, white ivory sole. Price 


No. 903—White Eve Cloth and Sea Island Samples, 36 pair to case, sizes 4B, 
$3.75-$5.00 grades. Incase lots. Price $1 50 


TERMS: 30 DAYS NET 
Samples Sent Upon Request 


NEWTON SHOE COMPANY 


| HAVERHILL, MASS. 


ILLUSTRATING THE LAST 
906 897 895 
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The Short Line 


To Quicker Turnovers 


Tease: 















PIED 
PIPER 


Features: 


Real Nature Shape 
Lasts. 

Best oak bend outsoles. 
Solid leather thruout. 
Nail-less heel seats. 
Perfectly smooth inside. 
Flexible as a slipper. 


Patented Insole and 
Outsole Construction 
forms FOUR SOLID 
LAYERS under the 


foot 


ie And, on top of 
diningcuseyennss . that — 


POPULAR PRICES. 







“ 
~ 
Pr n,n, me _ Tim_  Fa 


















- In Stock After August First 


Lace and button. Select quality Black and Mahogany 
Calf. C, D and E widths. Sizes 5% to 8 and 8% to 12. 


PIED PIPER CHILDREN’S SHOES 


are unrivaled as trade builders because, aside from being exceptionally pleasing to the eye, 
they can safely be counted upon for maximum service and comfort at a cost that is mod- 
erate indeed. And, though the line is short, it doesn’t stop short of fulfilling all possible 
requirements for children’s shoes. 


Concentrate on PIED PIPER Children’s Shoes and do a bigger business on a smaller stock. 






















Write for Prices, Catalog and New Dealer Help Material. 


Matathon Shoe Co: 


WAUSAU: ~ . -_--_.'—_ 
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TRAVELING SALESMEN MEET 


Iowa Branch of Nationals Hold 
Monthly Get Together - 


The monthly meeting of: the Iowa 
branch of the National Shoe Salesmen’s 
Association was held at the Ft. Des 
Moines Hotel] on June 5. A very fine 
dinner was enjoyed by the boys, who 
had as their guest, P. Ware of the 
Excelsior Shoe Company. 

After the dinner, a business meeting 


was held in which it was decided that a° 


carnival would .be held the last of 
August, during the Iowa State Fair. 
A big dance is also contemplated for 
early Fall. The purpose of this is to 
put money into the treasury by other 
means than taxing the members. A 
suggestion was made that some club 
rooms be rented in the Fall in order 
to have some permanent social center 
for the organization. 

The men adjourned for the Summer 
with no meetings to be held until the 
first Saturday in September, except 
special committee meetings. 


Middle West Conditions 


P. Ware said in an interview, ‘‘Dur- 
ing my trip over the Middle West, I 
have found buying conditions fair. 
Shoes are being sold, contrary to 
popular opinion, in normal quantities. 
‘The idea of shoes taking a big slump in 
price by Fall is quite false. . Minne- 
apolis, St. Paul, St. Louis and Chicago 
are the only cities that have held back 
in their buying to any great extent. 
The retailers in these cities will buy 
from June 15 to July 15. 


MILWAUKEE SHOE TRAVELERS 


Decide to Establish Death Benefit 
Fund of $100 ' 


A death benefit fund of $100, payable 
to the family of each deceased member 
at the time of his passing, has been 
established by the Milwaukee Shoe 
Travelers’ Association, affiliated with 
the National Association. A sum 
sufficient to cover the first contingency 
has been set aside out of the treasury. 
The 85 members have agreed to meet 


Travelin 
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x 
their proportion by assessment when- 
ever a benefit is paid thereafter. 

The action was taken at a meeting 
held in the City Club of Milwaukee, 
at which time it also was decided to 
hold another picnic at one of the lakes 
near the city late in June. It will be for 
members and their families, who will be 
invited to spend an entire day in an 
outing that all will remember for its 
rare enjoyment. 


Elaborate Convention Plans 


The Milwaukee Association is making 
elaborate. preparations to entertain 
members of other local ‘associations 


GEORGE P. UTLEY 
President of the Milwaukee Shoe 
Travelers’ Association Who Will Look 
After Travelers Visiting the Milwaukee, 
1921, Convention of the National Shoe 

Retailers’ Association 


belonging to the National federation 
at the tenth annual convention and 
exposition of the National Shoe Re- 
tailers’ Association at Milwaukee, Janu- 
ary 10 to 13, 1921. H. C. Towle, 
executive secretary of the. Convention 
Committee, addressed the local mem- 


Salesmen 
Activities of our Trade Ambassadors 
On and Off the Road 
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bers at their meeting and said that a 
special booth will be placed at the dis- 
posal of the association and all other 
courtesies will be extended to the travel- 
ing men in appreciation of the impor- 
tant part which they play in the indus- 
try. He thanked the members for 
their splendid efforts in spreading news 
about the convention among the shoe 
merchants of America. 

President George P. Utley of the 
Milwaukee Association is serving as a 
member of the Convention Commitee. 
He is looking after the travelers’ end 
of the campaign and promises every 
traveler who comes to Milwaukee for 
the National Shoe Retailers’ Associa- 
tion convention that he will have a good 
place to sleep, enough to eat, and be 
entertained properly. 


CHICAGO SHOE TRAVELERS 


Say Coming Style Exposition Will 
Be Best Ever 

On Saturday, May 29, the Chicago 
Shoe Travelers had one of their regular 
meetings in the form of a luncheon at 
the Palmer House, which was attended 
by 75 or more shoe travelers, the greater 
majority of the members being those 
who are now in off the road. Dave 
Davis presided and while there was a 
great deal of discussion relative to the 
coming style exposition, the only busi- 
ness transacted was that of a report 
of the Room Committee regarding the 
disposition of rooms for the coming 
style exposition which will be held at 
the Palmer House, July 12 to 16. 

All travelers feel that the coming 
exposition will be one of the best which 
they have ever had and it will be staged 
at such a time that they anticipate there 
will be a great many shoes sold owing 
to the fact that many merchants have 
refrained from placing their entire 
volume of business for Fall and they 
feel that confidence will be established 
in the merchant’s mind at this time and 
that he will feel at liberty to place orders 
for the remainder of the merchandise 
he desires to have on his shelves for this 
coming season. 


Requests for display space have been 
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COLORED 


GOOD SHOES 
at MEDIUM PRICES O71 k-) 


Can be made from our SIDE LEATHERS 
“SNUFT” SIDE LEATHER Color 18 Color 14 


REG. U.S.A. Medium Brown Dark Brown 


It has THE APPEARANCE OF CALF 
It gives LONGER WEAR Don’t Take Our 
Itis MODERATELY PRICED Word For It 


See Our Exhibit at the National Shoe and Leather Trv It Ou 
Exposition and Style Show, Boston, July 20-24 y Out. 














C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, III. 
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Whittemore's 


POLISH OFFERS BEST INDUCEMENTS FOR BUSINESS 


Te LLL 








The big seller in ieee A rapid means of 
our group of big < r restoring the 


sellers. It gives i beauty to white 
results beautiful acct | footwear. Makes 


to behold. friends when tried. 


A box sold with white shoes will prove 
a pleasing investment to the customer. 


WHITTEMORE BROS., CORP. 


LARGEST PRODUCERS OF SHOE POLISH IN THE WORLD 


BOSTON 
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VAUGHAN'S 
IVORY 


AUGHAN’S IVORY, if for 
no other reason than its 
salability, should be the 
universal sole for your 
white shoes. 


\ : ’ 
CHAN FIERY 
THE SOLE THAT HAS MADE ue STH 
WHITE SHOES STAPLE \ 


It is so reliable in perform- 
ance—looks well as long as 
the shoe lasts—is genuine in every respect. The 
white of its edge goes clear through—no paint 
or spray to check or peel. 
VAUGHAN'S IVORY is just as good as it looks 
and is adapted to all kinds of white footwear. 


Specify VAUGHAN’S IVORY in placing your 
orders for white shoes—it will help you sell them. 


GEORGE C. VAUGHAN 


TANNERIES AT 
PEABODY, MASS. 
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NEW OXFORDS 


NEW PRICES 
THE PARADER SPECIALLY planned jfor a quick 


sale, we've put lots more in these ox- 
fords than the price shows, and the 
price talks big, too. 


IN STOCK 


$600 


No. 2978 


Dark Brown Veal Calf, 
se Tip, Perforated 

amp and Eyelet Row; 
Bin aL ew 217 Last; 
14-8 — .4to8, C,3 
to 8; Doty 08 


THE SPORTSTER 


Dark Brown VealjCalf, Im- 


itation B; e Effect, Lon, 
25 . Imitation Wing Tip wi 

Center Perforation; Blind 

Eyelets; 215 Last; 14-8 

: we B, “ty 8; C, 3to 8; 

D, 2% to 8 

D- 2979 
IN STOCK 


BRANCH IN BRANCH IN 


PHILADELPHIA CLEVELAND 
BALTIMORE e DETROIT 
PITTSBURGH NC CHICAGO 
FACTORY } * FACTORY 2 


MONTELLO CITY OF 
BROCKTON BROCKTON 
HOME OFFICE STOCK HOUSE SALES ROOMS 


196 CHURCH STREET, NEW YORK CITY 
BOSTON OFFICE 207 ESSEX STREET 





faunas 
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over in advance of that at any of their 
former expositions and the travelers 
promise that this exposition will sur- 
pass all former ones both in the style 
in which it is staged and in the mer- 
chandise that will be displaying at this 
time. They also feel that the atten- 
dance will be greater than any former 
exposition as the Illinois Shoe Re- 
tailers’ Sixth Annual Convention will be 
held on the same dates gt the Congress 
Hotel. 


SMART STYLE McKAYS 


Goller and Leighton Working on 
New Samples 

Messrs. Goller and Leighton, sales- 
men for Allen & Bridgeo Company, Inc., 
are working on new samples of smart 
styles in McKay shoes, incorporating 
in them new features for which they 
gathered information while making a 
trip among large cities recently. The 
new styles will soon be spread in com- 
pleteness at the Boston office. 


A REAL ADVERTISER 


E. Schickedantz of Oshkosh Sells 
**Kinder-Garten’’ Shoes 

One of the live “‘Kinder-Garten” shoe 
salesmen for the Smith-Wallace Shoe 
Company who lives in Oshkosh, Wis., 
is E. Schickedantz. He is a great 
believer in the results that can be ac- 
complished by good advertising. 

He covers a part of his territory in a 
Ford car with a special built body as 
shown in the illustration. He has had a 
sign painter reproduce the “Kinder- 


One of the evidences of the fact that 
Mr. Schickedantz is a successful shoe 
salesman is that he has sold a lot of 
““Kinder-Garten”’ shoes which have 
pleased his trade, and can be seen in his 
beautiful home. He has one of the 


prettiest homes in Oshkosh, Wis. 


SALES MANAGER 


Ashley Kennedy. with Manss-Owens 
Shoe Company 


Ashley Kennedy, of many years 
experience in the shoe trade, became 
sales and advertising manager of the 
Manss-Owens Shoe Company the first 
of June. Mr. Kennedy represented the 
Johansen Bros. Company of St. Louis 
in the state of Ohio for past two seasons. 
“Ash” is well-known to the trade and 
all of his friends wish him well in his 
new connection. 


MAINE TRADE CONDITIONS 


By Harry R. Terhune, Who Travels 
New England 


Harry Terhune, who covers New Eng- 
land for the Merchants’ Shoe Company, 
Boston, makes the following comment 
on trade conditions in Maine: 

“In Portland, along Congress Street, 
merchants are getting a fair price for 
shoes, as they should this time of year, 
without resorting to forced sales, and 
business is exceptionally good. Buckles, 
especially beaded buckles with the 
Buck-El-On attachment, are selling 
freely. 

“Other stores in the city are using 


The ‘‘Kinder-Garten” Car of E. Schickedantz—a Live Wire 
Salesman of the Smith-Wallace Shoe Co. 


Garten Kids” in color on both sides of 
his car with ‘‘Kinder-Garten’”’ lettering, 
and has also had painted on the sides 
the cut-open shoe that has become more 
or less of a trade-mark feature with the 
‘“Kinder-Garten” house. 


_-big space in the paper telling of shoes 
being sold ‘below cost’ without any 


apparent great results. 

“In towns up-State business is fair. 
The better stores are doing a comfort- 
able business, while many medium- 
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grade stores are trying to stimulate 
trade by offering a 10 to 20° per cent 
discount. Trade in the cheaper stores 
is very quiet. 


Stores Heavily Stocked 


“Merchants as a whole have bought 
from 10 to 25 per cent of their normal 
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HARRY R. TERHUNE 


Who Travels New England for the 
Merchants’ Shoe Co. of Boston 


needs for Fall, whereas they usually buy 
from 50 to 75 per cent. There are two 
reasons for this, the feeling that shoes 
may be more reasonable, either lower 
priced, or better goods for the money, 
and a laudable desire for carrying less 
merchandise. The big majority of 
stores have at least 25 per cent too many 
shoes to make a proper turnover. This 
condition means that they intend to 
conduct their business on a hand-to- 
mouth basis, depending more than ever 
on the in-stock departments.”’ 


ST. LOUIS TRAVELERS 


News of E. C. Krause and Sam 
Coddon 


E. C. Krause has associated himself 
with the F. L. Doerr Shoe Company of 
St. Louis in the capacity of salesmen 
and will cover lewa and Nebraska. Mr. 
Krause was formerly with Vinsonhaler 
Shoe Company. 

Sam Coddon has also joined the sales 
force of F. L. Doerr Shoe Company and 
will cover the West Coast. Both men 
are now out on their initial trip and 
are making an excellent showing. 

(Cantinued on page 162) 
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“Made Stronger 
to Wear Lonéger’’ 


and they do wear longer. Fathers and Mothers 
from Coast to Coast tell our dealers that “‘Kin- 
der-Garten” shoes are the most satisfactory 
wearing shoes they have ever bought for their 
children. 


g- 
Ry 


KINDER-GARTEN ees) 
SHOES : 
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> “We are The Kinder- Garten Kids. | 
We wear Kinder Garten Shoes Because 
very Pair is Full of Wear” | 








The above illustration is one of a series of good cuts that 
we supply “Kinder-Garten” dealers for use in their 
Newspapers. 

We would like to tell you more about how we are helping 
our customers sell more Children’s shoes, and make more 


money. Are you interested? 
MIUITH-\} JALLACE 
CHICAGO, ILL. 
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HOTEL 


G saex 


ATLANTIC AVE end ESSEX ST. 
400 Rooms-500 Baths 4189 Aday and up 


ABSOLUTELY FIREPROOF 


The comfort and convenience of 
guests is the first and last con- 
sideration of the management 
of the Essex. On a return visit 
to Boston, those who have 
stopped here once seek reserva- 
tions again. 


THE HOTEL ESSEX CO. 
BOSTON 
McCARTHY BROS. 


PROPRIETORS 
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“STATE 0’ MAINE” 
SHEEPSKINS 


Natural Color Maximum Strength 


Thoroughly tanned in pure hemlock bark. 
Selected in standard grades for weight and 
quality. 


Besse Osborn & Odell 


INCORPORATED 








Sheepskin Tanners 





51 South Street 
Boston 11, Mass., U.S.A. 


Tanneries: 
Peabody, Mass. Clinton, Me. 

















THE ADVANTAGES OF 


® 


P erfection 


Circlettes 


2) 


‘With the Sharp Shoulder and Broad Wear- 
ing Surface 
They don’t scratch floors § They do protect 


They don’t wear slippery They do stop uneven wear 
They don’t drop out They do prevent runover heel 


PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., &. 
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WalkCnofh 


CAUTION 








Retail prices may be the para- 
mount issue next fall in an effort 


to sustain sales volume in pairs. 


But the dangers of sacrificing 
style or wear is great in buying 


at low prices. 


The “Walk-Croft” line is a safe 


~ and sane solution of this problem. 


Its reputation is established for 





stylish, satisfactory footwear at 





popular prices. 





Salesmen are now out with a line 


that covers most every desire. 





ncory BANCROFT WALKER COMPANY ztoxorce 


13 WORMWOOD ST. 


BOSTON, MASS. MAKERS OF SMART SHOES FOR WOMEN 


““Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. 
Sold unbranded if desired. 


RICE BUILDING 
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U. S. Leather 
Helps Sales 


JNTELLIGENT buying is the watchword to- 
day. The public is insisting upon real worth 
and honest merchandise. 


War time substitutes for leather are no longer 
found in good shoes. The all-leather shoe is 
demanded and the leather must be of the best 
quality to give good appearance and long wear. 


We have been tanners of highest character sole 
leather for generations. “U.S. LEATHER” 
will be found in most of the best makes of 
shoes: it is the standard of quality. 


A salesman of shoes has a prime talking point 
if the goods he sells contain soles made of one 
of our tannages. The worth of our leather is 
known world wide. 


The Uuited States Leather ti 





The United States Leather Co. of Massachusetts 





New York Boston Philadelphia Chicago Cincinnati 
St. Louis San Francisco Liverpool Paris 
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Dullness Reflected in Leather 


Prices Are at Lowest Level in a Year and There is 
Little New Business—Hide Market 
Lower Than Year Ago 


The quiet conditions prevailing in the 
shoe trade are reflected in the leather 
districts. This is but a natural out- 
come of the great falling off in shoe 
orders this year as compared with a 
year ago, and the consequent curtail- 
ment and shutdowns among factories. 

Sole leather has continued to show 
more stability than other lines. In 
spite of the smaller purchases of hides 
and skins there is still a scarcity of the 
best quality hides for the best grades of 
sole leather. There is said to be not 
more than 50 per cent of normal now 
available for wetting-in, nor is there a 


calf, are nominally held at $1.00 per 
foot today, blacks about 5 cents a foot 
less. Ooze calf is in fairly good call 
and supplies are not burdensome. 

Side leather has felt the effect of the 
dull period and prices range from 50c to 
75c per foot, according to the kind of 
leather wanted. 


Glazed Kid 


The general liquidation of stocks of 
shoes throughout the country. causes a 
little more optimism in glazed kid 


TIETITIN ITU TT nT 
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circles as the depletion in time calls for 
replenishment: The exchange situa- 
tion is still a drawback to foreign busi- 
ness and a better trade could be made 
at this market now, than at any time 
during the year. Prices are from 20 to 
35 per cent off from the peak prices of 
last Fall, and there is a considerable 
decline in prices of raw goatskins over 
six months ago. 

Shoe manufacturers are not carrying 
very large supplies of kid and with 
any fresh demands of a sizable nature 
for shoes, they would need to make 
new purchases. 

Patent Leather 

Patent leather is acting in sympathy 
with most other lines of upper leather, 
although there is considerable export 
business being done on contracts placed’ 
some time ago. Patent sides range in 
price from 45 to 75 cents per foot. 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 


Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 
Sole Leather 


sufficient amount of chestnut wood in 
the hands of extract manufacturers. 
This, together with the shortage of 
labor, puts oak leather tanners where 1914 1919 1920 
some of them maintain that they only Cénts per pound 

need 55 to 60 per cent of their normal —@30 56@ 56@ 
business to oversell their production at 24@26 54@ 54@ 
the rate that they are now putting in 47@50 96@1. .10@1. 
hides. The upper leather tanner seems 45 @46 82@ 92@ 
to have borne the brunt of the dull —@44 84@ 88@ 


Hemlock sole, heavy No. 1............ 
Hemlock sole, seconds, mid. 

Oak sole, No. 1 bends.. aie 
Oak sole, No. 1 backs, all weights. ee 
Union steers, flat .. APE PEE LINERS 


business thus far. The retailers in 
many instances have cancelled shoe 
orders. The shoe manufacturer has 
likewise in too many cases, cancelled 
orders for leather, and some have even 
shipped it back to the tanners, but the 
tanner is obliged to hold it. Once he 
takes hides or skins he must put them 
into leather and there is no returning 
of it to anyone. 


Calf and Side Leather 


Conditions have changed practically 
none over a week ago. Some tanners 
are making delivery on contracts for 
calf leather, but in some lines there is 
a tendency towards accumulations. 
Prices are still quoted at around 90c 
to $1.10 per foot, and lines which last 
July were quoted at $1.40 for colored 


Union cows, flat.... 


Offal, hemlock heads... tense ie ; 


Offal, hemlock bellies 
Offal, hemlock shoulders 
Union offal, heads 


RT GION OGD 6 6650.60. 5 cic ws ce thens 


Chrome, S. A. dry hide, 7 ¥ 
Chrome, green hide, 6 to 8 i iron sides 


4 to 10 i iron sides 


80@ 85@ 
10@ 14@ 
12@ 20@ 
30@ 40@ 
15@ 21@ 
18@ 26@ 
Cents per foot ~ 
43@ 50 60@ 
—@ 50 —@ 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers 
Heavy native cows 
No. 1 buffs 

Chicago City calfskins 
B. A. dry hides 


1914 1919 
Cents per pound 
40@42 
38@40 
32@35 
65@70 
—@38 
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BRASS PLATE 
NICKEL PLATE 
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BUCKLES FOR HICUT SHOES” 


Are you firing your sales-building arguments with 
air rifles or Winchesters ? 


Discriminating sportsmen want good buckles on 
their footwear. Discriminating buyers say that is the kind 


wemake. Through their use shoes become better 
shoes. 

We also make good buckles of various designs for 
all kinds of shoes. 


Ask for a card of free samples 


NORTH & JUDD MANUFACTURING CO. 
New Britain, Connecticut 
BRANCH SALES OFFICES 


SAN FRANCISCO, POSTAL TEL. BLDG. NEW YORK, 127 DUANE ST. 
CHICAGO, 326 W. MADISON ST. ST. LOUIS, 608 VICTORIA BLDG. 
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THE 50 OR MORE STYLES ALWAYS CARRIED /N STOCK CAN BE SHIPPED 
WITH BEACON OR SPEEOWELL TRADE MARK OR UNBRANDED. 
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Eighteen Styles of Oxfords 
On Hand 


ALL THE BEST LEATHER—BEST STYLES 
BEST PRICES 





No. B 91 
HURON LAST 


Price 


$5.65 


D> 11101111) LLP cM EYAL 


Cordo Russia Oxford Goodyear 
Wing Foot Rubber Heel 
B, 6-11; C and D, 5-11 
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HROUGHOUT the season we have made prompt deliveries, and now when 


most stock departments have a depleted stock, ours is intact on all 
styles, widths, sizes. 


Prompt, Efficient Service 
Ask for Catalog and Stock Condition Bulletin 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
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18 South Wells St. Star Manchester 
Chicago, IIL. se New Hampshire 
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PLUS BUSINESS 
FOR EVERY DEALER 


or. retailers have long been 
seeking a comprehensive line 
of footwear that will lead them 


to plus business. The United 
States Rubber Company has 
long been working toward that 
goal with Keds. 


TODAY we believe that goal 
has been reached. There is 
scarcely any demand for work, 
sport, dress, or street wear that 
Keds cannot satisfy. 











June 12,1920 ~~: 





BOOT AND. SHOE RECORDER 























ne 


i 
Le 


















































are assembled hy 
men and womer. 
who know their 
work =who are 


experts at the, 
cratt. 


This explains F 
why these shoes 
are SO widely 


known as’ 


° Drase Better hogs“ 
kbs Kalittor 


Rochester, VV. »:? 


York 


Now York City: Roem 105 Graham ~~ 
Keech ond Deane St3.lte Jahn Hall weld. 
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Sales and Service 
with Neolin Soles 


K-349—Boys’ “Buster Brown” Mahogany Calf 
Lace Oxford, Neolin Sole, Rubber Heel, Goodyear 
Welt, Exeter Last. D width, 214-6 a ie We have made these 


K-349—Same in Youths’, D width, 124-2 
shoes right with plenty 


of style and snap to their 
appearance to enable re- 
tailers'to add a-new, 
quick-selling, profit-mak- 
ing line to their stock. 
All Sizes and Widths 
In Stock 


K-377—Boys’ “Buster Brown” Mahogany Calf 
Bal., Neolin Sole, Rubber Heel, Goodyear ne 
Exeter Last. Cand D widths, 24— 6 $4. 

K-377—Same in Youths’, C and D widths, 12%-2 4. 5 


: Wwewds Vass Gowrganay, 2 
: St. Louis a U.S.A. : 





tem a IC ti ate ee i St 


E-85— Men’s Pa aga cm Chrome Side Lace Ox- 
ford, Neolin Sole, 1l-inch.Goodyear Wingfoot Heel, 
Goodyear Welt, Swell Last. B, C and D wore 


ne 


E-55—Men’s Boarded Mahogany Side Bal., Neolin 
Sole, l-inch Goodyear Wingfoot Heel, Goodyear Welt, E-22—Men’s Mahogany Chrome Side Bal., Neolin 
$4.60 Sole, l-inch Goodyear Wingfoot Heel, 1, Goodyear Welt, 


Swell Last. B, C and D widths, 5-11 
E-55—Same in Boys’, D width, 5-11 a Ritz Last. B, C and D widths, 5-11. : . $5.00 
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ONLY DRAGS 
BECAUSE 


YOUR INACTION 

















OUR MEN 
WILL DRAW YOU 
CHRISTMAS CROWDS 

IN JULY 








Many able merchants have siqned 
these coupons to rast ba profit 





Date. 
Mr. T. K. Kelly, 
Minneapolis, Minn. 








Have a progressive store of the better 
class and would like further details 
regarding your 


Independence Sale for July 
With the understanding that there's no 
obligation. . 


If etme te any Firm 








Es a 


Dc cenengnsesengesincnieninmanis 
“Honor Built This Service—Ability Carries It On" 
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THEY’RE GREAT 


Nature makes a master- 
piece, and men call it 
“Great”. We have 
built a masterpiece, and 
call it 


The LUNDIN Shoe 


It is the acme of Comfort, 
Durability and Style in 
Men’s Dress Welts—and 
its price is absolutely 
reasonable. 


The LUNDIN Shoe 
is right all through 


LUND-MAULDIN Coa. 
MANUFACTURERS 


Saint Louis 0. 3. AZ 
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“At the Service of the Trade 


N the near future, when the present unrest and indecision 
in the trade have been ironed out, you will want shoes. 
And with a shorter producing season, you will need more than 
ever before a manufacturer whose shipping performance has 
proved itself. 


During the course of the last three years the P. J. Harney 
Shoe Company has never failed to deliver one single pair that 
has been ordered. 


During these three years our record of on-time shipments has 
been 90 per cent perfect. 


These factors should carry to you a definite impression of 
reliability when circumstances bring you into the market in a 
hurry. 


We appreciate conditions as they exist—we pledge ourselves 
to aid you with every means in our power. 


P. J. HARNEY SHOE COMPANY 


Manufacturers of Shoes and Good Will 
Factory and General Offices 
LYNN : MASSACHUSETTS 
BOSTON OFFICE: 183 Essex St. IN-STOCK DEPT., 78 Lincoln Street, Boston 
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* Beery Pair is Full of “We ‘Wear Ks 


Fill Your Window 


with ‘“Kinder-Garten” shoes and “Kinder-Garten” ad- 
vertising material and you will make Fathers and Mothers 
and Boys and Girls stop to look. They will be interested, 
too, because ‘‘Kinder-Garten’’ shoes are good-looking 
and rightly priced. When you make one sale you can 
bank on it that ‘*Kinder-Garten’” Quality will make 
repeat sales for you because they are 


** Made Stronger to Wear Longer’’ 


MIUITH-\} JALLACE 


SHOE Co. CHICAGO, ILL. 


ESTABLISHED 1646 




















BK 


Welt Oxfords In Stock 


Early Delivery 
Widths AAA-C 


White Canvas Campus Wood Cub 6.75 CUT STEEL BUCKLES 
ite Canvas Erma t Mi : These illustrated especially popular numbers. Genuine cut steel 
White Canvas Fonda Wood Cub 6.75 tely Petod aad in-stock for immediate delivery. ” 
ye — - aa a Aico ts in a inane bes dalla ai 

: ade ea Mi 9. 6465—Three row fine cu pebe x1, per pair 

. . 6466—F. fi ¥ \ 

Black Kid - Fonda © LeaMil 8.75 6549—Three row fine cut pointe with large olive point, 246 x 2, $27.00 per dos. 
Tan Russia Fonda Lea Mil 9.00 puir 


953 Colt Campus. LeaMil 8.25 We also carry a large line of Beaded and Rhinestone Buckles. 


we fon, Mass | mh Suan NE ‘S'BRO eh 


——— 860 BROADWAY, ‘NEW YORK 
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Shoes You 
Choose for 


Voursell 


No one is in a better position to judge the merit 
of materials used in footwear than the shoe 
retailer. Daily handling of worn shoes has 
brought to his attention most of the faults_of 


shoes. 


One of the commonest is the innersole. Too 

frequently it has dried out until it is so rough 

and sharp that it is torture to set the foot . 

against it. Then there are porous innersoles 

that allow-moisture to dampen and chill the 
feet. And every shoe dealer knows how quickly shoes 
become misshapen due to weak innersoles. 


You are-familiar with these faults. You do not want 
them in your shoes. 


By this simple precaution they are easily avoided. Make 
The illustrated booklet, “What certain that your shoes are built around Korxole, the 
-ssagtvsat-hesengp athens Mates flexible cork innersole that is exceptionally durable and 
ae always smooth, comfortable and dry underfoot. Wouldn’t 

you like to try them in the shoes you select for your- 

self? We will gladly tell you how this can be arranged. 


Armstrong Cork Company, 132 Twenty-Third St., Pittsburgh, Pa. 


Distributors in New England for Korxole and Allied Products 
Armstrong Cork Products Co., 207 Essex St., Boston, Mass. 
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The “Big Gun” ee Sales 
GUN METAL SIDES 


GUN METAL SIDES are a striking example of 
the possibilities of side leather. They are tanned 
by Lawrence formulas and methods. 





We are proud of the leather bearing the name GUN 
METAL SIDES. It gives you, at a medium price, 
a finish of surprising beauty, a “‘feel”’ of extraordinary 
mellowness and a service which completes a value 
which makes GUN METAL SIDES a bid for the 
popular priced shoe business that’s sure to 
produce sales. 


Lawrence Leathers are 


Reliable Leathers 


 A.C.LAWRENCE # 
LEATHER. CO 


161 pe eB a STREET, BOSTON, Ncnnbnaet: 


4] NEW YORK CHICAGO 
]| ST. LOUIS CINCINNATI 
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BUTTON STRAP 
g TONGUE PUMP 


WHITE 
POLAR 
CLOTH 


IN STOCK 


OZA—LHNCO 
Gd an ee CD 
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: 32 Inch Vamp 

3 14-8 White 
* Enameled 

§ Heel 

y C 3-8 

: D 3-8 


IMMEDIATE 
DELIVERY . 


| CASE LOTS ONLY CORRESPONDENCE INVITED } 


L-CUSHING SHOE COMPANY 


48 Oxford Street - - - Lynn, Mass. 
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For “At Once” and Fall, 1920 


MAHOGANY SANDALS AND OXFORDS 
McKAY AND STITCHDOWN BOOTS 








PRICE LIST? 








HAGERSTOWN SHOE & 
LEGGING COMPANY 


HAGERSTOWN, MARYLAND 
U. Ss. is ; 




















MONEY SAVED ON BOUDOIRS AND STRAP SANDALS 


For few weeks only before stock taking, we can offer choice styles 
for immediate delivery. Send us your orders. Satisfaction guaranteed 


ONE STRAP TWO STRAP 
SANDALS ' SANDALS 


High or low heel 
$2.10 


_ “2 Send us your orders and increase High or low heel 


Tans 1.75 your isales. Satisfaction Guaranteed. $2.20 


Also three strap sandals high or low heels, $2.35. Less 2% 10 Days, Net 30 


Consolidated Slipper Company 
Haverhill, Mass. 
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Good Appearing — 


' 

| 

i and 
’ Durable Shoes 
} 

y 

ij 

! 
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Priced Accordingly 


OUR stock of reasonably priced 
shoes should include M-C McKays 
—footwear which always com- 
mands the admiration of women who 
seek style, value and wearing qualities. 


You can easily meet the popular demand 
for shoes popularly priced by leading off 
with M-C McKays. 





_ Order early to avoid disappointment. 





MITCHELL-CAUNT CO. 


Factories - Lynn, Mass. - Boston Office, 72 Lincoln St. 
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Will wie rub off! 


degen WHITE—as the name implies—is a 
white that clingg—-DOES NOT RUB OFF. 
It cleans as well as whitens. Is easily and quickly 
applied. Dries quickly and evenly—giving a finish 
of beautiful velvety whiteness. It helps preserve 
shoes. Equally good for Buck, Nubuck, Suede, 
Canvas, and all white duck fabrics. Once tried 
Kling White will sell itself. The attractive package 
lends itself advantageously to display purposes. 


Early stocking-up is advised. 


UNITED SHOE MACHINERY 
CORP. : : BOSTON, MASS. 


BRANCHES 
Auburn, Me. Johnson City. N. Y. 
Brockton LS he | 
Cincinnati Milwaukee 
Haverbill New York 
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“WHO MADE THE SHOE?” 


That’s a More Vital Question 
Than You Perhaps Realize! 





If the shoe has been made by Union workers, then the 
great Union public is interested in buying. If it is 
Union-made, the proof is the little Union stamp and 
that is what the people look for. If it is missing, the 
near customer becomes a would-be customer, and you 


lose. 
Insist on the Union stamp. It comes on shoes for 
men, for women and for children and at all prices. 


When the salesmen call again ask them about the 
Union stamp, and have them show it to you. 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


246 Summer Street 
BOSTON, MASS. 


Collis Lovely, Gen’] Pres. Chas. L. Baine, Gen’! Sec.-Treas. 
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Copyright 1920, by The Goodyear Tire & Rubber Co. 
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Trade Mark Reg. U. S. Pat. Off. 


DURABLE - WATE 





The Very Brogues I Want— 
with Guaranteed Nedlin Soles 











They capture the instant admiration of women looking fora 
smart-styled last ina sensible service shoe—these goo« -looking, 
durable brogues with guaranteed Nedlin Soles. 


As a woman’s walking shoe, giving promise of maximum 
foot comfort and lasting footwear economy, the brogue en- 
joys a practically unlimited demand. It has no rival for this 
trade when to its usual merits are joined the qualities of 
long-wearing, comfortable, waterproof Nedlin Soles. 


Some of the finest brogues for women are included in the 
more than 500 styles which representative manufacturers are 
now offering in moderately priced shoes made with guaranteed 
Nedlin Soles. Goodyear will be glad to advise you direct as 
to where you can obtain them, 


Incidentally, nothing will attract the feminine shopper more 
than your show window, effectively trimmed with selected 


styles on guaranteed NedGlin Soles. 


THE GoopyYEAR TIRE & RUBBER COMPANY 
Offices Throughout the World 


Nealin Soles, "They" Heels are the guaranteed walking mates of guaranteed 
Nedlin Soles. They’re so good that more than eighty per cent of all 
shoes made in this country with branded heels are fitted with them. 


Soles 


— COMFORTABLE 
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Six Unusual H & M Shoes 
Ready for Immediate Delivery 


These are stylish models with unusual attention to your shoe department. 
sales possibilities in that they will not Ready for immediate delivery in all the 


only prove popular models to round out 


sizes and widths listed below. Your im- 


your regular lines, but at these prices = mediate action on these items will prove 
there is presented the opportunity of profitable and to your advantage. Terms 
using them as special attractions to draw 2% ten days. 


All glazed kid. ankle tie, with 
hand turned soles and 24-inch 
leather Louis heels. 
Widths AA in sizes 414 to 8 
Widths Ainsizes4 to8 
Widths Binsizes34to8 
Widths Cinsizes3 to8 
Widths Dinsizes2%to8 
Style No. 100 (black) $6.25 
Style No. 200 (brown).... 6.50 


QUALITY, FIT 
AND STYLE 


Penn oxford of fine all glazed kid, 
with 134-inch Cuban leather heel 
and welt soles. 


Widths AA in sizes 414 to 8 
Widths Ainsizes4 to8 
Widths Binsizes34to8 
Widths Cinsizes3 to8 
Widths Dinsizes2%to8 
Style No. 102 (black) 
Style No. 203 (brown) 


Strand strap model of all glazed 
kid, with turn sole and 24-inch 
leather Louis heel. 
Widths AA in sizes 414 to 8 
Widths Ainsizes4 to8 
Widths Binsizes34to8 
Widths Cinsizes3 to8 
Widths Dinsizes24to8 
Style No. 101 (black) 
Style No. 202 (brown) 
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BARGAIN HUNTERS ACTIVE 


Shoe Trade Good But Customers 
Don’t Want High-Priced Goods 


Talks with some of the representative 
shoe merchants in the downtown busi- 
ness district of Milwaukee disclose the 
information that people are buying 
actively of the lines laid before them at 
cut prices, but there seems to be no 
appreciable change in the tendency 
which in a great measure brought on 
the wave of price reductions, namely, 
the strong apathy against the highest 
quality, highest-priced goods. As a 
rule, reductions have been made on 
certain lines and as a rule these are 
eagerly purchased, but anything which 
is held at the regular prices is slow of 
sale. 

“Buyers of this day are bargain- 
hunters, pure and simple,” said one 
leading merchant. ‘Women come in 
and demand the bargains, but let the 
other goods alone. The men are not 
so insistent, but many of them act 
in the same way. The public seem 
thoroughly imbued with the impression 
that prices must come down and it will 
not buy unless it sees some sign that 
they have come down. It’s in the air, 
it seems, - How long it will remain is a 
matter of conjecture. Just so long the 
merchants -will be ‘up in the air,’ so 
to speak, in trying to find out how much 
to put in for the future.” 


McNARY BILL SUPPORTED 


Housewives League Will Petition 
Congress to Pass It 


Boot and shoe men who have not 
taken as seriously as they should the 
McNary Bill may well take to heart the 
outcroppings of strong support of the 
pernicious measure among consumers. 
For instance, the Polish-American 
Housewives League, composed of several 
hundred South Side women of Mil- 
waukee, under intelligent leadership, 
held a special meeting June 4 to con- 
sider the proposed McNary legislation 


- 


Milwaukee 


and decided to send a memorial to Con- 
gress demanding that it be enacted into 
law with the least possible delay. 


Significance is seen in developments- 


and the Milwaukee trade is continuing 
to work with might and main to prevent 
the progress of this particular piece of 
inimical legislation, and seeks the 
thorough co-operation of boot and shoe 
men everywhere. 


Plan More Traffic Facilities 


The urgent need of more rapid de- 
velopment of the splendid outlet and 
inlet for freight available in the lake 
facilities at Milwaukee, which forms an 
important connecting link between the 
city and the East, has induced the 


‘Crosby Transportation Company to 


let contracts for a $1,000,000 freight 
and passenger steamer which will be 
put in service early next year with 
Milwaukee as home port. 


Firms Increase Capital 


Increases in capitalization of two 
well-known concerns allied with the 
Milwaukee boot and shoe industry have 
been noted during the past week. The 
Conaway-Wadsworth Pattern Com- 
pany, Enterprise Building, and the 
Stickney Shoe Company, jobbers, 108 
West Water Street, each brought their 
capitalizations up to $25,000 for the 
purpose of accommodating the expar- 
sion of their respective businesses. 


O. K. Dorn Store Opened 

The “O. K.”’ Dorn Shoe Company’s 
Milwaukee store on June 1 reopened in 
its new quarters at 411 Grand Avenue. 
Since the Dorn Company invaded the 
local field, it has been located in the 
Plankinton Arcade, Grand Avenue, 
West Water to Second Street, where it 
concentrated on marketing the Ground 
Gripper line. In moving to upper 
Grand Avenue, it will enlarge its stock 
considerable, having much more room 


. and appealing to a much more diversi- 


fied clientele than formerly. 
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Firm Name Is Changed 


G. A. Egelhoff & Co., one of the oldest 
and best-known retail shoe concerns at 
Fond du Lac, Wis., changed the style 
on June 1 to Egelhoff Bros. The busi- 
ness was founded in 1867 by G. A. 
Egelhoff, who died in 1907, since which 
time it has been owned and managed 
by the sons, A. C. and Otto Egelhoff, 
and Mrs. Egelhoff, who retired some 
time ago, giving the sons entire owner- 
ship. | 


Work on New Store Slowly 


The Austin Shoe Company, Kenosha, 
Wis., is encountering some delay in 
moving its store to the new Dale Build- 
ing on Market Square. Construction 
work has been held up considerably by 
the shortage of materials and labor. 
It is hoped, however, that it will be 
completed by July 1 or 15. 


Shoe Credit Man Honored 


Roy F. Knapp, credit manager for 
the S. J. Brouwer Shoe Company, was 
elected secretary of the Milwaukee 
Society of the’ Retail Credit Men’s 
National Association at the annual 
meeting held May 31. 


Credit Men at Convention 


Delos L. Sawyer, credit manager of 
the F. Mayer Boot & Shoe Company, 
and Robert J. Dempsey, with the 
Weyenberg Shoe Manufacturing Com- 
pany, attended the annual convention 
of the National Association of Credit 
Men at Atlantic City, N. J., on June 1 
to 5, as delegates from the Milwaukee 
association. 


After South American 
Business 


The South American trade is being 
given attention by several of the St. 
Louis shoe houses and large sales have 
been reported through their representa- 
tives. 
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HAND TURNED LOW CUTS 
In Steck for Immediate Delivery 
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Factory, 118 Phoenix Ro Boston 
Haverhill, Mass. ¥ 110 Lincoln St. 





COLLINS & STAPLES 


Makers of 
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The Line 4 100 Styles 
of Comfort Shoes 
Juliets — pans ona 
—Polish—Button—Theo 
Ties — Three Points — 
Gored Front Oxfords — 


Ww 

and Moors, § and Warm 

Lined — Men's Slippers. 

TIMSON BROS., Inc. 
ston, Mass. 











PHILLIPS-CRAM CORP. 
iccessors to 


NASON & PHILLIPS 


Makers of 


Women’s Turn Slippers 
276 River Street 
Boston Office, 207 Essex Street 


- Haverhill, Mass. 
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BARNETT SHOE CO., Boston 


Immediate Delivery 
a. aon ee 
11-8 Covered Louis Heel, 
CcC,D. 2-7. 


$4.50 





“CLEO” 
AS AND BROWN OOZE IN HIGH- 
E TURNS WITH MEDIUM VAMP. 
SIZES 3-7. Pitice B and c 
WIDTHS—P: 


TIES 
$5.90 


eustes et 10 Daye Only 


BARNETT SHOE CO. 


110-112 Summer St. 


Boston, Mass. 














In Stock Indian Moccasins 


No. 1430 BEADED VAMP 
Men’s 7to1l $1.75 
Women’s Sto 6 1 








LATEST CREATION IN A BOUDOIR 
Top bound with galloon, lined throughout with 


fancy colored li 
RS CLS 


leather heel, proper height to 
ent sli , and close fit 
to prevent fi off the foot. 
sells on t. This slipper 
“clean Bincks, $1.75, 
; Pinks and $2.00. 


THE ORIENTAL BOUDOIR CO. 
Street, Haverhill 
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St. Louis 


8 PER CENT PRICE CUT 
ANNOUNCED 


Applies to Shoes Shipped After 
June 1 for Fall Season 


With the practical ending of the 
advance Fall selling season and the 
retirement: of most of the shoe sales- 
men from their territories until after 
the national holiday, as is customary, 
the St. Louis shoe houses began con- 
sidering the situation as relates to the 
later Fall selling and the new samples. 
One of the results of the situation has 
been the announcement by a number 
of the houses that the goods shipped 
after June 1 for Fall selling, and not 
including any goods available for Sum- 
mer retailing, will be billed at the cost 
of production which involves an average 
reduction in price of about 8 per cent. 
The actual reductions range from 10 
cents to $1 per pair according to the 
conditions surrounding each type of 
shoe and the most of the cutting has 
been done on calf and side leather 
numbers, with very little on the high- 
grade kid goods. The price changes 
are not in any sense horizontal in effect 
and are regarded only as revisions due 
to the changing prices of materials 
entering into the manufacture of the 
goods. Most of the St. Louis houses 


have been following the market closely: 


in -the anticipation of lower leather 
costs and, therefore, have not been 
loaded up with high-priced stock. They 
report themselves, therefore, in position 
to pass along their savings to the retail 
merchants as a result of their close 
buying policies. The changes in price 
apply to orders now on the books, as 
well as those to come in. 


No Further Drop Expected 


George Bull, vice-president of the 
Brown Shoe Co., Inc., said that the 
revisions made by his house were only 
such as would naturally be made with 
the changing market conditions, with 
especial reference to the leathers and 
other materials. ‘“‘With leather at 
present prices we will be able to manu- 
facture our shoes for less than expected 
and have made the prices accordingly 
to our customers. Any further changes 
that may be made will be on the same 
foundation. We are not looking for 
any further drop of consequence, and 
if the orders which have been withheld 
during the advance Fall selling season 
should come into the market after the 
Fourth of July there may be a shift 
upward because of the increased de- 


. mand sent into the leather market. 


All our prices are being figured-on our 
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specifications and cost sheets, whether 
upward or downward.” 


Internation! Drops Prices 


President Frank C. Rand of the Inter- 
national Shoe Company said that some 
changes on goods for Fall delivery had 
been made by his company, the price 
revisions ranging from perhaps 10 cents 
to a-dollar per pair, according to the 
conditions surrounding each number in 
the line, its material cost, salability, 
etc. The prices, he said, would remain 
subject to further change according to 
developments in the market. At this 
season, he said, the Fall specifications 
and cost sheets were usually gone over 
preparatory to the new selling season 
and the changes were in line. with the 
usual seasonal policy of the sales 
department. 

John E. Ritchey, of the Hamilton- 
Brown Shoe Company, also said that | 
there had been some revisions of price, 
but that there had been no horizontal 
cutting or any changes, in fact, other 
than those made by any business which - 
normally revised its selling prices in 
accordance with its production costs. 

Manager of Sales Charles S. Strayer, 
of the Johansen Bros. Shoe Co., said 
that their trade had been advised that 
prices on its product would be handled 
consistently in the light of cost of 
manufacture and that if any justifica- 
tion arose for reductions, due to lower 
cost of manufacture or any other cause, 
the retail trade would be given its 
proper consideration according to the 
practice of the house. 


WHITE SHOES PUSHED 


Merchants Fight Shy of Showing 
High-Priced Goods 


The retail stores and departments of 
St. Louis have begun turning their 
attention to the white shoe lines and 
are pushing forward hot-weather foot- 
wear, while at the same time keeping 
away as far as possible from the pres- 
entation of extremely high-priced goods. 
The offerings are running to pumps and’ 
ties, while some sport oxfords are being 
shown as well. Business is reported 
only fair, although the warming up of 
the weather would, it is believed, de- 
velop a good increase in business. It 
is noted in the trade, however, that 
the public is shopping around more 
than ever and showing a disposition to: 
avoid expending more than is necessary. 
This is regarded as one of the results. 
of the price slashing which gained so. 
much publicity over the country and 
there is a growing feeling that it is 
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becoming a buyer’s rather than a 
seller’s market. 


New Idea In Show Windows 


The new Regal store in the Arcade 
Building, which has been operating for 
weeks with old equipment, due to the 
failure of the transportation companies 
to deliver its chairs, designed to match 
the finish of the store, has finally: re- 
ceived the chairs, but its fitting stools 
are still missing... Manager J. P. 
Sehnert, however, has put in the chairs 
and will continue to use his old fitting 
stools until the new ones put in an 
appearance. One of the striking fea- 
tures of the new store is the ability of 
the passerby to see the interior, with 
its handsome appointments. The show 


windows are so arranged as not to cut . 


off the view. 


Hanan Man Back in St. Louis 


George F. O’Brien, who was formerly 
assistant to Manager William Graham, 
Jr., of Hanan’s St. Louis store, has 
returned to his old position, having 
found the big city preferable to the 
management of chain stores in the Iron- 
wood, Mich., district. 


Opens New York Sample Room 


A sample room has been arranged for 
in the Hotel Pennsylvania, New York 
City, by the Boyd Welsh Shoe Company 
of St. Louis, manufacturers of high- 
grade street and. theatrical footwear for 
women. The sample room will be open 
during June and July and will be in the 
charge of J. M. Stoner. The company 
reports that it is operating up to 
capacity, despite the comparatively re- 
cent addition of facilities for about 700 
pairs per day over its former output. 


Merchants Have Monthly Dinner 


The monthly dinner of the St. Louis 
Shoe Retailers’ Association was had at 
the Hotel Statler, Wednesday, June 9, 
with the usual large attendance. At 
this meeting, the last for the Summer, 
preparations for an outing in September 
were placed in the hands of a committee. 


New Colors in Boot Tops 


W. T. Clemens, sales manager and 
director of. publicity of the Tweedie 
Boot Top Company, has returned 
from a business trip covering most of the 
Western States and British Columbia. 
Mr. Clemens reports conditions in the 
West much better than in the East 
and Central sections, although weather 
conditions have been very unsatis- 
factory. Four new colors have been 
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added to the regular line of Tweedie 


Boot Tops which have been approved . 


by garment .designers. These are 
“Biscuit,” ‘“‘Ash,” “Clay,” and “Li- 
chen,”’ all being very light shades. 

The latest improvement of the 
Tweedie Boot Top is the backing of all 
seams and buttonhole flies with the 
same colored material as the boot top. 
The eight and nine inch Boot Tops are 
the only ones made in the St. Louis 
factory. The others are made in 
Jefferson City, Mo. 


E. W. Corcoran on Trip 


E. W. Corcoran, with offices in the 
Leather Trade Building, representing 
several companies which supply St. 
Louis shoe factories, is on an extended 
business trip which will last about a 
month. 


At Ad Men’s Convention 


P. H. Fahrendorf, advertising man- 
ager of the Brown Shoe Company, is 
attending the convention of Associated 
Advertising Clubs of the World at 
Indianapolis this week. 


A Correction Noted. 


The item which appeared in this 
column May 29 stating that H. J. 
Michall of Van Kleeck, Inc., was 
covering the large cities of the United 
States placing exclusive agencies should 
have read H. J. Nichol. Mr. Nichol is 
vice-president of Van Kleeck, Incor- 
porated. 


Buyers Visit St. Louis Market 


F. L. Dorr Shoe Company have had 
several large buyers in the house this 
last week among whom were Mr. Ger- 
hart of Gerhart Company, Decatur, 
Ill., and Mr. Cochran of Cochran 
Shoe Company, Paducah, Ky. 


McElroy Officials in Lynchburg 


W. F. McElroy and W. M. Sloan, 
McElroy-Sloan Shoe Company, spent 
several days last week at the Lynch- 
burg, Va., factory. W. B.Yater, Eastern 
representative for McElroy-Sloan Shoe 
Company, was in the house for several 
days last week. 


Brown Shoe Men Back from Trips 


T. F. James, general sales manager of 
the Brown Shoe Company, has re- 
turned from a week’s stay in Chicago 
where he attended a meeting of sales 
managers. Wm. M. Krail, secretary of 
Brown Shoe Company, has returned 
from a business trip to New York. 
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Women’s Shoes 

















IN-STOCK 
For At Once Delivery 


Women’s Black Vici Tip 
Oxford, Cat’s Paw Rubber 
Heel Flexible Sole, Leath: 
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Turn Comforts—In Stock 











ALGIER SHOE MFG. CO. 
ier Shoe 
PANS WEN VORA 


Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








PLENTY IN STOCK : 


For the Growing Girl = 
Imitation Turn 
Quality —Style—Fit = 


acon-Reltine Co., L ane Mass. 











“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 
BOOTS, OXFORDS 
AND SANDALS 
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IN STOCK 


Patent Leather Hand 
Turn Full Louis Heel 
Pump. B,C, D. 2% to7 


$5.50 


LION SHOE CO., INC. 
New York, N. Y. 
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WOMEN’S NOVELTY STYLES 
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Men’s Shoes 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 
























































Gentlemen’s 
Shoes 
A.E. Nettleton Co. 
SYRACUSE, N. Y. 
MILFORD ih. 
TYLE and SERVICE 
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Chicago 


WEATHER AGAINST MERCHANTS 


White Shoe Demand Starts Before 
Spring Shoes Are Gone 


The belated and sudden arrival of 
Summer in the Chicago district has 
given the retail merchant little  op- 
portunity to dispose of his Spring stock. 
Consequently he has entered the white 
shoe season with comparatively large 
stocks of Spring merchandise undisposed 
of. Evening footwear is being called 
for almost as often as shoes for street 
wear and the volume of white shoe 
sales continues to increase steadily. 

The sale of men’s footwear is more 
nearly normal in number of pairs than 
that of women’s. This is attributed to 
the fact that the volume in business de- 
creased during the war and it is now 
on the increase. Many merchants re- 
port that there has been a decrease of 
approximately 10 to 15 per cent in pairs 
while there is an increase of about 10 
per cent in dollars and cents in the 
volume of business done during this 
part of this year over the same period 
a year ago. However, the statement 
varies with various merchants and 
some of them show considerably greater 
increases in both volume of pairs and in 
dollars and cents. 

There has been a tendency on the 
part of the shoe merchants to open up to 
a certain extent in placing their orders 
for Fall, as they are gradually acquiring 


confidence in market conditions. Those - 


who are in close touch with the in- 
dustry throughout, are confident that 
prices are going to remain as high as 
they are. While a drop in the cost of 
leather might occur, they say, the 
increased cost of findings, labor and 
operating expenses is such that it would 
offset any decrease that might develop 
in the leather market. 


WHOLESALE BUSINESS BETTER 


Mail Orders Show Material Increase 
Over .This Time Last Year 


Chicago manufacturers and jobbers 
report that mail orders have increased 
materially the past ten days and while 
these orders do not carry the volume of 
pairs that they did six months ago, the 
volume is in excess of pairs shipped a 
year ago at this time. Many of the 
jobbers in the city report that they are 
well satisfied with the volume of business 
which they are doing at the present 
time, while some feel that the market is 
somewhat inactive. . However, jobbers 
who are doing the larger volume of 
business are those who have in stock 
styles which are most in demand at this 
time. At present the demand on 





jobbers for.fill-ins on white footwear is 
quite active. 


CITY OPENS SHOE SHOP 


To Aid Employes to Cat Cost of 
Clothes, Coal and Other Com- 
' modities 


The City of Chicago, not wishing to 
be behind other large corporations, with 
two novel plans to reduce the cost of 
living for its 18,000 city employes, on 
last Tuesday opened in its public hear- 
ing room on the first floor a ladies’ shoe 
shop. Shoes which retail at $9 to $16 a 
pair will be on sale at $4.50. Alderman 
Max Adamowski, chairman of the 
Council of High Cost of Living, an- 
nounces that in addition to this there 
will be a 10 per cent reduction in men’s 
clothes; and a $1.50 a ton saving on the 
Winter coal bill is promised by City 
Engineer P. S. Combs as a result of the 
organization of 1,000 employes from 
the city engineering bureau into a 
co-operative buying society to be known 
as the “Minute Men’s Club.” W. J. 
Welch, representing O’Connor. & Gold- 
berg, brought the shoe idea to Chairman 
Adamowski, by presenting to him the 
idea to accept from three to six thousand 
pairs of shoes that O’Connor & Gold- 
berg had in broken styles and also said 
that they were selling them to employes 
of the Chicago Telephone Company, 
the Postal and Western Union Tele- 
graph Companies, and asked why he 
could not sell them to the city employes. 
Alderman Adamowski applied to the 
Commissioner of Public Works for the 
use of the room and told Mr. Welch 
to bring over his line early Tuesday 
morning. Men’s shoes will be offered 
to city hall employes at a later date 
according to the present plans. 


Prominent Retail Merchant Dies 


Arthur Mailing of Mailing Bros., who 
operate four retail stores in the city of 
Chicago, died very suddenly this past 
week. As Mr. Mailing was only 30 
years old, many felt that he was called 
long before he should have been and his 
many friends regret that it was neces- 
sary for him to leave their midst as he 
was well thought of and had a host of 
friends in the shoe business as well as 
outside. 


Lower Heels More Popular 


It has been stated by a style expert 
that 60 per cent of the fashionable 
women’s trade of the country are now 
wearing a shoe with a 12-8 to 14-8 
heel. 
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WHITES NOT BEING PUSHED 


Are in Demand Although Sales 
Efforts Are Confined to Blacks 
‘and Tans 
Retail conditions in Cleveland are 
extraordinary just now, and unusual 
merchandising methods are being re- 
sorted to. None of the larger merchants 
in the downtown district is pushing 
the sale of white shoes. In past 
seasons they have had their windows 
bedecked in white shoes and white 
stockings and blacks and tans have been 
relegated to the background at this 

time of the year. 

Now every merchant is pushing black 
and tan oxfords and other models left 
over from the Spring season to the 
limit. Never in the history of the city 
have Spring shoes been pushed to the 
extent that they are now. A few white 
shoes are to be seen in the windows and 
a small display of the Summer goods is 
made in each store, for the sole purpose 
of reminding the consumer that the 
lighter models are available. 


Sales Feature Spring Shoes 


This does not mean that white shoes 
are not being sold. There is liberal 
purchasing of Summer goods in all the 
stores, but they are moving on account 
of a natural demand on the part of the 
consumer, who has been influenced by 
warm weather. 

Merchandising methods now used 
have brought about an unusual number 
of sales of Spring shoes for this time of 
year. Everybody is conducting sales. 
Many models are being sold at less 
than cost. The store proprietors expect 
to take advantage of every opportunity 
that is presented next Fall to get their 
money back. 


FORCING SALE OF LOUIS HEEL 


Halle Bros. Cleaning Up Before 
Featuring Summer Styles 


E. H. Aymar, manager of the women’s 
shoe department at Halle Bros. Co., 
thus gave his views of what is smart mer- 
chandising for this store at this time. 

““April was cold and disagreeable. 
This is the month when the average 
consumer in previous seasons purchased 
her Spring oxfords. This year, on 
account of unseasonable weather, she 
wore her Winter boots in April. This 
made the Spring season late in opening 
and it was cut short by the sudden ap- 
pearance of warm weather. I never 
knew a season when so many white shoes 
were sold at our store in March and 
April. ‘The women took them in place 
of Spring oxfords. 


When the woman‘ 
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Cleveland 


buys oxfords in April we generally have 


‘her come back later for a second pair. 


This will not be true this year. 

“To meet this situation we are con- 
ducting a special sale featuring shoes 
that sold for $11 to $16 for the single 
price of $7.85. In the lot are bucks, 
gray bucks, gun metals, brown kid, 
and patents, practically all with Louis 
heels. The market dropped suddenly 
on the high heels, leaving us with too 
large a stock to carry. There are 
practically no tans left from the Spring 
stock of low shoes, and any shoe that 
had a leather heel sold without special 
effort. 


Holding Back Some Stock 


“We are holding back from this 
special sale some of the higher, grade 
high heels for the reason that when 
women change to their Summer dresses 
they will set aside their walking oxfords 
and wear shoes in lighter effects, which 
carry high heels. 

“Many of the shoes put up in our 
special sale have been priced at less 
than cost. But our loss will be less 
now than if we attempted to dispose of 
them in July and August. Then the 
consumer will have been glutted with 
sales. Now the market is better. We 
expect to recoup in the Fall.” 


HAS BOUGHT LITTLE FOR FALL © 


Merchant Says He Will Wait Until 
July 1 


T. B. Meath, manager of the Pocock- 
Wolfram store in Detroit, who recently 


added to his charge the Pocock-Wolf- — 


ram store at 520 Euclid Avenue, in this 
city, is spending most of his time in 
Cleveland. He is forcing high heels and 
low cuts and putting the soft pedal on 
white shoes for the present. He is not 
by any means seeking to restrain sales 
of Summer goods, but he is letting them 
take their natural course. 

“When the weather warms up. we 
will be rushed with demands for white 
shoes,” said Meath. “If we forced the 
sales of these goods now, we would 
carry into June and July a large stock 
of Spring shoes which have not. moved 
as they have in previous seasons on 
account of inclement weather and the 
shortness of the season.” 

Mr. Meath has purchased 15 to 25 
per cent of his Fall requirements and he 
has confined his purchases to staples. 
He says that on account of uncertainty 
as to prices and styles that he does not 
expect to make any more purchases 
until after July 1, when he will go into 
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Where toBuy | 


Men’s Shoes 

















SS STYLES 


panhte WGatbars 
SEE OUR CATALOG 


196 CHURCH STREET,N.Y. 








THE “TQUGAS” sHoE 


BETTER THAN THE BEST 


Strengthen your line a the Toet-esiiies 
men’s welts we can you. 
Made to 


GEO. N. TOUGAS SHOE co. 
161 Summer St., Boston 








BETTER SHOES 

BETTER SERVICE 

Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
REECE SuOm COMPANT 
Columbus, Nebraska, U. S. A. 











WATERPROOF 









Veod Selo Boots 
Oil Grain Full Bellows 
Seitg, ¥ Tongue and Ba ck Strap. 
Send fi 
ot saber ese odin 
A.H. pciamaeie 
MILWA Pal 








Stock Dept. 5 
Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














Where toBuy 


| Shoes at Auction 








REINO 








HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 








SYSTEMS IN SHOE 
STORES 


Spsomann. Accessories, Specialties; 
what to use and where to a’ it, 
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Where to Buy 


Children’s Shoes 























WYC.Good¢ger 


Manufacturer of 
Children’s Dlexible urn Shoes 
For Jobbers i 
89 Allen St... Rochester, WV.>7% 





’ 


SOFT SOLES 
A Wonderful Line for the 
Wholesaler 
All leather lines rang- 
ing in prices from 
b4 Olu ot epwaree. Also 
ies’ Pump 
oo in wr styles 
= Fp. a piece 
NU BABY SHOE CO., East po Mass. 
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Soft Soles and Moccasins 
Ask your Jobber for our 
G s. We do not sell 
the retail trade. 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








Attention to Jobbers 


OUR TURN SHOES 
for Children and Misses 
are scientifically constructed 


on nature form 
SCIENTIFIC SHOE co. ie. 
11-17 a ape St, +9 





GoW. PREIFFER, Rep. 


“ELAM”? 
Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 

















H.H.FREELAND 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 











DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
‘Where to Buy” columns. 
This feature in its quick 
service is'a time saver in 
meeting immediate needs. 
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the market for about 60 per cent of his 
Fall requirements. 


PATENTS AT HALF PRICE 


Successful Sale Put on at Kline’s 
Store 


L. E. Powell, manager of Kline’s shoe 
department, also is featuring Spring 
low cuts in special sales and he is not 
pushing his white goods, but is permit- 
ting them to take their natural course. 

One of the best’ sales from the stand- 
point of numbers of pairs disposed of 
that has been conducted at this store 
this year took place last week when a 
lot of patent leather oxfords were sold 
at half price. Many customers took 
two and three pairs, and in addition 
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purchased hose and Spring oxfords. 

A special sale of Spring goods at 
$9.85 and $11.85 started at this store 
Friday, June 4, and the clerks were 
kept busy. 

Mr. Powell has taken special pains 
with his stock of hosiery, and he asserts 
that he has one of the best stocks to be 
found in any store in the country. He 
uses the hosiery in his window displays 
to set off his exhibits of shoes, and he 
asserts that his sales of shoes have been 
Tun up as a result. His clerks when 
selling shoes suggest hosiery to match 
with good results, and whenever a con- 
sumer comes in for a pair of hosiery the 
clerk has instructions to put in a word 
for a practical shoe model that will 
match the hosiery. 


Cincinnati 


RETAIL TRADE STEADIER 


Merchants Not Dependent On Cut 
Price Sales 


Steadier buying on the part of the 
public has been the characteristic 
feature of the business at local retail 
shoe stores during the past week. This, 
too, has been brought about almost 
wholly without recourse to spectacular 
reduction sales. However, in a few 
instances merchants here are resorting 
to various means of attracting cus- 
tomers. One store has started its 
“Summer Sale’”’ already, and another 
is advertising that it will pay $2 for 
every customer’s old pair of shoes. 
Others are putting on special offers in 
their basement departments. But the 
local merchants, on the whole, are well 
aware of the fallacy of the slashing and 
cutting price sales. 


FEW CANCELLATIONS 
REPORTED se 


Factories Busy on Orders for Fall 
and Winter Delivery 


The local shoe factories are all active 
and on the whole are in very good 
shape as far as business booked for 
next Fall and Winter delivery is con- 


cerned. Though it has been a buyer’s 
market this season the local manu- 
facturers have not by any means 
reached a point where there is any 
indication that their factories will not 
continue to operate in a normal way. 
There have been some cancellations 
with the local manufacturers, but these 
have been relatively few. The Cin- 
cinnati market is always active. 


Walk-Over Has $2 Refund 


The Walk-Over shoe store on Vine 
Street experienced quite a stimulus in 
business this week by advertising that 
it would give each customer $2 for 
his old pair of shoes. According to 
Manager Charles Hardebeck, this plan 
resulted in the visit of many new 
customers, and naturally more business. 


Attending Ad Men’s Convention 
E. K. Woodrow, sales and advertis- 


, ing manager of the Krohn-Fechheimer 


Company, is attending the National 
Convention of the Associated American 
Advertisers at Indianapolis this week. 
S. S. Fechheimer of the same company 
left this week for New York, from 
which point he sailed on June 10 for 
Europe and England. 


Columbus 


WHITES SELLING WELL 


Demand Good for Military Heel 
' Canvas Oxfords 


Local merchants are very enthusias- 
tic regarding the outlook for white 
goods for Summer wear. It is the 
opinion of merchants that the sale of 





white footwear will be greater than last 
season. They base this opinion on two 


facts: first, that the Spring season was 
a very backward one, mainly due to 
the unseasonable weather; and second, 
the public demand for cheaper footwear 
will be.met by the white canvas goods. 

While the season for this style of 
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goods has just begun, the leading 
merchants report that the demand so 
far has been for the military. heel white 
canvas lace oxfords in three-eyelet and 
five-eyelet styles, while the white kid 
sales have been about equal in the 
Louis heel pump and lace oxfords. Sales 
of white boots have been very few. 
Megchants state that their stock of this 
style is very low and they are thankful 
for the condition of the sales. It is not 
expected that the public will take to the 
styles of one and two eyelet ties in the 
canvas, as the sales on this style in the 
leathers fell off considerably in the 
latter part of the Spring season. 


Brown Kid Popular 


The demand at present in the leathers 
is for the brown kid military heel laee 
oxford. Many of the local merchants 
inform us that their stocks are practi- 
cally depleted of this style. While the 
demand seems greater for this style, it 
is very noticeable on visits to local stores 
that the sales on Louis heel oxfords seem 
to be very good. This is due no doubt 
to the salesmanship of many of the 
clerks, who understand that it is to the 
advantage of the merchants to “clean 
out” the styles that are diminishing in 
demand. 

The leading merchants report that 
their stocks of white goods are practi- 
cally complete and that they can stand 
several months of “‘good business’”’ on 
Summer footwear. Misses’ and chil- 
dren’s styles, it seems, will again be the 
ankle strap and lace oxfords, while in 
the men’s, the demand will again be for 
the English style in both white and 
Palm Beach. 


~ 


Banquet Held by Pitts Company 
The A. E. Pitts Company entertained 
its employes and a few invited guests at 
a very delightful dinner dance on 
Wednesday evening of last week, at the 
Alladin Country Club and was attended 


A. E. Pitts of the A. E. Pitts Co., of 

Columbus, O., on the left; John J. 

Baird, center; and “Chris” Thomas of 
Hanan & Sons, at the right 


by about fifty persons. Mr. Pitts, Mr. 
Baird, and several others gave short 
talks of a humorous nature. The 
evening was given over to dancing and 
playing games. Chris Thomas of 
Hanan & Sons was a guest. 


Akron 


REFUND SALE HELD 


Part of Purchase Price Is Returned 
with Change 


One of the biggest sales events in 
shoe merchandising is the 20 per cent 
refund sale being conducted by Wag- 
oner & Marsh in their stores for men 
and women here. Gilbert C. Marsh, 
buyer for the firm, is authority for the 
statement that the sale exceeds the 
most extravagant expectations enter- 
tained by himself and partner. 

The interesting feature of this sale is 
the fact that the clerks refund 20 per 
cent of thé purchase price with the 
change. Mr. Marsh stated that while 
Akronites are interested as others are 
in the reduction of the cost of living, 
they continue to demand the best 
values, and as. far as he had been able 
to learn from the other shoe merchants 


and the houses dealing in other lines 
there has been no falling off, to any 
appreciable extent, in the demand for 
goods. He stated that the shoe busi- 
ness in Akron has done remarkably 
well during the past month, and in the 
firm’s men’s store the sales show a 
steady increase for the months of April 
and May. 


White Season Postponed 


The weather in Akron, he stated, 
has postponed the opening of the white 
shoe season, but the talk in the trade 
here indicates a big season and large 
stocks have been ordered. The rail- 
road strike has also helped to delay 
the opening of the white season, as some 
of the dealers had late orders on the 
way. 

An attempt to move white goods was 
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Children’s Shoes 
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IN STOCK — Specialties | : 
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STICKLES SHOE CO., Mfrs. 
Minnesota 
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JOHN 


IN-STOCK 


Patent Seamless MaryJane 
NO HEEL. SIZES 2 TO 5 


At $1.15 


M. AHEARN SHOE CO. 
683 Atlantic Avenue, Boston 








ROCHESTER’S FELT 
SHOE KINGS 


PLACE ORDERS 
EARLY 


NOW AND INSURE 
DELIVER Y 
Write for Catalog 


F. W. HAHN CO 
ROCHESTER 


NEW YORK 
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High-Grade Ballets 


Women’s $1.85 and $2.25 Grades 
Misses’ 
Children’s 1.65 and 2.05 Grades 

THE HAMMOND SHOE CO. 

HAVERHILL, MASS. 


1.75 and 2.15 Grades 








STANDARD BALLETS 
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Y 
NOW FOR AT-ONCE OR FUTU: 
SHIPM 
PURITAN SHOE CO., Inc. 


74 Reade St., N. Y. C, 
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Where to Buy 


Standard Shoe Materials 
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COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 


Formerly Walpole Shoe Supply Co. 





T. W. GODSOE, Pres. 
Ww, G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 
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The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. #5 5cu'* Yrs* 
Tanneries at Danversport 











GUARANTEED 
aie} TWO YEARS 
GORE Hub Gore means ity and 

A Service, because the Best of 
Materials and Highest S Skilled 

Labor are U 
gogven OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 














Beggs & Cobb, Inc., Boston, Mass. 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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begun last week by the Shumaker Shoe 
Company, but according to Joseph H. 
Wise, vice-president of the concern, it 
has not been a success. “I don’t know 
what the reason is,”’ he said, “but the 
white goods are not moving and there 
is no indication of interest on the part 
of the buying public for the white goods 
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just now. But I am not alarmed and 
we expect to have a big white season 
later on. 

“While we have not been busy with 
whites we have done big business in the 
regular lines, and last Friday’s business 
was one of the record days in our history 
and with no special sales attractions.” 


* 


Lynn 


NEW STYLES COMING 


Lynn Manufacturers to Show 
Different Models in July 


Lynn manufacturers will show a lot 
of new shoes in Boston market in July. 
They will be different from familiar 


’ fashions—not freakishly different, but 


just modifications of existing models 
sufficient to. give a touch of novelty 
becoming to the new times. For 
example, the vamps of most of the new 
shoes will be 314 inches long, which is 
half an inch shorter than were most 
vamps. of a season ago. There are a 
number of vamps 3% and 3% inches, 
but very few less than 3}4 inches. 

Heels range all the way from 8-8 to 
18-8. The Cuban and military heels 
are the new styles that promise to be 
popular. They are numerous in the 
welt lines. The high Louis heels are on 
the turn and the high-grade McKay 
shoes. Graceful boots, of plain pat- 
terns, nine inches high, and strap 
pumps are in the turn and high-grade 
McKay lines. 
walking shoes as well as familiar street 
shoes are in the welt lines. 

Black and brown kid leather is the 
staple stock in the new samples. Chest- 
nut suede calf, beaver buck and like 
leathers will be seen in the fine shoe 
lines. Boarded calf and Norwegian 
grain leather are used in the welt lines. 


Looks for Price Reduction 


F E. W. Burt & Co., makers of shoes 
for men and women, have increased 
their capital to $500,000. E. W. Burt, 
himself, says of business conditions: 
“I believe the trade is moving towards 
more sensible shapes, especially towards 
lower heels. I look to see prices lower, 
especially on the higher priced lines. It 
is difficult to tell, of course, how great 
the reductions will be. But I expect 
to see from $2 to $4 a pair chopped off 
shoes that retail at $12 a pair up.” 





Tannery Superintendent Resigns 


Edward H. Merrill has resigned as 
superintendent of the Waters River 
tannery of the A. C. Lawrence Leather 
Company. He is going to Montreal, 


Brogue styles and. 


Can., to join with some Boston business 
men in developing a chain of retail 
stores in Canada. 


Tanner on State Commission 


Guy Creese of Creese & Cook Com- 
pany, makers of calf leather, Danvers, 
has been appointed by Governor Cool- 
idge as the representative of the leather 
trade on a commission to consider plans 
for a leather trade school in Massachu-' 
setts. 





Leather Men in Paris 


The North Shore district is well 
represented at the organization con- 
ference of the International Chamber of 
Commerce at Paris, June 21. Roland 
W. Boyden of Beverly will attend the 
conference as a delegate from the 
Chamber of Commerce of the United 
States. He is a lawyer and banker, 
was formerly a director of the United 
Shoe Machinery Company, and is now 
abroad settling up war claims for the 
United States Government. J. W. 
Helburn of Helburn, Thompson Com- 
pany, Salem tanners, will lead the shoe 
and leather trade delegation at the con- 
ference. He is chairman of the Foreign 
Trade Committee of the Tanners’ Coun- 
cil. Eugene Carman of Donnell, Car- 
man & Mudge, who operate a tannery 
in Peabody, also will attend the con- 
ference at Paris. He is now abroad, 
selling leather. 


Lynn Banker in Finland 


William F. Dee expects to get into 
Petrograd. So he writes to the Lynn 
Chamber of Commerce, from Finland. 
Mr. Dee is a leading manufacturer and 
a banker of Lynn. He is visiting the 
industrial centres of Europe, looking 
for opportunities for the sale of Lynn 
products abroad. 


H. B. Thomas Joins Jones Co. 


The firm of V. K. & A. H. Jones- 
Thomas Co. has been formed to. take 
over and carry on the old established 
business of V. K. & A. H. Jones, shoe 
manufacturers, 226 Broad Street, corner 
of Washington Street, Lynn. The new 
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concern, which was recently incorpor- 
ated under the laws of Massachusetts, 
with a capital of $225,000, has officers 
as follows: Valorous K. Jones, presi- 
dent; A. Henry Jones, vice-president; 
E. Russell Moulton, treasurer; Harry 
B. Thomas, assistant treasurer and 
clerk. These, with Charles A. Little- 
field, make up the Board of Directors. 


$70,000,000—and Mostly All Leather 


Peabody makes $70,000,000 worth of 
goods annually, according to figures 
recently compiled by the Peabody 
Chamber of Commerce, and most all of 
it is leather. 





Walking Shoes Being Made 

Another season for walking shoes is 
coming in the Fall. So some Lynn manu- 
facturers think, and they are making 
samples of shoes accordingly. The 
familiar-brogue is offered as a popular 
walking shoe. Besides there are some 
new styles of calf leather made over 
broad tread lasts, and having low heels. 


New 


TRADE SITUATION UNCHANGED 


Merchants, However, Beginning to 
Talk About Fall Buying 


The close of the first week in June 
found the shoe situation in New York 
but little changed from what it- had 
been during April and May. The 
rush to sell merchandise at retail and 
the disposition to delay wholesale 
buying were as strong as ever. More 
of the retail merchants are talking 
of buying their Fall shoes but little 
active business has resulted. Some 
of them assert they will be ready to 
take the first plunge into Fall buying 
late this month or early in July. A few 
declare they will do no Fall buying until 
mid-July and then will order sparingly. 
Unless something unforeseen developed 
it is likely that the majority of New 
York retail distributors will pursue the 
hand-to-mouth policy of supplying 
their needs during the coming months. 


‘ Says Bottom Not Yet Reached 


The head of one of the largest retail 
shoe stores here believes that prices are 
not yet at the bottom but that once the 


bottom is reached prices will recover- 


rapidly. In his own mind he has fixed 
the date when he will make the bulk 
of his purchases. A great many mer- 
chants, however, do not share this 
point of view, believing that the longer 
they can remain out of the market the 
better are their chances for lower prices. 

Manufacturers and jobbers make no 





York 
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Some of these low heels are of solid 
leather, and are only an inch high. 





Nine-Inch Top Is Standard 


There willbe a few tops 10 inches 
high, and a few 11 inches high, but most 
Lynn manufacturers will stick to 9 
inches, and consider it the proper height 
for easy fitting shoes. 


A. M. Creighton Back From Europe 


Albert M. Creighton, Lynn shoe 
manufacturer, returned the first of the 
week from Europe, where he has been 
studying industrial and social condi- 
tions the past three months. He 
expresses conservative views on trade 
with Europe for the immediate future. 
Surplus stocks of manufactured goods 
are in most of the European countries, 
with the notable exception of Germany, 
he says, and Europeans are not likely 
to buy additional goods with goods 
already on hand. The rate of exchange 
is also against the European buyers. 


secret of the fact that the wholesale 
shoe business is poor. They assert 
that New York is worse than most other 
places in this respect. 


NEMOURS SALE STILL ON 


Competition Felt Only By East Side 
Merchants, However 


The retail sale of the Nemours 
Trading Corporation continued to draw 
large crowds during the week. The 
large mid-town retail merchants said 
they were not disconcérted by the sale 
but it.is apparent that the small East 
Side merchants suffered from this 
competition. The leading merchants 
refrained from criticizing the Nemours 
sale but asserted that as great bargains 
were being offered in regular trade 
channels. 

Officials of the Nemours Trading 
Corporation asserted that they - had 
received some offers for portions of 
their stock from local merchants. They 
said they were willing to sell at the 
marked prices but that purchasers 
must not use the Nemours name in 
reselling the shoes. That some dis- 
count may be given dealers at the close 
of the sale to the public was practically 
admitted by Mr. Lockhart, who is 
staging the event. for the Nemours 
corporation. 


Selling Shoes at Cost 
A five-day sale of the entire stock 
of women’s shoes at actual cost was 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
14 INDIA STREET, BOSTON 
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ATLANTIC PRINTING co. 
Shoe Printers 


Tear out this ad and mail for ag of 
our Prin Service f 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 





Where toBuy 


Window Trim Material 
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DISPLAY MEN 


Attractive Windows— Use Win-Deco 


, Window Pap Mats, K ~ Cards, Flowers, 
a pac ie ci fy ge 


WIN-DECO DISPLAY “seas 
93 Federal St., Boston 
220 E. Lex, St., Baltimore ? 
624 Consumers Bidg., a 








Window Displays 


BACKGROUND _ PAPERS, 
ARTIFICIAL FLOWERS, etc. 


Send for Catalogue 





DOTY & SCRIMGEOUR SALES CO., Ine. 
30 Reade Street, New York 
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Where to Buy 


Miscellaneous 

















THE BEST IN 


Detachable Pump Straps 
(Many Styles and Designs 





913 Gates Ave. . ¥. 
CPTI Oe TT ori Pee 








‘Accounts of Shoe and Leather Firms Solicited 


41 BEDFORD STREET, BOSTON 








ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 

Let us recolor your faded or off colored shoes 
to latest estipestie and permanent cordovan 
shades* NO PAINT! 

Write us for a information. Send pair for 

“show me” demonstration. It will aes youl 
ALBANY SHOE REPAene 

Recoloring De ri: St. 


2, Tang 
sentecneetete 











- SHOE BUCKLES 


SS OF EVERY DESCRIPTION 
* BEADED AND METAL 
BUCKLES 


OUR SPECIALTY 


FASHION ORNAMENT CO 


198 MONTAGUE ST BROOKLYN NY 





You need this book on 
SHOE WINDOW 
DISPLAYS 
Get it today! $2.75 postpaid 


FRANK P. TAYLOR 
381 Wash’'n St., Boston, Mass. 























Tire mark of => 


rererere shoe buckles 
ever since 1905 


L. ALTERSON ¢ * CO. 


Ib2 W 44¢ St... New York Criv NY 





SALES LETTERS 
MULTIGRAPHED— 
LLED IN—SIGNED— 
MAILED 


F.S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 
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begun on June 4 in the New York, 
Brooklyn, Newark, Buffalo and Pitits- 
burgh stores of the Oppenheim-Collins 
& Co. Charles Thompson, shoe buyer 
for the New York store, said he 
believed the sale offered the public 
the greatest bargains given so far this 
year. He showed his purchasing ledger 
to prove that the sale prices were actual 
cost figures. He intimated that the 
sale was prompted by a desire to “go 
the other fellow one better.”” On the 
first day of the sale in the New York 
store, $20,000 worth of shoes were sold 
by 80 clerks. 


Half Price Sale Held 


For one day only, June 2, James 
McCreery & Co. offered a variety 
of low cut models of women’s shoes, 
taken from their regular Spring stock 
and Summer stock, at half price. The 
models included tan and black calfskin, 
kid and patent, also black satin and 
white kid. The response to the sale 
was large. In addition to the twenty 
per cent off, Wanamaker is making 
further sacrifices. It was learned from 
a manufacturer’s representative that a 
delayed shipment of women’s calf and 
kid two-eyelet pumps which cost $8.50 
a pair, less discount, were marked at 
$10, less 20 per cent. 


Bargains Offered in New York 


Some remarkably low retail prices 
were reached by reliable dealers during 
the week. Macy’s offered Theo ties at 
$6.80 and one-eyelet models in French 
lasts of patent, brown, gray and beige 
suede and brown velvet; patent and 
gun metal pumps, brown oxfords and 
white kid and calfskin high boots. 
Canvas oxfords, pumps and high laced 
boots were priced at $4.29. Lord and 
Taylor sold alot of incomplete sizes of 


June 12, 1920 


oxfords and pumps in patent, kid and 
satin for $5.85. 


High Grade Shoe Prices Down 

Men’s high grade shoes are also 
falling under the spell of reductions. E. 
Scheyer & Co., 1441 Broadway, offer 
Bannister oxfords and high shoes, 
formerly priced at $19 and $20, for 
$15.85 and $16.45. Franklin, Simon & 
Co. also sold $18 Bannister oxfords 
at $14. French, Shriner & Urner, who 





Want Your Shoes Repaired? 
Here’s an Indian Cobbler 


An Indian cobbler in a buck- 
skin suit and other aboriginal 
trappings, including two long 
braids of hair,is an attraction 
at Klein’s Rapid Shoe Repair 
Shop at 113 Nassau Street. It 
is claimed that this man is the 
only full-blooded Indian shoe 
repairer in the country. Another 
novelty in the same store is a 
row of “‘stalls’’? for customers 
with little swinging doors, two 
and one-half feet high, which 
hide the unshod feet of the 
customers. 











conduct a number of high class men’s 
shoe stores, have named two prices 
in their semi-annual sale—$9.85 and 
$14.85. Hanan & Son are selling men’s 
shoes at from $12.80 to $18.40 and 
women’s shoes from $7.85 up. 


Hanan Store to Move 
The store of Hanan & Son at 205 
Broadway, near Fulton Street, will 
be removed on June 15 to 187 Broad- 
way, at Day Street. The building at 
the first address is being razed. 


Rochester 


“URGES MERCHANTS TO BUY 


Detroit Shoe Man Does Not Look 
' For Drop in Shoe Prices 


That the retail shoe merchant will 
derive any benefit by withholding 
orders was the opinion of J. E. Wilson, 
a shoeman of Detroit, who was a guest 
of the Rochester Retail Shoe Dealers’ 
Association at their last gathering. Mr. 
Wilson advised the merchants to buy 
for immediate needs and warned that 
if the entire retail trade waited until 
July to place orders the prices of foot- 
wear would surely be regulated by the 
sudden demand. The Detroit shoeman 
predicts the greatest white season ever 
known. He contended that history 
repeats itself and as he has closely 


watched the style situation in the shoe 
business he feels that following the 
tremendous white season, patent leather 
will come into its own‘as a style leader. 
Mr. Wilson attributes this to two facts, 
one of them being that the price of high 
grade kid remains unchanged. 


WANTS CITY ON MAP 


Trade Expert Discusses Foreign and 
Domestic Business 


At the invitation of a group of 
prominent manufacturers of Rochester, 
James Taylor, expert in foreign and 
domestic trade, who is associated with 
the Export Division of the Bush 
Terminal, while in Rochester last week 
discussed ways and means to increase 





. 
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the foreign commerce of that city. 
“Rochester is in the unique position of 
being able to supply nearly every kind 
of manufacture both for domestic and 
foreign trade. The abundance of cheap 
power and the fact that there is a 
greater percentage of homes owned by 
workingmen in Rochester than in most 
cities of the United States puts her in 
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we may be entitled to, yet it is clearly 
evident that if we sell a greater number 
of pairs of Walk-Over shoes the total 
receipts will more than offset any dif- 
ference that we may lose on the price of 
each pair,’’ is part of the text matter of 
the Walk-Over store’s advertisement 
which appeared last week in a Roch- 
ester newspaper. ‘‘We have learned,” 


Where to Buy 


Miscellaneous 





orrer FREE USE 


Of Shoe Cuts, Covers, Borders, Ete., for your 
Booklet, Catalog or Folder, if you place the 
printing with us; or we will Sell Shoe Electros 
at $1.25 each. 

SEND FOR FULL PARTICULARS 


continues the ad, ‘‘that the closer we 
shave our profit, the greater becomes our 
volume of business—and this volume 
has increased by leaps and bounds. 


position to get in the market right. 


ADVERTISES STORE POLICY 
Walk-Over Stores Feature Volume 








Sales and Small Profits 
‘Although our profits on a single pair 
of Walk-Over Shoes is not as great as 


Years ago it was clearly demonstrated 
by this method that we could make a 
fair return on our investment.” 


Providence 


BUSINESS IS BRISK 


White Shoes Are Sales Leaders— 
Buckle Demand Good 


During the past two weeks, business 
in Providence has been very brisk. 
There has been a big demand for both 
high and low shoes. The good weather 
has acted as a decided stimulant to 
trade, with white shoes as sales leaders. 

White sales are now in full swing, not 


only in Providence, but in the shoe 
stores and shoe departments of Con- 
necticut, Rhode Island, and Southern 
Massachusetts. 

Buckles are also selling well through- 
out this territory, mostly in the metal 
and beaded lines. Two well-known 
concerns have sent in for samples for 
the coming Fall styles of buckles, and 
even as far ahead as the Spring and 
Summer of 1921. 


Indianapolis ) 


Record White Sales Expected 

Interest in the Indianapolis shoe 
trade at this time is centered chiefly on 
white footwear and early indications 
point to one of the greatest “‘white”’ 
seasons in the history of local merchants. 
White footwear was formally ushered 


in at the Indianapolis automobile races _ 


at the Speedway on May 31. The 500- 
mile race, which is one of the most 
important social as well as sporting 
events of the season, is generally re- 


garded as the herald of styles for the - 


smart set. 

In addition to the number of people 
who go to the Speedway—there were 
125,000 this year—to see the races, there 
are many of those who turn out only 
to see and be seen in what is un- 
doubtedly the greatest advance showing 
of late fashions to be found in or around 
Indianapolis. In fact it seemed as if the 
races were merely an excuse for the 
showing of shoes and clothing. 


White Predominated at Races 

White was the predominating color of 
the footwear at the races and since then, 
with considerable advertising on the 
part of the shoe merchants, this kind 
of shoes has been in big demand. The 
local stores have been crowded daily and 


the proprietors and managers report 
that this big percentage of sales 
has been of whites. More sport clothes 
are being worn in Indianapolis than 
ever before and this is attributed by 
the merchants as one of the reasons 
for the big demand for white footwear. 

Sales of white shoes are not confined 
entirely to the fair sex either. Managers 
of men’s departments report that 
from the number of calls for white low 
cuts received to date there is every 
reason to believe that white is going to 
be extremely popular with the men. 
Novelty sport styles are prevailing in 
the ‘displays. 

White shoes for men have been 
extensively advertised in the local news- 
papers by L. Strauss & Company, which 
operates one of the largest men’s furnish- 
ing stores in the city. The first part of 
the month the L. Strauss store used 
page advertisements in the local papers 
announcing the opening of the Palm 
Beach suit season and followed these 
with smaller ads for white shoes. C. E. 
Young, manager of the department, 
reports that business has been very 
satisfactory .and that if the present 
demand continues, the season’s business 
will be far ahead of last year’s. 

(Continued on page 139) 


N. H. GROVER CO., R 63, 161 Summer St., Boston : 








W* Sumner SMITH 
CHICAGO ILL. 
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Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Falten 


Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 





sna 


“~§ 8 Fl 
hoestanie. 


Where to Buy 


Shoe Polishes 














The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
61-69 Murray St. 
New York 








a 
Best In Thetr Class 


n 
err 


WHITE 
CREAM UN®SURNABLE 








foriwhite kid, ete. 
CO., Ine. 


PHILADELPHIA, PA. 











INFORMATION wicetccs 


“Where to Buy” ‘constitutes a 
ge so that he who 
runs through these pages may read 


source of knowl 


—and learn. 
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Thoughtful Purchasers 
of Shoes 


—even those who can afford the highest-priced foot- 
wear are now selecting for wear shoes of moderate 
price. 


The great determining volume of sales lies not in the 
finest, most expensive kind of merchandise, but in 
footwear such.as the A @& B line of flexible Boots and 
Oxfords. 


You need them today to meet the demand of most of 
your customers. 


ALLEN & BRIDGEO, INC. 


Lynn, Mass. 
Boston Office: 207 Essex Street 
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A‘,Beauty in 


No. 208 
TAILORED OXFORD’ 
of White Nile Cloth; whole 


quarter; welt; with white 
welting; imitation corded tip; 
11-2 inch military heel; 92 


HOLTERSHOES last. 
Ready to ae ee AAA—5 to 71-2; AA—41-2 
to 8; A—4 to 8; B, C and D 


Ship Now , —21-2 to 


$4.90 Net 


You Won't Be Sorry 


If You Order a Line of Sizes 
They Are Quick Sellers 


THE HOLTERS COMPANY 


CINCINNATI, 0. 


BRANCH OFFICES 
NEW YORK: Marbridge Building. CHICAGO: Room 304, Lees Building. 


LOS ANGELES: Room 400, Lankershim Bldg. MINNEAPOLIS: 616 First Avenue. 
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he retail clerk 
who didnt grasp 
an opportunity! 


A friend of mine went into a well-known 
shoe store in a big Western city. He 
wanted a pair of Cordovan shoes. The 
clerk made the sale—a matter of sixteen 
dollars—wrapped up the package, gave the 
customer his change and resumed a waiting 
attitude for the next customer. 













Now a pair of sixteen dollar Cordovan 
MEN & VENTILATED PACK-FLAT No. 25¢ shoes are worthy of attention. 


Why didn’t the clerk suggest shoe trees? . 






You as a shoe merchant know full well that shoe trees are as essential to good shoes 
as, shoe laces. When the shoe comes off the foot at night it is hot and damp with 
perspiration and if left untreed will curl up and lose its look of newness. 


Does your customer know this—does he know as much about shoe trees as you can tell 
him? 


Think it over. 


cs Remember you are rendering service by your suggestion and at the same time making 
a legitimate unforced profit. | 








Won't you agree with me that a good pair of shoes should never leave your store 
without well-fitted shoe trees? 


Won’t you agree with me that a closer relation is established between your customer 
and yourself—a relation mutually profitable. 


I believe you will. I believe also that the trees you sell will be Miller trees. 


Shoe Tree Division 


O. A. Miller Treeng Machine Co. 


Brockton, Mass. 
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LPT eK Astor 







































The stock that’s in a shoe has most to 
do with the service it gives—with -the 
growth of the dealer’s “good will.” 


Experience has taught three generations 
of alert dealers that P & V Leathers excel 
in service as well as enhancing the char- 
acter and style of the shoe. 


When a manufacturer seiccts P & V 
Leathers for any of his lines, that is 
sound assurance for you that quality is 
his first objective. 


Whether in men’s, women’s or children’s 
shoes, for work, play or dress, P & V 
Leathers look best to you—and will to 
your customers who see them beside 
other leathers. 


Pfister & Vogel Leather Co. 


Milwaukee, Wisconsin 
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Shey f. 
hoe 
Style 1604 


Boarded Russia Calf 
Brogue Oxford 


In Stock A-D The 
Newport 


Price $6.75 
























































000 pairs ready June 15th. This popular style will sell until the snow flies. You cannot afford to be broken in 
— fmm or “eas Jt the Summer. Same style in high shoe No. 1704 now ready at $7.50. 


a ALLIED SHOE CO., Newburyport, Mass. 

















“BAL TABARIN”™ 


for all 
Dress Occasions 





So a ae oe oe 4 
ee ae ae ae ae) Gc 
xc he ae ae ae 
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MEN'S PATENT OXFORDS 


Custom Quality 


In Stock — Order Now 
A,B 6-11 
Cp su .#e2U 


Hand Turned — A Perfect Dancing Shoe 


HAZEN B. GOODRICH & COMPANY 
HAVERHILL. MASSACHUSETTS 


_—— es 
Oe ee 


7c 






































June 12, 1920 BOOT AND SHOE RECORDER 135 








Wont Rub Off 
Pa 
Produced by 
Everett & Barron Ca 


CSA. - 
PARIS LONCON 























The 
Cinderella 
Line 


—and say it emphatically 


“Cinderella White Fabric Dressing 
WILL NOT RUB OFF!’ 


If there was nothing else to say about Cinderella White 
a. Sy F Fabric Dressing that would be enough. It’s the one 
Kid Luster Finish, thing that the public has been clamoring for—and we 
Bronze Dressing; have it! 

also Kid Polish, . Besides—it doesn’t clog the pores of the fabric, but 
cleanses. like magic and gives the shoe—each time it is 
applied—the new look that keeps footwear in trim and 
Dye in all colors. wearing condition. : 

The attractive Cinderella carton makes the product 
LOOK good—the contents of the carton MAKE good. 


EVERETT & BARRON CO. 


Providence, R. I. 


includes Silver 


Slipper Cleaner, 


Boot Cream and 
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KLOTH 


OTHING has been left un- 

* done to make and maintain 
POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 
Distinguished for its Fine Face and 
Even Weave, which give it an in- 
dividual character that is reflected 


in the shoe. 
Thomas, Lake & Whiton, Inc. 


147 Lincoln Street 
Boston, Mass., U. S. A. 
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The Famous 
‘*Men’s Carrier’’ 





HE well-known “Hall-mark” of the Tire Sole Line—The White Top Binding and 
the Pure White Sole. These features mark the genuine. 


DON’T CHEAT YOURSELF 


The famous Converse Carrier is the most successful heavy-duty-work rubber to- 
date. It’s the best business-getter because it meets immediate favor on the feet of the 
consumer—he firids it wears longer. 


‘ 66 
x Look for ae Besides the Carrier, the Tire Sole Line 
; th Bi C comprises boots, pacs, leather tops and all- 
e rubber gaiters. If your stock doesn’t include 
a representative assortment of this remark- 


able rubber-shoe line, you’re cheating your- 
self of a steady stream of business. 


CONVERSE RUBBER SHOE COMPANY, Malden, Mass. 
Makers of 
** Big Nine”’ Outdoor and Athletic Shoes, ‘“‘Ace-Hi’’ Mining Boots and Pacs, etc. 


Service Branches: 
New York—142 Duane St. Chicago—618-626 W. Jackson Blvd. 
Philadelphia—20 North Third Street 
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SIDE AND VEAL 
UPPER LEATHERS 


By specifying Monarch Upper 
Leathers you are assured the 
right combination of STYLE, 
PLUS QUALITY. 


Consumers of shoes demand 
quality along with style for the 
prices they are paying today. 


MONARCH LEATHER CO. 
CHICAGO NEW YORK 
BOSTON 
U. S. A. 
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INDIANAPOLIS 
(Concluded from page 129) 


Big Percentage Increase 


B. J. Seferin, formerly with I. Miller, 
Fifth Avenue and Forty-second Street, 
New York, who has succeeded H. W. 
Curry as manager of the shoe depart- 
ment at the H. P. Wasson & Company 
department store, produced his bi- 
monthly report sheet to show the rapid 
increase in the demand for white foot- 
wear. Between May 1 and May 15, 
his reports show, eleven per cent of all 
shoes sold in the department were 
whites. Between May 15 and May 31, 
the percentage was increased to 40 and 
the advance so far this month has been 
even greater, he said. 

Mr. Seferin is ‘“‘experimenting’’ with 
a few fancy Florodora satin boots—the 
only ones shown in the city—and reports 
that numerous inquiries and some sales 
have been made of them. They retail‘at 
$24 per pair. 

Edgar Hart, proprietor of the Fashion 
Shop, which specializes in high-class 
shoes for women, and Edward Haldy, 
manager of the store, are others who 
report that white shoes are particularly 
in big demand now, oxfords being 
especially good. The low heel is proving 
extremely popular this year, they say, 
and is more called for than last year. 
White footwear is being featured ex- 
clusively in the windows of the Fashion 
Shop this month. 

Mr. Hart and Mr. Haldy are ex- 
tremely well pleased with the results so 
far of a 20 per cent reduction sale on 
hosiery which has been in progress since 
the first of the month. The reduction 
applied to every pair of hose in the store 
and lovers of pretty silk hose lost no 
time -in seizing the opportunity to lay 
away a few pairs for future use. The 
Fashion Shop does a _ tremendously 
large hosiery business each year. 


Tans Still Selling 


Elmer B. Davis, buyer and head of 
the shoe department at the L. S. Ayres 
& Company department store, has been 
confined to his home at intervals during 
the last few weeks because of illness, but 
hopes to be back at his desk regularly in a 
short time. Salesmen at the store report 
that with the approach of real Summer 
weather white footwear has been well 
advertised and is in big demand. Blacks 
are not selling very strong but tans and 
browns in light weight calf and darker 
kid are still good, it was said. 

One thing noticeable about the white 
footwear displays in Indianapolis is the 
absence of high shoes. Department heads 
say they seldom have a call for high 
shoes and as a result have not bought 
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Display of Pfister & Vogel Leather Co., at the Made-in-Wisconsin Ex- 
position, Held May 24-29, in the Auditorium at Milwaukee 





any. Some of the local stores have a 
few left on hand from former seasons, 
but so far as is known none have been 
bought for this year. The day of the 
high white shoes seems to have passed, 
merchants say, the calls being entirely 
for oxfords, pumps and slippers. 

In discussing reduction sales and the 


possibility of lower prices on footwear, 
some of the local merchants are of the 
opinion that although some reductions 
may be offered temporarily they will not 
last, as all indications point to higher 
prices for Fall.. There is a general 
feeling, however, that there may be a 
reduction by next Spring. 


Brockton 


BROCKTON SHOES LITTLE 
AFFECTED 


Easing of Leather Prices Produces. 


No Material Change in Cost 


“Materials used in. Brockton shoes,” 
said a member of the local trade, “‘are 
essentially high grade. For that reason, 
the cost of producing made-in-Brockton 
footwear is but slightly affected through 
softening in upper leather. Such easing 
off in prices is confined almost entirely 
to goods in which low and medium 
grades are used. For these the demand 
has been light. Prices have softened 
accordingly. The Brockton trade is 
thoroughly imbued with the idea of 
maintaining quality and delivering to 
customers the sort of goods which they 
are accustomed to receive from Brock- 
ton manufacturers. 

“In order to do this prices can be 
but little changed. As a whole, the 
Brockton trade is going ahead on the 
principle that merchants want good 
shoes and are willing to pay fair prices 
for them. Also, it is important for the 
merchants throughout the country to 
realize that if they do not place at 
least a conservative amount of Fall 


orders now, they will be in an uncom- 
fortable position as regards the deliver- 
ing of desired goods. The flurry of 
slashing prices will soon pass. Mer- 





Every man should work and 
feel that he is a part of 
the firm and not only a 
hired man. He should look 
after the business as though 
he owned it and feel that if 
he in any way neglected his 
work the business would 
suffer. 

This sign is conspicuously 
displayed where the employes 
of the M. A. Packard Co., 
Brockton, Mass, may receive its 
wholesome suggestion. 











chants will find that they will have to . 
pay practically the same as heretofore 
for the same grade of goods. There 
is no reason for their waiting to place 
orders for the coming season. I note 
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For Better Business 
Next Winter 


IG_ profits will come to dealers who have 
a fuli stock of good insoles next season. 
Here’s your chance to get the most profitable 
line on the market—the new /C Cork Insoles. 


An exclusive line of insoles with rare inherent 
qualities and every attractive, sales-pulling 
feature. (/C Cork Insoles are filled with 
genuine sheet cork and covered with hair and 
flannel in the warm, soft colorings that people 
take delight in. 


OME are covered with hair; others are 
covered on one side or both with extra 
quality flannel. Most styles are bound at the 
edges with harmonizing tape—the rest are 
bound with a strong, serviceable, overlock 


stitch. 
Packed by the dozen in solid or assorted _ sizes. 


Orders accepted now at a fixed price for delivery 
at any reasonably deferred time. Last winter 
many orders for insoles could not be filled. 
There may be another shortage this year. 
Better play safe! 


Send in your order today for a line of the new 
G/T Insoles. 


UNITED SHOE MACHINERY 
CORPORATION :: BOSTON 


J. K. Krieg Co., N. Y., 39 Warren 





SLL LLL 
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OXFORDS 


IN STOCK 


Stock No. 580—Brogue Last, — s 26 Brogue Oxford. AA,7to11; Stock No. 590—Corsair Last, Cherry sa Calf Varsity Oxford. AA, 
Aand B,6toll; Cand D,5tol $9.56 7toll; Aland B,6toll; Cand D,5tol $8.75 


Stock No. 587—Same as once Gallun’s No. 4 Norwegian with Raw- Stock No. 690—Same as above in Seen Cordovan on Regent Last, 
hide doubler $9.75 : $10.06 


Stock No. 591—Winchester Last, Cherry cp Calf Varsity Oxford. 
Te eA Tee lle tend Bee CID, bio lt Varsity Oxford, siess AA. 7 toll: AandB,6toll: CandD, Stal ity 38.75 


Stock No. 693—Brown Cordovan Brogue uiiok Rawhide dnabie Stock No. 691—Same as above in Brown ele 


Men’s Fine Oxfords 
Ready to Ship from Stock 


THE DALTON COMPANY, Inc. 


Makers of Men’s Fine Dress Shoes 
BROCKTON, MASS. 


Boston New York Chicago Stock No. 594—Winchester Last, Cherry Tan Calf Varsity Ox 
183. Keser Street 651MarbridgeBidg. 1415 Great Northern Bldg. Wing Tip. AA and A,7 toll; B Me Stil, Dibtell. nn eas 
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ROVILLA KID 


3 for 
Style 
Lustre 
Distinction 
Economy 


Wear 


Write us today for full 
"particulars 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN, N.J. 


“It does not scuff” 
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that some of ouf customers are now 
sensing the situation and governing 
themselves accordingly.” 


E. A. Burrill Made Credit Manager 
Ernest A. Burrill, who has been 
assistant manager of the credit and 
sales department of George. E. Keith 
Company, has been promoted to head 
of the credit department of that con- 
cern. This position was fornierly 
occupied by George H. Leach, now 
secretary of the corporation. Louis E. 
Beaudry has been advanced to assistant 
manager of the credit department. 


Expert Boot Maker Dies 


Thomas B. Lowe, a retired shoe- 
maker, died recently at his home in 
this city at the advanced age of 93 
years. In his earlier days he was an 
expert .maker of old-fashioned long- 
legged boots. His former employment 





With. Brockton Rand 
Company 











JOHN W. SULLIVAN 


John W. Sullivan, formerly 
with the Goodyear Tire and 
Rubber Company and previous- 
ly an executive of the P. B. 
Keith Company of Brockton, 
who is now with the Brockton 
Rand Company in their sales 
and service department. 











was with George E. Keith Company. 
Mr. Lowe had been a resident of Brock- 
ton for more than 45 years. 
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Display of the F. Mayo Boot and Shoe Co., at the Made-in-Wisconsin 
Exposition, Held May 24-29, in the Auditorium at Milwaukee 





Packard Increases Capital 


M. A. Packard Company, identified 
for many years with the production of 
Packard shoes for men, has increased 





One Shoe at a Time—Is 
. the Way to Sell ’Em. 


Price conditions in the retail 
shoe business of Brockton, in 
common with other cities, have 
caused criticism on the part 
of customers, many of whom 
have had the idea that mer- 
chants were charging exorbi- 
tant figures. The proprietor of 
a Brockton shoe store, who 
prides himself on being some- 
what of a diplomat, has been 
considerably peeved over con- 
tinual complaints of customers 
concerning high costs of foot- 
wear. He put something over 
the other day. A customer 
picked up one of a pair of long- 
legged hunting boots or “‘trench 
boots”’ as they are called, and 
asked the price. ‘‘They are 
$7 each,”’ the merchant replied. 
The fact was that the boots 
were $14 a pair. Yet, as the 
merchant expressed it, ‘‘it sort 
of took the curse off to put it in 
that way.’’ 











its capitalization to $1,200,000. Oliver 
M. Fisher is president, and John S. 
Kent, treasurer, of this corporation. 
The firm was founded many years ago 


by Moses H. Packard and Robbins B. 


Grover, two of Brockton’s pioneer shoe 


manufacturers. Both were well-known 
manufacturers in what was then the 
town of North Bridgewater. 


New Factory Equipped 

The Union Shoe Company, which 
will occupy factory quarters now being 
fitted up in this city, will begin pro- 
ducing shoes about June 15 with a 
daily output of about 12 dozen pairs. 
The officers are Dr. James Alfred, presi- 
dent; Robert Leavitt, vice-president; 
Max Ginsberg, secretary-treasurer. 


Boylston National Bank 
To Give Increased Business Facili- 
ties to Shoe Trade 

The Boylston National Bank, 41 Bed- 
ford Street, Boston, has nearly completed 
extensive alterations which will pro- 


vide largely increased facilities for 
handling business and making the 
banking rooms notably attractive. 

Contrary to the modern tendency to 
use marble in the architectural features 
of a bank’s interior and exterior, the 
management of the Boylston National 
Bank has been generous in the use of 
wood-mahogany, beautiful in coloring. 

At the right of the entrance is a long 
counter where customers may meet the 
official upon matters of business. 

The directors’ room is so placed that 
quiet and privacy are obtained. Fac- 
ing the entrance are the receiving and 
paying tellers’ cages and nearby the 
entrance are conveniently placed and 
arranged booths for customers. 

The changes are significant of the 
progress which the Boylston National 
Bank is making. For years, a consider- 
able. part of its business has been in 
service to shoe and leather firms. 





BOOT AND SHOE RECORDER June 12, 1920 





STi Le 


Ly ays 


3 ir ) f ; ne 
8 ‘het Mya . — "as 


‘LACE SHOES 


ora Stylish ANT 


ermanent fit . ee, 


HE perpetual popularity of Lace Shoes is a 
tribute to their ‘fashionable fit. They silhou- 
ette the ankle and dress the foot. 


And when fitted with Diamond Brand Fast Color 
Eyelets, they are by far the most serviceable. shoes. 


The Eyelets are always fresh and untarnished. 
Their edges clean-cut; their color in harmony with 
the leather. And their life longer than that of 
the shoe. 


Specify DIAMOND BRAND Eyelets when - order. 
The DIAMOND trade-mark on each eyelet means 
“ None better made” 


United Fast Color Eyelet Company 
Boston, Mass. 
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“The E & M Shoe of Quality” 


Welts and Turns Which are a 
Real Asset to Real Merchants 











One of Our Best Sellers for Fall 


Growing Girl’s English Walking Boot. Tan Calf. 814 
inch Top. 34 Seamless. Made on Our 49 Last. Carries 
_ 10-8 Military Heel. 


Retails at $10.00 


Emery & Marshall Company 
Haverhill, Mass. 


CHARLES L. MARKS WARREN H. TUCKER ~ 


Eastern City Trade and In New England 
Southern Territory with J. B, LAUGHLIN Office at 183 Essex St., Boston 


New York Throughout the Middle West LARRIE H. SASS 
1008 Marbridge Building On the Pacific Coast 
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WHITES IN-STOCK WHITES 


180—Same i in White Canvas 30 

265—Same in Black Kid.............., e = 

266—Same in Patent 

231—BlackgSuede Theo Tie, Covered Fall 
is Heel, A-D 9.00 

232—Same in Brown 25 Nubuck 

233—Same in Beaver 23 Nubuck 

236—Same in White Hr 

235—Same in Black K 

205—Dull Kid Theo The, Leather Louis Heel, 

A-D 5.50 


204—Same in Patent 
109—Same in Black Kid 





WITH CUBAN HEEL 


260—Black Kid Theo Tie 
| 261—Same i in Patent 











Style 185 


185—White Canvas 2-Eyelet Tie, Baby Full 
Louis Heel, T urn $3. 75 


178—White Canvas 2-Eyelet Tie, Covered 
Louis Heel 


179—Same with Military Heel.......... He 
—— Canvas Pump, Covered lo- 


BR — Gane Btals ...... on ccccscccacommacl : a 
198—W hite Canvas Pump, Military Heel. 2.85 
191—Same Style 





Style 272 


272—White Kid Oxford, Full Louis Heel, $7.00 
230—Same in Gray Kid 
—e Canvas Oxford, Covered Louis 


194—Same Style 

196—White Canvas Oxford, Military Heel 3. ‘00 
193—-Same Style ¥ 
175—White Canvas Oxford, Im. Tip, le 
Ivory Sole, Military Heel 4.00 
ve Canvas Oxford, Pl. Toe, o_o 


Send for Catalogue Showing All 
the Styles In Stock 


THE BOARDMAN SHOE co. 
564 Atlantic Avenue, Boston 9, Mass. 


June 12, 1920 


AND 


BOOT TOPS 
for 
FALL 


AND 


WINTER 


Made to suit the fancy of the most discriminating 
women. We carry them in stock at attractive 
prices. All approved styles, in new and desirable. 
shades. We use only the best Felt and Kersey— 
perfectly tailored. We guarantee them to FIT. 


MAID-RITE FELT SLIPPER CO., Inc. 


163-169 Livingston Street 
BROOKLYN, N. Y. 








Make 
Buyers 
Out of 


Passersby 


Hugh Lyons designs are the accept- 
ed standard for display fixtures the 
world over. 

Hugh Lyons fixtures are not only 
beautifully designed but om 
practical. 

Write for our latest catalogs. 


HuGH LYONS & COMPANY 
0-0. 9 2a =) 0m Oo O10 ee @) oe 7-03-99 DT 
LANSING ~ MICHICAN 


SA SR 7M 
345 AN ST 
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Hand Turned Theo Ties 


IN-STOCK FOR IMMEDIATE DELIVERY 


No. 100—Black Patent Theo Tie, 34-inch bo: oy i No. 102—White A 
17-8 Louis Heels. Sizes: AA, Ti o 8; 7% inch Vamp, 17-8 Louis Heels. 
B, 2% to 8; C, 3 to 7. 8; A, 3 to 8; B, 24% to 8; C, 2 7. 


No. 101—Dull a unar i 
Va amp, 17-8 Louis Heels. >Sizes: A, 
, 3 to 8; B, 24 t o 8; C2 
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Every Shoe a Business Builder 
Built up to the Hopkins and Ellis standards, which 
means the utmost in shoemaking. Real business 
builders everyone. Wire or write today. 


HOPKINS & ELLIS 
HAVERHILL, MASS. 
Boston Office, 108 Lincoln Street 


We Shall Exhibit at the Boston Style Show, July 19-24 
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A. J. Bates’ 


‘*“GILLETTE”’ 
In Stock 


Bie Dahan 
v-oo-o o-0-0-© 
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No. 0214 


Special Pattern 
Cherry Veal 


See This Oxford! 


W‘ find this series of talks about Bates In-Stock Shoes very interesting 


-O-L>-L Lk Lae “3 
voc oc oo ooc oo oooO 
= rs rx O--.> > 
~-0-0-0-0-0-0-0-0 


O-t> 
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to dealers. Obviously we are showing them floor goods they want. 
Their orders speak loudly. 


This “Gille.te” model is being strongly called for; therefore we counsel prompt- 
ness in sending requests for it. It is a sound value—and emphasizes the famous 


Bates quality-at-moderate-price policy. 


You should have the Bates Spring In-Stock Catalog, showing the full line car- 
ried at our great Chicago Distributing House. 


A. J. BATES COMPANY 


Central Distributing House, 33 SOUTH WELLS ST., CHICAGO, ILL. 
General Offices, WEBSTER, MASS. 


o-o 


. Qf Qin ete 
0-0-0-0-0-0-8-0-0-0 
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Haverhill 


SHOE MANUFACTURERS’ 
BANQUET 


Speeches by Prominent Trade 
Members Are Features of Annual 
Event 


The annual dinner of the Haverhill 
Shoe Manufacturers’ Association, held 
on the evening of June 4, at Elks’ Club, 
was attended by about 75 members 
and guests. President H. H. Hicks 
presided. The speakers included Presi- 
dent John S. Kent of the Brockton 
Shoe Manufacturers’ Association; Presi- 
dent Harry I. Thayer and Secretary 
Thomas F. Anderson of the New Eng- 
land Shoe and Leather Association ; Vice- 
President Frank R. Briggs of the 
National Boot & Shoe Manufacturers’ 
Association; Charles A. Bliss of Bliss- 
Perry Company, and Secretary Albert 
M. Child of Haverhill Shoe Manu- 
facturers’ Association. 


The Shoe Trade a Target 


President Thayer stated that for 
several years the shoe trade had been a 
target for Washington politicians to 
shoot at. “‘This being true,” he said, 
“it is necessary that some propaganda 
be given publicity to offset these 
poundings against the shoe industry. 
The only thing to do is to sit tight and 
wait for things to change. The time is 
fast approaching when shoes will sell 
in volume; banks are reasonable, the 
industry is solid, but there are still a lot 
of problems to meet. Cancellation is 
one. If, however, you maintain a 
firm mind and sound judgment, try 
and convince the merchant you are 
ready to do business, tell him what 
your prices on shoes will be when he 
wants them; and you will establish a 
basis as a security to book orders. 
Come out in the press and say that 
everything is all right and that you 
are ready for business. The New Eng- 
land Shoe & Leather Association is 
with you.” 


A Period of Reconstruction 


Speaking of conditions in the shoe 
business, President Kent said in part: 
“The shoe industry today is going 
through a period originally expected 
after the war. Transportation tie-ups 
and high money rates with other condi- 
tions have produced the situation. to- 
day. The talk of lower prices does not 
help matters, as no serious reductions 
can come. The country-wide price- 
cutting is simply the cutting of profits 
rather than values at less prices. There 
is nothing in the situation pointing to 
demoralization.’” 


* are advancing in prices. 


Merchants Will Need Shoes 


Vice President Briggs asserted that 
the shoe merchants are having a good 
business and that they are more dis- 
turbed by the question what they can 
sell their goods for in the Fall. He 
added, ‘‘That is the reason for their 
backward buying. It is definitely de- 
cided that nobody can guarantee higher 
or lower prices. It is for the interests 
of the shoe and leather industry to 
encourage volume production and the 
reduction of overhead expenses. There 
is going to be a policy of mutual confi- 
dence between the manufacturer and 
retail merchant to do what we can to 
equalize the situation. The merchant 
is beginning to feel that he needs mer- 
chandise for Fall and is starting out 
this week to buy. A pessimistic out- 
look is not justified. Buying in volume 
will have a stabilizing effect.” 

Mr. Briggs made special reference to 
the forthcoming National Shoe & 
Leather Exposition and Style Show, 
Inc., and said that as president of that 
corporation he was particularly inter- 
ested in the show to be held in Boston 
July 20 to.24. He urged Haverhill 
manufacturers to take a prominent 
part. 


- Manufacturer’s Prediction 


Charles A. Bliss of Bliss-Perry Com- 
pany said, in part: “The trade today 
demands confidence. We are giving 
our customers no more encouragement 
on lower prices than a few months ago. 
Our shoes are based on cost, plus a 
reasonable price, and we will stick to 
that basis. Supplies and labor costs 
Sound prices 
will be offered for shoes when the time 
comes. We must figure our shoes right 
and when we come to the Style Show 
in Boston next month we can book all 
the business that we can handle.” 


Has Faith in Shoe Trade 


Secretary Anderson said he was 
pleased at the enthusiasm manifested 
at the banquet by the Haverhill manu- 
facturers, addng that he had faith in 
the men to remain staunch in their 


149 


business affiliations. He said he is 
optimistic for the future of American 
business. He touched upon the coal 
situation as one which requires serious 
attention on account of existing condi- 
tions and the high prices for coal 
predicted for the near future. 

At the conclusion of the banquet 
the manufacturers gave three cheers 
for the speakers, then adjournment was . 
made to the Pentucket Club for a 
social hour. 


To Locate in St. Louis 


Harry F. Taylor, who for several 
years has been associated with C. K. 
Fox, Inc., in a responsible office posi- 
tion at the local factory, is leaving 
Haverhill.. Mr. Taylor has acquired 
an interest in the W. T. Moore Shoe 
Company, manufacturers of women’s 
McKay shoes, in St. Louis. He will be 
located in that city after June 14. 


New Styles to Be Featured 

A policy of many years, that on 
which the Haverhill turn shoe industry 
has been built, is the designing and 
production of novelty styles in women’s 
footwear. Local manufacturers can see 
no reason for changing this established 
plan. As one manufacturer put it: 
“We have built up our business by 
getting out a novelty style leader and 
putting up an intensive selling cam- 
paign to get production. After a few 
months we have another novelty ready 
and repeat the process. Our pattern 
bills are large, for each succeeding style 
leader throws its predecessor into the 
discard. However, this plan has made 
us successful, through its approval by 
our trade. We hope to continue it 
indefinitely.” 


Planning a Haverhill Section 

A Haverhill section for local ex- 
hibitors at the National Shoe & Leather 
Exposition and Style Show to be held 
in Boston, July 20 to 24, has been 
proposed. About 50 manufacturers 
are being solicited to take space. Ten 
Haverhill concerns have already ar- 
ranged to make exhibits, one manu- 
facturer having - pledged himself to 
dispose of 25 spaces among the local 
trade. 


Boston 


THE RETAIL TRADE 


Business in General Shows Gains 
‘ Over Same Period 1919 


The retail shoe merchants of Boston 


_ are not complaining of business. The 


publie still has plenty of money, and 


despite the excessive rainstorm of last 
Saturday and the rather raw days of 
the first of the week, the great majority 


_ of those stores which have been con- 
. ducting special sales have done a very 


brisk business; the stores which have 
not inaugurated special sales are also 
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To All Retailers 


As one of the large shoe manufacturers does this mean? You want your Fall 
in the United States we must call your shoes on your shelves for Labor Day. 


| attention to the fact that from our’ Where are you going to get them? 





= obey) ower ee s. 






point of view:the Retail Trade is labor- [t will take the best part of two months 
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ing under a delusion. There is no to turn ou. any shoes after we get - 
such thing:as’shoes going to be given started again, and we would advise that 
away this fall. if you are thinking of continuing 


in the shoe business and want to 
The fact of the matter is that take care of your trade by offering them 
if you should walk through any new merchandise, get together and 
of the large Shoe Manufacturing place your orders now, and not two 
centers you will find nothing or three months from now. You know 
but empty factories; no one what you are going to sell this Fall- 
is cutting a shoe. Now—what We all know. 
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Our samples are out, and in the hands of our large Boston, 
New York, Philadelphia, Baltimore and Western representa- 
tives. Get to them and go into this Fall business propo- 
sition properly. The market will be bare of shoes now 
owing to the tremendous sales, and from expert advice and 
the very best figuring shoes will not be any lower this 
Fall than our present price. 


A FAIR PROPOSITION 
If there is any break in the market that we can 
take advantage of, that will be to our benefit, 
we will credit our jobbers accordingly so. that 
you will get every possible benefit that a manu- 
facturer can offer to the Shoe Trade. 
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One of our 
Leaders for Fall 








Get In Touch With 


Sam Katz Shoe Co., Barnett Shoe Co. of Boston; Sternberg-Stolper Shoe Co., 
C. E. Wethey Shoe Co., S. Stein & Co. of New York; D. Myers & Son of Balti- 
more; and B. Marx & Son of Detroit; our Western representatives, who will 
take care of you, on our product, to your satisfaction. 
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fl SHOE CO. SHOE CO. 
i YNCH SHOE COMPANY 

: W. A. SULLIVAN, Pres. B. F. GREEN, Treas. 
192 BROAD ST. cy YNN, MASS. 
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doing ‘a thriving business. A survey 
of the stores shows that the majority 
have made gains in business over the 
corresponding period of last year. 
While some say business is not as good 
as they would like to see it, yet all 
admit that it is an unusual year and 
the situation must be handled differ- 
ently; furthermore, all are determined 
that they are not going to allow them- 
selves to feel the least disconcerted and 
that matters could be much worse; 
in other words, the merchants of Boston 
are well able to cope with any conditions 
which may arise, whether it is the 
backwardness of the season, or the 
effects of adverse newspaper publicity 
on the public’s mind. 


White Shoes and Windows 

White shoes are the big sellers in the 
shoe stores and shoe departments. 
Bathing shoes have put in their appear- 
ance—they come in surf satin of varied 
colors—the windows have taken on a 
real Summer appearance with special 
trims, oxfords for men and women of a 
medium tan and the mahogany shades, 
with the ever-popular black and white 
and all white shoes in pumps, oxfords 
and novelties are artistically arranged. 
The work of the window trimmer is 
yearly becoming more important and 
the stores of Boston are fully alive to 
the value of the window as the silent, 
but efficient salesman. 


THE WHOLESALE TRADE 


Visiting Buyers Coming Into Mar- 
ket, Medium Grades Best Sellers 


Buyers are coming to the Boston 
market. They are purchasing, for the 
greater part, medium-grade shoes, on 
which a slight drop in prices is noted. 
According to a leading wholesaler, 
there is no indication of any reduction 
in prices of high-grade shoes for Fall, 
although a retail shoe merchant of 
Boston reports that a manufacturer of 
fine grade shoes came to his store and 
offered to make him up shoes for Fall 
at $2.00 less the pair than on former 
specifications. The wholesale trade 
will be in full swing by the middle of 
July and the merchants look for a large 
number of visiting buyers. 


BOSTON RETAIL SALESMEN 


Will Hold Jollification Meeting 
Monday, June 7 


L. W. Hollis of Thayer McNeil 
Company, chairman of the Program 
Committee on Monday night’s jollifi- 
cation meeting of the Boston Retail 
Shoe Salesmen, announces an evening 
of entertainment which will.be strictly 
worth while. The first order of events 
will be dinner, which will be held at 


the Wedgewood—some expéctionally 
good, after-dinner speakers will give 
talks and a four-piece orchestra will 
add life to the program. ‘The other 
features of the evening will be in the 
nature of surprises and Mr. Hollis and 
his assistants, H. H. Dahl of Thayer 
McNeil Company, B: Andrews of Shep- 
ard & Norwell Co., and George P. Kelly 
of Willson’s Shoe Shop, have pledged 
themselves to secrecy and a solemn 
promise to one another not to divulge 
the ‘‘special’”” numbers until they are 
sprung on the evening of June 7. 


A DEAN OF THE SHOE TRADE 


W. D. Brackett Celebrated His 
Eightieth Birthday, June 6 


W. D. Brackett, vice-president and 
treasurer of the Poston house of the 
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Mr. Brackett. came to Boston the 
week that Abraham Lincoln was assas- 
sinated, April, 1865, and entered the 
wholesale and retail business as a 
member of the firm of Goldthwait, 
Brackett & Co., Hanover Street. After 
three years, the firm was changed to 
Cressy, Brackett Company, and the 
business became exclusively wholesale; 
later the style changed to Mann & 
Brackett; in 1880, it was W. D. Brackett 
& Co. In 1873, Mr. Brackett com- 
menced to manufacture shoes, with 
factories at Stoneham, Natiek, Co- 
chituate, Dover, Windsor, Vt.; Farm- 
ington, N. H.; Nashua, and several 
other points. He later sold out the 
manufacturing feature and became 
president of the Batchelder & Lincoln 
Company, Federal Street, until 1909, 
when the Batchelder & Lincoln Com- 


W. D. BRACKETT 


Vice-President and Treasurer of the Boston Branch of the 
Hamilton-Brown Shoe Co. 80 Years Young—June 9, 1920 


Hamilton Brown Shoe Company, cele- 
brated his eightieth birthday on June 6. 
He had just returned from Upper Dam, 
Me., on his annual two weeks’ fishing 
trip, which he has taken every year, 
consecutively, for the last fifty years. 

This, by the way, is the only vaca- 
tion which Mr. Brackett enjoys; the 
rest of the year he is found, Winter 
and Summer, at his desk, 606 Atlantic 
Avenue, from 8.30 in the morning 
until 5 o’clock at night. 


pany was absorbed by the Hamilton- 
Brown Shoe Company. 


A Lover of Nature 


He is not in any sense of the word a 
club man, the only organizatio: of 
which he is a member being the Boston 
Chamber of Commerce, but he is a 
great lover of nature and the garden. 
At his Stoneham home he has a large 
estate on which grows every fruit tree 
which flourishes in New England soil. 
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More than 188,000,000 times this year 
people will read the selling message of 





“Onyx” 3 > Hh astery 


Reg USP Oe 


We believe in Advertising because 
Advertising pays us. 


But it pays us only because, through 
increasing your sales of “ONYX”, it 


first pays you. 
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Emery & Beers Companylne 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Chicago Office: Philadelphia Office : 
31 Bedford Street North American Bldg., State 1033 Chestnut Street 
and Monroe Sis. 


San Francisco Office 210 Pearl Sireet, Mutual Life Building 
259 Geary St. i Buffalo, N.Y. 
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VANGELIN 


SHOES for Women 


THE ROYAL PURPLE OXFORD 
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No. 3634 


IN - STOCK ROYAL PURPLE CALF OXFORD, 
GOODYEAR WELT, 84 LAST, IM- 
ITATION TIP WITH PERFORA- 
TION, NATURAL WELT, WHITE 
STITCHING, 15 INCH HEEL. 


_——_-—- 
—— 
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262 $eS25 125 


Immediate 
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Shipment 
AA-D Price $7 .00 


Inclusive 
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FAMOUS IMPROVED CUSHION SOLE DAVIS 


SHOES, DR. A. REED PAT- 
ENTEE, 1900, 1901. THIS IS NEW PROCESS 


Crumbs of Comfort NOT THE ORIGINAL DR. A. A FLEXIBLE 


Reg. U. §. Pat. Off. REED CUSHION SOLE PRE- 
- VIOUSLY PATENTED BUT CUSHION SOLE 


SHOES HIS LATEST INVENTION McKAY 


A. H. BERRY SHOE COMPAN 


PORTLAND, MAINE 
BOSTON OFFICE ; 428-430 ALBANY BLDG. 
































Buyers’ Easy Reference Directory 


=== “Those totally different shoes c= 


No. 8554 


IN-STOCK 


Fine White Eve 
Cloth Oxford. 
Goodyear: Welt. 
Military Heel. 
Ato D. 


$4.50 Le 


BLUESTEIN BROS. 
a : 


173 SUMMER STREET 
BOSTON, MASS. 


R. A. CHENOWETH & CO. 
147 Lincoln Street, Boston, Mass. 
Mfgrs. of TOP GRADE TURNS 


. A 
Winning Style 





—nationally 
advertised 


—distributed 
internationally 


A representative 
wil! call at your request 


WEST ALHAMBRA CALIFORNIA 


Y, TRACY. CRER Ay to 


ALL LEATHER 
WELTS 


WELTS 


ALIFETIME OF 
SHOEMAKING 
EXPERIENCE 


THE ENTHUSIASM 
AND ENERGY OF 
A YOUNG FIRM 





HARNEY, TRACY, CREHAN CO. 
FACTORY : 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 











IN STOCK 


Honest Wearing 
Children’s Shoes 


Patent Instep Strap, Ribbon Bow, 
McKay,White Lining. 





Carried in Mary Jane 
Pattern Also. 


705—8 4-11 


No. 704 
Terms 5 per cent 
; 704—11-2..... . 10, 2 per cent 30, 
703—2}4-7...... 3.15 ros Pe. = 

i a . ‘erms 2 per cen 

English — Growing 10, Net’ 30, in 
fi less than case lots. 


KREIDER-CREVELING SHOE CO. 


128 Summer Street - 7 Boston 9, Mass. 

















FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make ii easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. ; 


D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 








Kiser, Lech & Ge 


SOLE LEATHER 
AND 
BELTING BUTTS 


TANNAGES 
Mt. Jewett Burke Muskegon 


St. Marys 


332 Summer St., 








A relieved customer is the most appreciative 
There is a sure way to relieve your customers’ foot a 
insure them continual comfort—sell them FOOT-GUARDS. Your 
recompense for the service extended will be in the form of constantly 
increased revenue. Write us for details. 


Footftards 


.FLEXIBLE ARCH SUPPORT COMPANY 





69 E. 12th Street New York, N. Y. 
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B. 243—Number 26 Norwegian Wave 
Bal. Pinked and Perforated. Double 
Sole to Heel. Stitched around. heel. 


B. 134—Bay State Last. Black Kan- B. 232—Marbridge Last, No. 26 Rus- 
garoo Bluchers, H. Single Sole, Good- sia Calf Bal., Heavy Single Sole, Good- 
year “Wingfoot” Heel. year “Wingfoot” Heel. 





SHOES FOR YOUNG MEN 
—AND— 


MEN WHO KEEP YOUNG 


TT a TTT TTT LL LE TTTUITITLILT TELAT UEC EDS 








ETIITEAt iii | 





Visitors in Postcn Curing July are invited to inspect our line of men’s shves at our Bos- 
ton office and at ou: factory. We shall also exhibit at the Boston Exposition, July 20 


to 24. 
Richands & Diedade Co. 
Randolph, Mass. 


Boston Office N. Y. Office 
83 Essex Street : Marbridge Building 
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AZTEC 
CALF 


Ae EC CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. - Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 


MANDARIN 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by | 
the great majority. 








GALLUN 
QUALITY 




















VIKING 
CALF: 


A STRONG grained mellow calfskin 
that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 


NORWEGIAN 
VEALS 


(> of Gallun’s specialty leathers— 
a heavy, rugged, high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 


shoes and are produced in two colors 


and black. 





Four Staunch Leathers for 1920 





A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN - 
A. F. GALLUN & SONS, Inc. 


H. A.. ELY, Manager, 


11 EAST ST., BOSTON, MASS. 








June 12, 1920 





June 12, 1920 
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WHITE SHOE SEASON ON 


Canvas Oxfords Are Most in 
Demand 


One week of extra fine weather 
advanced the white season here about 
a month and merchants report heavy 
sales for this time of the year. The 
prediction of one local merchant that 
the canvas oxfords would be most in 
demand has hit the mark, to date. 
While there are many sales of. white 
buck and kid ties, the canvas low shoes 
predominate. Trade in other lines is 
generally dull. 


**Depression”’ Sales Discontinued 


With two exceptions, the local shoe 
merchants have discontinued ‘‘depres- 
sion” sales. Tector’s, one of the lead- 


ing stores of the city,’ still advertises 
20 per cent off in men’s oxfords. This 
store has ‘made no price reduction in its 
Summer stock of women’s shoes. The 
Quality Shop, recently opened by F. W. 
Osber, advertises a “‘shoes at cost’”’ plus 
25 cents sale for one week. Some of the 
shoe merchants here feel that the great 
slashing of prices in shoes current here 
until a week ago will have a depressing 
effect on the business, pointing out that 
the public now feels that there has been 
an excessive profit made in shoes. 


New Shoe Department Opened 





The Boston Store, a low-price de- 
partment store, has just added a shoe 
department to its establishment, hand- 
ling only low-priced men’s and women’s 
footwear. 


Des Moines 


CUTTING PRICES OF SHOES 


Reductions Being Made by Most 
Shoe Merchants 


In the middle West, the wave of 
cutting prices, which began in Omaha, 
has come to this city for a time. Page 
spreads. are being devoted to the 
reasons why shoes are selling cheaper 
now than they can this Fall. Shoe 
merchants here are making reductions 
in all grades of shoes among which are 
the subway’s offer of $10.00 and $11.00 
shoes at $6.50 and $7.00. Panor’s are 
offering Johnson and Murphy stock at 
$13.85 and $8.00 and $9.00 values at 
$5.85. A special is being made of 
women’s $8.00 white oxfords that are 
to sell at $4.85. Newark offers $8.00 
shoes at $4.65. Seymour Shoe Store 
offers a 25 per cent reduction in Stacey 
Adams, Nettleton and other standard 
lines. The reason given for these 
tremendous reductions are a_ long, 
cold Spring and heavy stocks. 





Weather Better—Trade Also 


The weather conditions in the past 
week have been very good. All stores 
are enjoying a very heavy sale in 
moderately-priced' goods. The tend- 
ency, however, say the shoe merchants, 
has been to wait for the price reductions 
that have been so widely advertised 
in the papers as_ being prevalent 
throughout the United States. 


High-Priced Shoes Slow 


High-priced shoes are moving very 
slowly; in fact, more slowly than they 
have been’for a good many years. The 





salaries of the working class have 
reached about as high a level as is 
possible. and are even on a decline. 
Therefore the factory workers who were 
buying shoes regardless of price, have a 
changed attitude. 


Convention Brings Trade 


Methodist ministers and mission- 
aries from all parts of the world were 
in Des Moines during the whole month 
of May. Many of these people live in 
small towns and leave all of their 
trading till they come to the large cities. 
A welcome card was in the window of 
every shoe merchant and in some cases 
even more elaborate welcome was ex- 
tended. Panors had a model miniature 
Methodist Church built with special 
lighting effects. Other. means of wel- 
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come were_used and the merchants 
have been able to sell much on account 
of their thoughtfulness. 


Slowness Characterizes Buying 


Heavy stocks that have had to be 
turned over at such a low margin of 
profit is the cause of the slow buying. 
Merchants have cut down their small 
orders to even smaller ones. Fair 
Price Commissioner Larimer says, ‘I 
want all merchants to carry a small 
stock so that they will have a quick 
turnover. This is a sound business 
principle that will work.” 
Elwell-Field Manager Returns from 

Trip 

Robert Sturgeon of Elwell-Field’s 
returned last Tuesday from an ex- 
tended trip from the East. All large 
shoe manufacturing centers were visited 
by him, “Calf skins will be cheaper,” 
said Mr. Sturgeon, “I believe the peak 
of high prices has been reached. Manu- 
facturers want the orders and are 
willing to make concessions to get 
them.” 


Old Firm Closing Out 

Emil Schnabel, pioneer shoe mer- 
chant of Des Moines, has announced 
that he will close out his stock within 
the next month. Mr. Schnabel’s 
location has been sold to investors 
who intend to remodel the building. 
He has been in the retail shoe business 
for more than 25 years and now expects 
to retire. 


Fads Club Holds Picnic 


The shoe salesmen of Panor Stores 
held their first picnic of the year at 
Union Park. Hot wienerwursts cooked 
over the fire started the evening, and 
after that the members of the famous 
Fads Glee Club sang. Another event_is 
planned for the near future. 




















Display of Nunn, Bush & Weldon at the Made-in-Wisconsin Exposition, 
Held May 24-29, in the Auditorium at Milwaukee 
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THE TRAVELING SALESMAN 
(Concluded from page 95) 


INDIANA “LIVE WIRE” 


Eleventh Edition Replete With 
Timely Topics 


The Eleventh Edition of the Indiana 
ShoeTraveler“LiveWire,” issued month- 
ly, is just what its name implies—a 
bulletin which keeps the members of 
the Indiana Association posted~ on 
current events, both in the association 
and in outside matters affecting the 
associations. It takes a real interest in 
its members. For instance, one of the 
paragraphs states that “There are some 
elegant positions on file at the Secre- 
tary’s office, Room 220 Saks Building, 
Indianapolis.” ’ 

The Eleventh Bulletin urges members 
to take more interest in politics, es- 
pecially at Primaries. Only four years 
ago this association was instrumental 
in having the absent voters law passed 
in Indiana. 

A “first-class modern hotel’’ is also 
announced—“‘The Indiana,”’ one block 
from the interurban station. A. B. 
Riley & Son are the proprietors; H. R. 
Geycr, formerly room clerk, Hotel 
Statier, Detroit, is chief clerk. This 
association will soon be the official hotel 
in Wabash of the Indiana Association. 


Monthly Meetings Held 


The monthly meeting of the Indiana 
Shoe Travelers’ Association was held 
at the Chamber of Commerce, May 8. 
Previous to the meeting, luncheon was 
A number of visiting travelers 
Immediately after lun- 
cheon, President Meek called the 
meeting to order. A communication 
from James Watson was read in 
reference to the McNary Bill. Mr. 
Watson will give some attention to this 
bill when the proper time comes and 
President Meek, who is co-operating 
with the Indiana retail merchants, will 
assist in trying to defeat this bill. 


served. 
were present. 


**Walton’s Hired Hand’’. 


Among the many communications 
read was one from Charlie Gaines, 
“‘Walton’s Hired Hand”’ as Charlie calls 
himself. Charlie has a way all of his 
own in expressing business conditions; 
whether or not they are good or bad, 
they are all the same to Charlie—he 
just laughs anyway or tells a funny 
story and then his hearers have to 
laugh. When Charlie is out on his 
territory and can’t attend the monthly 
meetings of the association, he puts his 
thoughts into writing and sends them to 
the Secretary. : 
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Committee on Club Rooms 


By vote of members present the 
President was authorized to appoint a 
committee to select a suitable place for 
club rooms, which will be known as the 
Indiana Traveling Men’s Shoe Club, 
where all visiting members of the 
National Association are welcome at 
any time. A member: of any of the 
sister organizations can go to these 
offices and get any information we may 
have pertaining to the shoe business by 
presenting his card. 

“One Shoe”? Baker 


J. Ralph Baker, a member of the 
Boston Association of Shoe Travelers, 
gave an interesting talk on the shoe 
game. Mr. Baker spoke from many 
angles, as a salesman, a traveler and a 
manufacturer. As a manufacturer he 
said it was a hard problem to get and 
keep good labor, that it was impossible 
to get out as many pairs of shoes today 
as a year ago with the same amount 
of help—due to shorter working hours— 
and that high prices prevail. A few 
years ago a cutter received $16 for 
cutting 100 pair of shoes, today he 
receives $24.43 for cutting fifty pair. 


Mr. Baker up to a few years ago was a . 


successful salesman for Churchill & 
Alden Co. He conccived the idea that 
there was a demand for a certain shoe 
made from a soft leather, which could 
be made neat in appearance, durable as 
to wear and would be comfortable. 
Experimenting on lasts and patterns, 
one last was adopted in all widths and 
combinations. Today his factory is 
turning out over 600 pairs of men’s 
shoes daily and now they call him “One 
Shoe”’ Baker. , 
Annual Picnic 

The Indiana Shoe Travelers held 
their annual picnic in. Indianapolis 
Friday, June 11. Many members were 
there with wives or sweethearts. Base- 
ball, foot racing, jumping, horse shoes, 
bowling, five hundred, and even bridge 
were enjoyed. Prizes were awarded to 
the champions. 


McCARRON IN ST. LOUIS 


Represents Rogers Shoe Company 
With Women’s Novelties 


Graham McCarron will represent the 
Rogers Shoe Company, manufacturers 
of women’s novelty shoes in St. Louis. 
and will call upon merchants in the St. 
Louis district. 


IN CO NFERENCE 


Sales Force of Manss-Owens Co. Get 
Together 


During the past week the sales force 
of the Manss-O wens Company has been 
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at the factory in conference. Fred C. 
Earle of Chicago and W. L. Costello of 
New York both report very good 
business for this season. G. W. Simpkins 
will represent the Manss-Owens Com- 
pany on the Pacific coast this coming 
season. He also has been at the factory 
during the past week. 


IN OLD TERRITORY 


John Allen with James Clark Com- 
pany 

John Allen, who for the past 26 years 
has sold shoes in Iowa, has associated 
himself with the James Clark Company 
and will represent them’ in his old 
territory where he is well and favorably 
known to a host of Iowa retail mer- 
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JOHN ALLEN 


Who Has Sold Shoes in Iowa for Over 
a Quarter of a Century 


chants. Mr. Allen for fourteen years 
traveled for Bentley-Olmsted Company 
and for six and a half years for Hamilton 
Brown Shoe Company. Prior to com- 
ing to James Clark he was in business 
with E. W. Williams in Winona, 
Minnesota. 


WILCOX A BENEDICT 


Clark L. Married to Miss Madelyn 
H. Emerson 


On June 5, last, within a setting of 
palms, ferns and Spring blossoms, the 
wedding of Miss Madelyn Hayden 
Emerson, younger daughter of Mr. and 
Mrs. Charles O. Emerson, to Clark 
Lewis Wilcox of the United States 
Navy and traveling shoe salesman 
for the Whitman & Keith Co., Brock- 
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WANTED TO PURCHASE ton, was solemnized at the home of MISCELLANEOUS 
the bride’s parents. The ceremony 
was witnessed only by the immediate The 
families of the young couple and a few i 
intimate friends, iacluding members of Counter Flexit 
a sewing club with which Miss Emer- Machine 
son has been associated. 

There were no attendants. The 
bride was given in marriage by her 
father, Charles O. Emerson, head of 
the Emerson Shoe Company. 

Mr. Wilcox, who is the son of Mrs. 

We Buy for Cash Harry MacNeill of Fonda, N. Y.,.is in 

Manufacturers’, Job bers’ and the United States Navy, in inactive 


Retailers’ Surplus Stocks, Jobs, . ‘ 
Close-outs. service, with one more year to serve. 


= nee TOO LARGE He is associated with the Whitman & 
a ee See Keith Shoe Company as a salesman, 
Seas Bs eertasines ef ‘whet you covering Pennsylvania and Ohio. He 
Short Term Leases Taken. attended Staunton Military Academy 

2 ony Eas Saek Value. in Virginia and during the war was 


VAN PRAAG & CO. stationed at Newport, R.1., with the 


Shoe Dept., Martin Posner, Manager . 
459 Broadway, New York, N. Y. rank of ensign. 
Telephone 2248-2249 Spring 











Soften Counters 


The Right Way 


ON’T let your clerks do it 
by hand and risk break- 
ing or checking heels. 











SALESMEN WANTED 


WANTED—A shoe salesman to handle a line of 

: men’s shoes, made near Brockton, for the best 

DO YOU CONTEMPL ATE jobbing trade. Only high class man, capable of 

+ , commanding the best trade and of large acquaint- 

Retiring or going out of business? olen —_ oe — apply. yo om § 
~ . ion present connections and pas’ lo 

Ly 2 2 Bengal for your entire or surplus Address & 28, care Boot and Shoe Recenter, 207 

having a short term to run taken South St., Boston, Mass. 

over. Established 25 years. GALESMEN WANTED—Upening tn one or two 

I OLENICK established territories. Pdpular line covering 

° -tadies’ and growing girls’ department. Address 


413 Broadway, New York Tel. 9531 Canal O. Box 266, Auburn, Me., stating experience, 
present connections and territories covered. 


OPPORTUNITY 
WANTED FOR EXPORT FOR LIVE SALESMEN 


{ Gow es sa 

‘ Discontinued Numbers ay i 
YOUR i Several salesmen are desired to 
represent a manufacturer of me- 


: Entire Stocks 
t FOR CASH dium-grade men’s, women’s and 
NEW YORK EXPORT boys’ shoes in Middle West ter- 
PURCHASING CORPORATION ritory. Good opportunity for 
515-517 Broadway, New York City, N. Y. live wire salesmen desiring con- 
nection with a nationally adver- 
tised proposition carried in stock. 
oe aoe eee and 7 
ecorder, 189 West Madison St., 
MISCELLANEOUS Chicago, Illinois, or C26, care 
Boot and Shoe Recorder, 1627 
Locust St., St. Louis, Missouri. 


; “FISHER” For Sale by 
tenet Most 
ne VE MISCELLANEOUS United Shoe Machinery Corp. 
COUNTE ren THE OSCAR ONKEN Co. / TITITTITT iii 
snaps 1154 4th Street 4 Milb dt R lk 
i. upbra oling 


Without A Hel i? CINCINNATI, : 
Weak OHIO, U. S. A. “T é Step 5 aidens 


Prevents the Counters of Boots - aad 
Shoes from Runni Over. — 5 fi Shoe Store ; 
lied. No Repair rtment shou Chairs are made in a great many 
without them. Fitting styles to a S nde of 
stores ai elvin, e 
The New Improved Stools will enable you te get 
” Settees , along with less help, save 
“E W Window ny B the wear and tear on your 
° ° 1 E e shelving — help the ap- 
SHOE STRETCHER -ecamdl Bearance of your, store 
u a 
will adja Bo. ay or —_ fee ES orn og ond "eetldfaction 
shoes hole sizes _withou and guaran 
ee ey bm < Modern ins x Write for our latest cata- 
tretched either Design showing 18 styles of 











The Counter Flexity Machine 
softens counters all around he 
edge at a single stroke 











There is no doubt in my mind but that 
your machine is a very valuable necessity 
for any shoe store big enough to warrant 
the small expense of putting it in. Break- 

i ng. down counters and making heels 
split is a very common fault and your 
machine obviates it. No arguments would 
seem to be necessary to place the machine 
on the market. 


H. B. Scates, Wm. Filene’s Sons’ Co., 
Boston, Mass. 














Counter Flexity Machine Co. 


Lynn, Mass. 
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“MAKE YOUR SHOW WINDOWS PAY YOUR RENT’ ceneens os WOR as other 
————————————————_________e ° 


Job Lots of Shoes & Leather rio me 


~ Are Sold Through the 
Recorder Want Ad Page 2410 No. 10th St. 
ST. LOUIS, MO. 


5 CENTS A WORD 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth ITIONS WANTED—Four cents 


page per issue: 
l time 7 times 13 times 26 times 52 times 
$5.00 $4.00 $3.50 $3.00 $2.50 
8.00 7.00 6.00 5.00 
. 12.00 10.50 9.00 7.50 
20.00 16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


ANTED—Salesmen to carry our line of high- 


grade ladies’ shoes, for the States of Kentucky, 
Tennessee, Alabama, and Mississippi. Must know 
the trade. We have a good proposition for the 
right men. Give previous experience with = 
letter. Address C16, 6. care Boot and Shoe Ri 


207 South St:, Boston, Mass. 
We have an established business in Michigan, New York State, 


Ot established nationally known Boston Jobbing 
House has opening for several live-wire ener- Philadelphia and surrounding territory, Chicago and surrounding 
getic road salesmen who can produce. Submit territory. We are expecting to o i up the territories of North and 


oye A a ay Py oe South Dakota; Washington, and Oregon; California, and Nevada. 
Boston. Mass. ; — — is —— — ranging mig ot an < _ oy —a 

line and bals at $4.75 to brown surpass kid at $3.00. e line includes 
Log = ee Ee B22, -% black and brown kid, black and brown calfskins, side leathers, black 
New maqptiating consnrn, all territories open. and brown pony kid. We have a wide range of lasts and patterns. Our 
— hy Ty om and Shoe Recorder, 207 factory is said to be the fastest growing organization in the East. 

a Applicants for the above territories must be able to give satis- 
EXPERIENCED A, ras ines factory references. Honest, hard-working, business-building sales- 
and children’s stitchdowns. ‘Territory Mid men having an established business in the territory applied for will 
Atieatie,. Middle West and Southern States. ——- be given first consideration. In your reply to this advertisement state 
Address = — Soa. Son age, nationality, experience, kind of shoes sold, whether married or - 
South St., Boston, Mass. ‘ single, and number of years spent in territory applied for, and other 
SALESMEN-W WANTED—Kansas City. Mo.: information that will help us to make a decision. 

Chicago, Ill.; Minneapolis, Minnesota Applicants who are strong business-building salesmen and who 

have made a success with other shoe lines may make satisfactory 
financial arrangements with us. Address C24, care Boot and Shoe 


Recorder, 207 South Street, Boston, Mass. 



































SALESMEN WANTED POSITION WANTED 


commission proposition “en Baa. 
ae ane, oe ecorder, 189 West Madison St. 

Chicago, I AN Geaiting to cell es bey om red for’ ae phi Lady gag 77 yr July 1 + fac- 
AN in-stock medium- ig to w wn enz ity line. er men’s or i 
M UFACTURER pvt Tt to “Ease” work shoes in territories in Minnesota fine shoes. Territory. west of nog 4 — 
is famed a men for 5 years’ experience, alwa 
South pow mendes wanted — Applications should contain all detail of your sold big volume. Address C21, care | t and Shoe 

Bess, care Boot and Shoe Recorder, ser on pest st uninewe life, age, etc. } Fry give us the Recorder, 207 South St., Boston, Mass. 

-, Boston, Mass. came information you would desire if you. were in POSITION WANTED—I can place any Shoe 
GHOE SALESMEN wanted to soll: shoo aces Soe ee ee etn Caneu usiness on a permanent paying basis. I am 
Liberal commission. State - Milwaukee, Wis an capa er and manager. I have aoe 

pe 0 “ R Address ‘ a success for m and will take a a good chunk 
B845, care 9 and Shoe Recorder, 207 South St., stock in a a eg where I have the buying and 
, Mass managing end. FI aw in sensationa 
SALESMEN WANTED =< cg rag wneen : guarantee to place 
n-down Business” profitable basis in 
QUE of the oldest shoe manufacturers in six months. eee nae sae 


the Central West maki a general line of itivel 
A E e l shoes, will dg open a teretory i in ‘  e | oo wy f Kadress 2: 2416 6 N. veth § St., ‘enue Neb. 
n xceptiona Minois 2 yO wil be cutsiiwed. ALES MANAGER A successful shoe salesman 
n ve complete detail regarding yourself in eee ee eee how ‘eo 
Oppor tunl ty yy Rye s —— L.A Recorder, — copecelly a line to build up for retadd trade that 
has lore been = 3 to jobbers. ott 


oS) West Madison St., Chicago, Ill. Add 
Recorder, 207 South St., , Bay Mass. 
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A MIDDLE WEST manufacturer 
making men’s medium to high- 


grade dress welts will have vacant Special Opportunity Manager Wants 


— esr = commas wages 
orrespon ence s invite Tom sales- : es? 
men covering Pennsylvania and ° es : Position 
Virginia. It is not our policy to Experienced Salesmen Payee a , 
an wi roa experience in shoe 


advertise for salesmen, but as our 
proposition is one of merit we are ee tt aes ee factory work. Knows office and 
ooking over the field carefully in : openings manufacturing details, akvertiine. 
order to sécure the best man avail- oz soot th. ay eae g and management of in-sto 

able. In answering please give ae departments. No bad habits. Best 
sufficient information to judge your carried in stoc only suc- of references. Prefer location in 
pee’ - — wit, te —aaeed aon or vicinity, ocala — 
confidentia ress care Boot yearly sales sider proposition elsewhere - 
and Shoe Recorder, 189 West Madi- selling. ; ont , dress C23, care Boot and Shoe 
son St., Chicago, Ill. A Boot and Recorder, 207 South St., Boston, 

ass. 
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Boot and ShoeRecorder 


OFFICES IN 
BROCE TON OFFICE: 224 piemetegte.. Geo. W. 


R. Hill T 
CHICAGO Orrick: 109 Went Mes Madison St. Tele- 


June 12, 1920 


POSITION WANTED FOR SALE 


ander invoice 
BUYER AND MANAGER a a cy eS ee 
of live, aggressive shoe store or shoe de- years’ successful upbuilding, ye yearly sales $60,000; 
ponte te in the West preferred. Experi- corner location; t window display; iease 
ence in buying women’s shoes, ‘also rub- oy it: Ba’ immediately, Dickmans, en 1608. —, 
cnertcces ast nm seas st. LOUIS OFFICE: 1627 Locust St. “B. C. 


pom findings, Fanon: for men’s, women’s 
ped ng er ms Se lepartments in ay of Chi- a ne a a M, 
it- tores; man- tore 
ive cag cuales: commuiiial alanine ae ae ee oe NEW YORK OFFICE: Room m 102, Graham Bldg. 
store well fitted. Address C19, care Boot and Shoe 3 27 Duane A See Walter Scott, Manager. 
Recorder, 207 South Street, Boston, Mass. P mrste DELPHIA OFFICE: 929 Ct utSt. H. 
HAVERHILL OFFICE. Chamber of Commerce 


irty-two years of age, married. Best 
Cig Fe ye tn 
it it 
Boot and Shoe "Recorder, "207 South St., oe Hilly Manager. Bank Blig. Geo. 
Boston, Mass. CINCINNA OFFICE: 501 First National Bank 
HELP WANTED Bldg. B. C. Bowen, Manager. Telephone 
ROCHESTER OFFICE: 609 Powers Bldg 


jan ~ Seward, Western New York Rep 
one Stone 6314. 
LYNN ‘OF 


FICE A. Gannon. 
MILWAUKEE OFFICE: B.C. Bowen, Manager. 
EXPERIENCED shoe salesman, with two as + Office: L. 


: 2 Rue des Italiens. Hubbard, 
helpers, covering Missouri, Nebraska, Kansas, don Oc 
Oklahoma, and Texas, wants 'medium-priced line kageens ice: ae yrs Moansee. Man- 


of women’s and growing girls’ McKays or welts, sion H. 

stores (which store does a yearly volume medium-priced line of Comfort shoes or medium- Australian Of Office: 430 —— Leritins Bi , ER 

of business in excess of $2,000,000), wishes priced line of children’s turns, barefoot sandals G. Jervis Fm 

to retire from active management, but -— Bobbi shoes. en 5. line for volume — Continns tal Offi eg willl iam Se um Selzman, Manager. 

fe i: i he ri fe and j ing trade in is territory, on strai 

eee ey ae es ee ee 2 jon basis. Address Cli, care Boot and ARGE TINA: Gorenia, . M. Elizondo, Calle 
x garantie, Leon Seenhasans Ruaido 

por ngs de Janei 


h vi ivi iti commiss 
eac of the several executive positions a rt R . M 


business of this size 
ite. 
Mr. E H. create. O. Box 422, Havana, 


Appiicants must possess initiative, en- 
pane mo pe erncent har rong knowledge and 
Cc 
SPAIN: Gerente, Leoncio de Miguel, Librero- 
20 Fuencarral, Madrid. 
MEXICO: 


imagination—he must be a specialist in 
the particular branch of this business for 

Gerente, Jose Elizondo, 4a Del 
Cipres Row Mexico, D. F. 


which position he applies—he must real- 
—. Yokohama, J. F. Wagen, 











references. Address care Boot and 
Shoe Recorder, 189 W. Madison St., Chi- 


cago, Hil. 


























Wwinnow TRIMMER—Excellent vacancy for 
an expert window trimmer with chain shoe 
store & ience. Adler Shoe Co., 215 West 125th 
St., N. Y. City. 


EXECUTIVES WANTED 


The owner of one of America’s great shoe 


LINE WANTED 














ize that real success is gained only through B USIN ESS OPPORTUNITY 
hard work, must be able to stand pros- 
perity and must have some cash to put in 
the business provided after a few months’ 
connection the proposition looks to 
him, and provided his work is satisfactory 
to the owner. 
The object of the owner (who is a man of 
means) is to finally sell ly for cash stock to wholesale and general store distribu- 
and partly on credit to these ambitious tion. An opportunity to reliable manufac- 
young men who show real abili ity to hold a to secure ong eee outlet: Write about 
and meng yo the large patronage and ‘our proposition immediately to K309, care 
w ‘ich the firm has Boot and Shoe Ressolier, 127 Rese St., New 
nn p+. ed. York City. 

Your first icser must give al] particulars 
regarding yourself, including salary ex- 
pected, otherwise you will receive no 
reply. Address your reply to J. M. Watson, 
puseepelty. care of the Guarantee Shoe 

, San Antonio, Texas. 








Shoe Manufacturers, Attention! 


Established wholesale house desires to co- 
operate with manufacturer in disposing of their 








MISCELLANEOUS 
Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 
CURVED JAW CUTTING 























WANTED TO PURCHASE 




















MANAGER WANTED 








Display Manager Wanted 


Sell your services to one of the South’s largest 
and most pro ive shoe stores. Ano tu- 
nity is now offered to the young man can 
qualify for the position as a-ivertising expert 
and window decorator for a shoe store doing a 
large retail shoe business. $309.00 per month 
salary to the “oo nar Fg full parti lor lors 
in first letter. hoe Company, San 


Antonio, Texas. 











Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your |. 
hands. 


Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 


NIPPERS 


The ony nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


““Manchester” 
Trade Mark Reg. U. 8. 





are made of 
387 Broadway, New York, N. Y. higbs ese tool steel, 


lated with a 
AGENCY WANTED Phone Canal 4119 ved jen that ena- 
We also purchase clothing, 


bles you to cut the 
TON ca Mara caaeieres — |_hatt, furnishing goods, ete = = = 
of U. S. A. 


insole. 
representatives require sole agency a 
makers of gent’ 8. ladies’, youths’, maids’ and Be sure and specify 


hild boots des, over above 

ae es good firm for all if le. for ‘““MANCHESTER” 

Advertisers have — branches and ts e ved jaw ahen es 
us direct if 


over all in addition to home traveler leaving 
BROOKLYN PURCHASING SYNDICATE your ancien cannot 
FRANK WA Proprietor 


land each year and branch 
Correspondence invited and rough draft a agreement LKER, } supply you. 
Fact one Shoe Recorder, 207 South x Boston, C A H P A I D POP 


_ 











4 dk SH INV 


We bu ick and pay highest cash 
Mo be art. 20d oy ers nt ote 








and not by advertisers who act as travelers only 
now. Finest of references iven. wae wi 
fullest particulars, “Indian Boot W: Care Frank W. Whitcher Co. 





nch managers coming 

also. All orders paid for against documents by old 

established wealthy East Indian houses 

sent on epplication if firm suitable vious ex- 610 Broadway, Brooklyn 

perience U. S. A. goods, old firm unable to Phone, Stagg 1757 Price, $4.50 

Branch 

for shoe stores or surplus stocks of shoes or Boston, Mass. 323-325 W. Lake St. 

for other merchandise. Leases taken over. 











FOR SALE 





AN at atemnative Fst in 2 oes ove, fe mo 


= L.. 4 — Se to investigate 
Max Kalter Mercantile Co. 


591 Broadway New York City 
Phone Spring 5160-5161-5162 








No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER ” all the time. 
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BOOT AND SHOE pte Rae ay 


THE RECORDER CREED: Getting More Shoes Sold Right; not only rm 4 but iy age A sold for nag retail 


t fitting, for the right tthe right 
purpose of “oT he Boot a Sito Recorder" isto help nclve it; for this i the baste blem 1 


och depends the progress of the entire allied industries relating to shoes and distribu 
Annual Subscription in the United States, $3.50! per copy, 25 cents. Conedians $6. 00. wae 2g $10.00 
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* Harney Shoe Co., 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co, 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


Member of the Associated Business Papers, Inc. Member of the Ey Root Newspaper Ass'n. Member of Audit Bureau of Circulations 
Entered at the Post Office, Boston, Mass., as second-class matter 
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BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass..... . . 
Ahearn, John, Boston 
py C. H., Co., eg Mass 

ier Shoe Co., Brooklyn, N ry 

& Bridgeo, Inc., Lynn, Mass 

Allied Shoe Co., Newburyport, M 
Ault-Williamson Shoe Co., Auburn, Me.. 
Bacon-Rollins Co., Lynn, M 
Bancroft-Walker Co., Boston 
Barnett Shoe Co., Bosto 
% 4 4’™ ieedien, Mass. 
Bi t-Somers , Lynn, Mass.. 
Bates ns ed , Webster, Mass. . 
; Shoe Cos Portland, Me. 
Binesicta _ , Bosto 
Blum Shoe Mfg. Co., “Dansvile, N.Y 


-Boardman Shoe Co., 
Brooks 


Shoe Mfg. Co., Philadelphia. . 

Brown Shoe Co., > Louis, M 

Burdett Shoe Co., ynn, Mass. ... 

Carter, J. W., & am Nashvills, Tenn:, and 
hicago 3d 

Chenoweth & Co., R. A., Boston 

Collins & Staples, Haverhill, Mass 

Consolidated Slipper Co., Haverhill, Mass. . . 

Converse Rubber Co., Malden, M 

Cotter Shoe Co., L: "¥ M 

Creighton, A. M., , Lynn, Mass. . 

Crossett, Lewis A., Co., 0. ‘Abington, Mass. 

Cushing Shoe Co., Lynn, Mass 

Dalton Co., Brockton, Mass. . 

Diamond Shoe Co., New York.. 





Nat. D., ‘Shoe Co., pov 


Donley, W . E., Shoe Co., Keneshe, Wis. 

Eaton, Ch ot Co., , Brockton, Mass 

Edmonds Shoe Co., 

Edwards & Co., J., 

Elam, F. S., Shoe Co 3 

Emery & Marshall Co., Haverhill, Mass... . 
ir-Way Shoe Co., Newburyport, Mass... . 

Fern ~¢ vd o ig The Boston 

Fisher, Ss ej 

Freeland He Rother 

Gooden’ W 1 on rl N: Y 

Goodrich, Hazen B., Co., Haverhill, Mass. . 

Gregory & Read Co., Lynn, Mass 

i, chnveee Shoe & Legging Co., Hagerstown, 


, Co., Rochester 
eeeed t Shoe Co,, The, Haverhill Mass. . 
bg Lynn, Mass. . 
Harney-Tracey & Crebien Co., Lynn, ‘Mass. 
Hartman Shoe Co., Haverhill, ‘Mass 
Heilbrunn & Sons, se Rochester, N. Y.. 
Helming-McKenzie, Cincinnati, 
Hennessey, Maxwell & Hennessey, 





Co., G. W., Lynn, — 
, Con. Philadel phia. . 

Holters Co.. The, Cincinnati, O 
Hopkins & Ellis Co., Haverhill, ag 
Hoyt, F. M., Shoe Co. , Manchester, N 
Johnston & Murphy, Nowark, N. J 
Keith, P. B., , Brockton, Mass 
Kelly, John, Inc., Rochester, | ee 
Kiely & Co., T. j., Lynn, Mase 
Kleine Haney. 4 Co. as on 
Knox a 
Kreider, % nS 


L 


Marston & Tapley Co., Danvers, Mass 
Mayer, F., Boot & Shoe :Co., Milwaukee, Wis. 
McElroy-Sloan Shoe Co., St. Louis, Mo... . 
Menihan Company, The, Rochester, N. Y . . 
Mitchell-Caunt Co., L; 
Nettleton Co., A. E., 

Anderson 


.Y¥ 
Newton ae * Ce Hiaverbit Mass 
Na Baby Shoe Lynn, Mass 
Oriental Boudoir Gos The, Haverhill, Mass. 
Packard M. A., Co., Brockton, Mass 
Palan, A., Shoe Co.. St. Louis. Mo 


Parker-Holmes & Co., Boston 
Pennington-Crowell Shoe Co 

Phillips-Cram Cosp.. Haverhill, M 

Posner, Dr. A., Shoes, Inc., New York City. . 
Puritan Shoe roe Inc., New York Ci 

Reece Shoe 

Rice & Hutchins, Inc., 

| amma & Brennan Co., Randolph, Mass. . 
Riemer, A. H., Shoe Co., Milwaukee, Wis. . 
Rindge-Kalmbach-Logie Co., Grand Rapids, 


Schapiro Co., L., 

Scientific on Co., yi ~% York city 
Smith, R. P., & Son, C ‘ 43, 
Smith: Wallace Shoe ence go. . .86, 88, 56 708 
Smith, Wm. Sumner, Chicane 129 
Stacy-Adams Co., Brockton, Mass 

Standard Felt Co., West Alhambra, Cal. . 

Stetson Shoe Co., The, So. Weyntouth, Mass. 
Stewart Shoe Co., Haverhill, Mass 

Stickles, L. D., Shoe Co., Red Wing, Minn. 
Sullivan, P., & Co., Cincinnati, oO 

Thompson Bros. Shoe Co., Brockton, Mass. 9, 122 
Timson Bros., Inc., Boston 120 
Tougas Shoe Co., Boston 

United States Rubber Co., New York City. . 
Upham Bros. Shoe Co., Stoughton, Mass... . 

Utz & Dunn Co., Rochester, N. 

Watson Shoe Co., Lynn, Mass 79, 
Westcott-Whitmore Co., The, Syracuse, N. Y. 120 
Whitman & Keith Co., Brockton, Mi 2 
Witherell & Dobbins Co., Haverhill, Mass. . 
Wright, E. T., Co., Inc., Rockland, Mass. .. 


LEATHER AND OTHER MATERIALS 


Castle rte a Sg N.J 

reese ook Co ~ eee ass. 

Donovan Bros., Bosto 

Farnsworth-Hoyt Co., "Bosto 

Feonen Publicity pew > New York 
it: 

Foerderer, Robert H., Co., Boston 

Gallun, A. F., & Sons, Milwaukee, Wis 

Hecht Co., F., New York — 

Holbrook Co., W. H., Bosto 


Jones Co., iF. E 

Kepner, é.D 

Keystone Leather Co., Philos. 

Kistler, Lesh ,, Co., Boston 

Lawrence, A y 

Levor, G., & es, Inc., Gloverwile, N. é-2 
Monarch Leather Co. ‘ "Chica 

New Castle Leather Co. ee York 

Pfister & Vogel Leather Co., Milwaukee, Wis. 133 
Raepies. Fred, Leather Co., Fond du Lac, 


Snyder, H. 8S. 

Standard Kid Mie, 

Thomas, Lake & hiton Co., Bosto 

United States Leather Co,, New York City.. 
Vaughan, Geo. C., Peabody, Mass 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson & Co., New York City 
Chamberlain, B ." Boston 

Coultas Co., D. W 

Counter Flexity Machine Co., Lynn, Mass. . 
Curtis-Leger Fixture Co. Chicago 
Decorators Supply ce. 6 Chics 


Fashion ee To., B yn 
Flexible Arch Co,, N 
Londen Mtg. Co Los Angeles, Cal 
, & Co., ena . 
Mau Rite cit Slipper Co.. 
mage ME "ive t. Louis, Mo 
+ gy A. rein Machine 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 
BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
CHARLES G. uRHILLIPs, President 
EVERIT B. TER ‘ 
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SWAIN, CARPENTER é h NAY, Counsel 
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PUBLISHERS’ NOTICE 


SUBSCRIPTION—The subscription 
Boot and Shoe Recorder is $3. ne tiodly 
advance, which includes postage in the United 
States, Cuba. we ogee 8 oon Philippine 
Islands and Mexico. The price for Canada 
is $6.00 a year, including postage. 

PORE SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 





Steinhardt, A., & om New York City 

Taylor, Frank, Bosto 

United States “aber Co., New York City, 
Front Cov 

Vanity Novelty Works, Brooklyn, N. Y 

Whitcher, Frank W., Co., Boston 


Win-Deco Display Service, Bosto 


MACHINERY, LASTS, Ss a SUPPLIES, 
DRESSINGS, ETC 


ae Shoe Re Co., “eR 
Yong Cork Co., Pittsburgh, Pe 


fe em Co., Brockton, Mass 


Everett & Barron Co., Providence, R. I 
Griffin Mfg. Lo, New York 
i Polish Mfg. Co., Inc., Phila- * 


ermoenmite pe 
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June 19, 1920 BOOT AND SHOE RECORDER 


WITH THE ADVENT OF SPRING THE NEEDS 
OF WINTER SERVICE GIVE WAY TO 
GREATER SHAPELINESS OF HEELS AND 
TOES AND APPROPRIATE SETTING FOR 
THE SHEEREST OF SILK HOSIERY. 


THE BEAUTY AND SMARTNESS OF FOX 
FOOTERY FILL THESE REQUIREMENTS. 
BESIDES ADDING THAT DESIRED TOUCH 
OF INDIVIDUALITY WHICH ENHANCES 
THE CHARM OF THE STYLISH, WELL- 
SHOD WOMEN. 


TYING UP WITH FOX FOOTERY MEANS 
AN UNUSUALLY POWERFUL STIMULUS 
TO THE SALE OF GOOD SHOES, A LARGE 
FOLLOWING OF SATISFIED CUSTOMERS 
AND GRATIFYING PROFITS. 


CHAS. K. FOX, Inc. 


Haverhill, Mass. 


BOSTON: New YORK: 
54 LINCOLN ST. MARBRIDGE BLDG. 
CHICAGO: BROADWAY AND 34TH ST. 
GREAT NORTHERN BLDG. : ROOM 632 





Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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This advertisement will appear in the June 19 issue of The Saturday Evening Post 





the 
SECRET is in 
the LEATHER 


MAN need not sacrifice comfort in having 

stylish shoes. The secret is in the leather, 

and it’s a secret many men will learn with 
satisfaction. 

The very qualities that give kid leather its 
congenial comfort make possible the finest- 
looking shoes. 

Good kid, such as Vode, is light and flexible. 
This means greater refinement in shoe making, 
and atrim shoe that follows the lines of your foot. 

Many a man has been surprised at the long 
wear of kid shoes, but few realize that, for its 
weight and thickness, kid is actually the strong- 
est of all upper leathers. This fact was proved 
in tests for tensile strength, made by Professor 
George B. Haven ‘in the laboratories of the 
Massachusetts Institute of Technology: De- 
spite its light weight, genuine kid, like Vode, We shall be glad to send you 
stretches but little and practically never breaks a booklet describing, .in detail, 

‘ ‘ Professor Haven’s tests. 
through in wearing. 

The proverbial comfort of kid is not due alone 
to its lightness and resilience. For the hair cells 
are so constructed that kid leather allows the foot to 
“‘breathe,” with attendant freedom from perspiration. 

Add to the qualities of style, comfort, and durability 
the important detail that kid shoes are particularly easy 
to keep clean, and you understand the growing popu- 
larity of Vode Kid. 

This popularity has brought forth many other ' 
leathers that masquerade as kid. The shoe manufac- 
turer and retailer who sell shoes made of Vode Kid are 
good men to patronize, because you know they are pro- 
viding genuine kid leather. You can get smart shoes 
of Vode Kid in tan, dark brown, and black. They give 
you the rare combination of style with comfort. 











STANDARD Kip Manuracturinc Co., Boston 11, Mass. 


‘Vode 


The Leather snors or voDE KID po NOT MEAN | 
for Fine Shoes _wIGHER-PRICED SHOES, BUT BETTER SHOES 
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Tred-Lite Steppers 


Guaranteed to Wear 60 Days 
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THE BOTTOMS ARE 

GUARANTEED TO 

WEAR SIXTY DAYS 

OR WE REPLACE 

THEM WITH A NEW 
PAIR. OF 
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We are launching our Advertising Campaigns in waves that sweep the country and wash the shores 
of foreign lands. 
The effectiveness of these Campaigns is attested by the inquiries. that pour in on us by every mail 


from all parts of the English, French and Spanish-speaking World. Every one of them represents a 
business prospect seeking a Retailer or Manufacturer to whom his business will go. 


The business of the ‘‘F. B. & C.” Institution is too widespread and far-flung for our policy to admit of 
favoritism or discrimination. 


We create UNIVERSAL interest and confidence in 


“F. B. & C. Kid” 


and depend upon the keenness and initiative of the Manufacturer and Retailer to capitalize 
this interest in his business. 

We deliver the business at your door—You must store it away in your bank accounts. 

We play the ball into your hands—you must make the goals. 

To the astute the idea at once occurs of telling the customer that they have shoes made of 
the most talked of leather on the market. 

Couple’ your local advertising up with our National Advertising ond arrive with 
“F,B. & C. Kid.” 


SOME FAMOUS LEATHERS: 
“F, B. & C. White Washable Kid No. 81” 
“F. B. & C.” Bronze No. 00 
“F. B. & C.” Light Chestnut No. 7 
“F. B. & C.” Dark Chestnut No. 98 
“F, B. & C.” Smoke No. 24 





Amalgamated Leather Companies, Inc. 
(Formerly F. BLUMENTHAL COMPANY) 


Wilmington, Delaware 
The Largest Manufacturers in ne GED of Glazed Kid and 


Largest Consumers in the Go of high classraw material 


Write us for 1920 Color Card and Electros for your own use in local advertising 
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The Original 
Full Gratin 
Glazed Horse 
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TRADE MARK 
REGISTERED 


In Blacks--In Colors 


STRONG AS HORSE 
SOFT AS KID 


Pleases the Wearer 
Profits the Retailer 
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Demand the ORIGINAL GLAZED HORSE 
ARISTO KID from your shoe manufacturer 


~ 




















Manufactured Solely by 


B. D. EISEN DRATH TANNING CO. 




















Tannery 
RACINE, WISCONSIN 


| i 


Chicago 
130 N. Wells St. 





AULA 
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Long 


Division Blindfolded 


The Monroe is error-proof. Its operation is purely mechanical 
You can even do Long Division without looking at the machine 


AKE, for example, 33180.84—98.7525. De- 

’ press the dividend, 33180.84, on the Monroe 

ey board and turn the crank forward. The 
dividend appears in the lower dial. Then depress 
divisor, 98.7525, on the key board. 


Now—simply as a_ test—blindfold yourself. 
Turn the-crank backward. The Monroe is dividing 
for you. You can’t make a mistake. The moment 
you turn too far, the bell rings. A few quick shifts 
of the carriage—a few turns of thé crank and— 


Look! There in the upper proof dials is your 


answer, 336. Time, 6 to 9 seconds—more than’ 


four times as fast as the old pad and pencil method 
which never was sure. 

Subtraction on the Monroe is even faster than 
division. Turn the crank backward just once and 
you have the correct answer. Multiplication and 






Calculating — 


addition are done with equal facility—turn the 
crank forward, that’s all. 

Think what Monroe speed and accuracy will 
mean in your office and cutting room. Bills out on 
time. Cost figures at the moment you need them. 
An end to rechecking. An end to costly hours of 
overtime wherever figure-work is done. 


Thousands of Monroes are meeting the 
figure needs in the smallest as well as 
the largest shoe manufacturing plants. 
A few representative users: Endicott John- 
son & Co., Brown Shoe Co., Hamilton 


Brown Shoe Co., International Shoe Co., 
A. E. Little Co., James A. Bannister Co. 


Don’t guess that your figuring is correct— 
“Monroe it” and know that your answers are cor- 
rect—without re-checking. 


REG. VU. S. PAT. OFF. 





Machine 
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Ever try Increasing Sales Vol- 
ume with Beals-Pratt Shoes? 


Trying to increase sales? Why, sure, you say, that’s what I’m trying 
to do every day. But, have you ever tried it with Beals-Pratt Shoes? 


Don’t you think there would be pretty lively selling for a line of Shoes 
that you can recommend to your customers as the best shoes at the 
price that they can buy? You can sell B-P Shoes with a certainty 
of satisfaction that we know the shoes will give at all times. 


And further, Beals-Pratt Shoes, to the best of our knowledge, cost 
you from 75c to $1.50 a pair LESS than the same quality, style and 
workmanship can be had for in other lines. 


Beals-Pratt Shoe Mfg. Company 


Milwaukee, Wisconsin ae Watertown, Wisconsin 
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These Colors are 
Now Most Popular 


HAVANA BROWN No. 10 
INE. leather makes 
the same difference 


in shoes as fine fabric 
CHAMPAGNE No. 18 . 
in gowns. 


LIGHT BROWN No. 8 


BEAUTY BROWN No. 5 


TERRA COTTA No. 3 
The original colored glazed 


ee ee kid-- SCHERER’S-- remains 
WINE No. 6 the finest to be had. 


MIDNIGHT BLUE No. 14 ‘ . 
It will make all the differ- 
BELGIAN BLUE No. 21 - ence if used in your shoes. 


OSCAR SCHERER ¢Bro.he 
29 SPRUCE STREET: -N.Y. 
FACTORY - NEWARK.N.J. + | 
ORIGINATORS OF AND LEADERS IN 
FANCY COLORED KID 
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Please, Mr. Shoe Retailer---please write 
this message indelibly upon your mental 
memorandum pads---let it sink deep into 
your “think tanks’’---inscribe it in large 
legible letters across the calendar--- 


Come to the 


CHICAGO NATIONAL 
SHOE EXPOSITION 
PALMER HOUSE 
CHICAGO, JULY 12-16 








HELD UNDER THE AUSPICES OF 
THE SHOE TRAVELERS’ ASSOCIATION 
OF CHICAGO 


If you HAVE visited one of these exposi- 
tions---all this “dope’’ means naught--- 
‘cause youll be there---BUT if you 
haven't had the good fortune--- 


OBEY THAT IMPULSE! 

















Be Sure to See the Exhibit of 
MEN’S HIGH SHOES 
for Fall and Winter at the 
CHICAGO NATIONAL 
SHOE EXPOSITION 


—and the exhibition of Men’s high shoes is only one of approximately 150 
different lines of men’s and women’s high and low shoes, also children’s shoes, 
rubbers, shoe fixtures, shoe findings and shoe accessories that will be ideally 
displayed at this exposition. Retailers who have attended other Chicago 
National Shoe Expositions claim that a few hours spent examining the 
merchandise displayed, in noting new styles, in comparing values, are worth 
a great deal more to them than can be easily estimated in dollars and cents. 


Opportunity knocks! Make it your duty to visit this exposition in Chi- 
cago, at the Palmer House, the week of July 12th to 16th. Mark your cal- 


endar now. 











NOTE 














THOSE 
DATES! (4 Week of 


July 12 1°16" 








-& Palmer House Ae 
\ Chicago - 
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You Will Need Us 


in September 


We will then have ready a new 
stock of best style boots and 
oxfords for Fall and Winter 
Wear--in quantity--All sizes and 
widths required. 


PEELERPEETETET ETE 


So Better Ses Us 
in July 


SULLNEE 


TTT hhh 


TIT I 


Get more closely acquainted with 
this service. See samples when 
in Boston—at 183 Essex St. 


If you have not been getting our 
catalog, let us have your address. 


t 


PERUGEEDEREAEEESSEDAASSSODCDRARSESESERUNEOOSSSSSERNSOOES 


Williams, Clark & Company 


Women’s Welt Shoes Exclusively 


Lynn - - - Mass. 


AULDAOSARNENONOE 


Accor 
| ee SE Pt 


TIT 
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HUNT-RANKIN 
LEATHER CO 


VELVETTA CALF 


Manufacturers of Calf Leather 
Exclusively 


Velvetta Calf 


A fine suede leather made in stand- 
ard colors. 


° i0! Tuscan Calf 
. HB Smooth and Boarded finish. Black 
LHe Oh : : and colors. 


; Russia Calf 
CCW 4 OTS Smooth finish, standard colors. 


There is no better leather 
made. 


}) HUNT-RANKIN LEATHER CO |f 


106 BEACH ST.,BOSTON, MASS. 
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y A New Summer Style 




















Style 7 : Price 
B 500X $ § -00 


IN STOCK | Net 30 Days 











The strap design illustrated above is proving 
extremely popular with progressive retailers. 


Woman’s Patent Turn Instep Cross- 
Strap Pump, Bordeaux last, 2 3-8 inch 
wood covered full Louis heel with alu- 
minum plate. 








UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


BRANCH OFFICES 
Denver New York City Los Angeles 
218 Charles Bldg. Bush Terminal Sales Bidg. 718 Story Bldg. 
TIGER & MONUTT 180 West 42d St G. C. MeATEE 
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A NEW CREATION DISPLAYED BY 


UN < POTTER SHOE CO., Cincinnati 


‘(Made S 
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and the Principal Leather and Shoe Centres Gverywhiere 
Factory, Wilmington,Del. 
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Sironge st by test, heaviest in cotton 
and most satisfactory In wear 


This is the claim we make for 
““Red-line-in” shoe lining. 

And because it is the strongest 
by test, the heaviest in cotton 
and the most satisfactory in 
wear, we make the additional 
claim that it insures from fifty 
cents to two dollars worth more 
wear in shoes. 


It is the exception when “‘Red- 
line-in” doesn’t outwear the 
sole. 


The largest makers of shoes in 
the country say “Red-line-in” 
is the best lining ever made for 
the regular grades of shoes. 


And we back this up by trade- 
marking ‘Red-line-in’”’ and by 
advertising it nationally. 

Wear is the chief essential in 
the minds of most shoe buyers. 


“*Red-line-in” makes the shoe 
wear longer. 


As to style, a stylish shoe that 
holds its style-shape is a far 
better shoe than one that does 
not. 

“*Red-line-in” keeps the shoe in 
shape. . 


But the shoe wearer would be 
unable to distinguish a good 
lining from a poor one, before 
the shoe had been worn, were 
there not some means of im- 
mediately identifying it. 


“‘Red-line-in”’ is identifiable. 
The red lines woven in the 
fabric, which appear several 
times in each shoe, tell the story. 


As a dealer in shoes you know 
the value of the above facts as 
selling points in the sale of shoes. 


And our faith in ‘Red-line-in” 
is such that we will make the 
lining and identification known 
to. the shoe-wearers of the 
country in the most extensive 
advertising campaign ever under- 
taken for a like product. 

The Saturday Evening Post 
carries a full-page “‘Red-line-in”’ 
advertisement every four weeks. 
Realize just what this means in 
helping you sell this good-will- 
building ‘“Red-line-in’’ lined 
shoe. 

To that mass of people repre- 
sented in the Post's weekly cir- 
culation of over 2,000,000— 
families, not individuals—a full 
page message every four weeks! 
Specify ‘“Red-line-in” lined 
shoes when ordering. They 
help build good will. The 
easiest way to build good will is 
to sell shoes that last longer. 
“Shoes that last longer cost less.” 


Farnsworth, Hoyt Co, 
Established 1856 
BOSTON, MASS. 








ASK_ 
Your 


Manufacturer 


‘ for : 
Retiwenr 
Lined Shoes 
They give from 
fifty cents to two 
dollars worth 
more wear at 
a small extra 
cost.The good- 
will return will 
show in your 
cash drawer. 





Strongest by test - heaviest in cotton-most satisfactory inwear 


Makes shoes wear longer 
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ON THE FLOOR—SIZES 6 TO 11 








The’Soles'of These Shoes Are Made Nine 
Irons Plump, And Over—They Wear 


Stock No. 184, Famous ‘‘Munson”’ Last, Genuine Mahog- 
any Calfskin Blucher, Leather Facings and Trimmings, Lined 
Tongues, Grain Leather Insoles, Leather Outsoles, 10 Iron 
Over Weight, Made Channel Welt, Sewed with White Stitch, 
“Goodyear” Wingfoot Rubber Half Heels. D Width. 


N keeping with the new demands of the trade, this factory has been or- 
ganized to produce a highly specialized line of Genuine Calfskin shoes 
at a price that only specialization could make possible. In producing 

this line, factory efficiency is shown in every department, and a rigid system 
of inspection is carried on throughout the entire plant. The shoes in the 
cases speak for themselves, and are the work of skilled labor. 


NONE BETTER FOR $6.50 
LESS DISCOUNT 


(If you did not get a copy of our “‘Special’’ folder, send for one.) 


J. W. CARTER & COMPANY, Nashville, Tenn. 


Specialty Manufacturers of Men’s Welt Dress Shoes 


SALESROOM 833 W. CHICAGO AVE., CHICAGO, ILL. 
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Famous American Shoes 
MADE WITH 


Barbour Grooved Endless Welting 


Number fifteen in the series 


THE PALM BEACH LAST 


NARROW FOREPART, RE- 
CEDING TOE AND LOW, 
BROAD HEEL. A LIGHT, 
FASHIONABLE STREET 
SHOE 

By 


French, Shriner & Urner 
So. Boston, Mass. 


HE illustration is the fifteenth of a series of models from represen- 
tative American shoe manufacturers using 


BARBOUR GROOVED ENDLESS WELTING 


The far-reaching importance of high-grade, first quality welting is recog- 
nized by manufacturers of this class. Not the cheapest welting on the’ 
marketbut the most economical and satisfactory in final results. 


Barbour Grooved Endless Welting 


MANUFACTURED BY 


BROCKTON RAND COMPANY 


BROCKTON, MASS 


BY INVITATION 
MEMBER OF 








NEW YORK ,U.&.A. 


—————_ 
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HE GREAT LESSONS we 

have learned during more than 

65 years of building upper leather 

enable us to reach a new degree of 

perfection in smoothness of grain, 

uniform color, each side worked 

out so as to give the utmost in cut- 

* ting and a mellowness that assures 
a shoe of comfort— 
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Fred Rueping Leather Company 


Fond du Lac, Wisconsin | 


Established 1854 
— BRANCHES — 


BOSTON : CINCINNATI MILWAUKEE ST. LOUIS 
NEW YORK CHICAGO SAN FRANCISCO 
MONTREAL NORTHAMPTON, ENG. 
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AN ANNUAL EVENT 
of the highest im- 
portance to merchants 
and others, who are 
cordially invited to 
attend. 





OFFICIALLY ORGANIZED, 
Conducted and Endorsed. 


MECHANICS BLDG. 
BOSTON 
JULY 20-24 


FOR INFORMATION 

on Hotels, Travel, Market 

Facilities and Exhibit Space, write 
CHESTER I. CAMPBELL, Mgr. 


NATIONAL SHOE AND LEATHER EXPOSITION 
and STYLE SHOW, Inc. 


5 Park Square, Boston, Mass. 
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It looks 


like a 
real rubber heel 


‘THE Plymouth Rubber Company when design'ng 
the new Plymouth Heel realized that of equal import- 
ance to the quality of material was the extericr con- 
struction and appearance of the heel. 


‘THE result is a heel of unusual wearing quality 
that in appearance accords with the idea, firmly fixed 
in the public mind, of what a rubber hzel should 
look like. 


No faddish design or unproven construction. Simply an 
adherence to correctness and reliability. Shoes ‘‘well-heeled-by- 
Plymouth” look better---wear better---and sell better. Ask 


your. manufacturer. 


PLYMOUTH RUBBER CO. 


Factory, Canton, Mass. 
General Sales Office, 50 STATE STREET, BOSTON 
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Rochester---““The Home of Good Shoemaking” : 


Rochester, N. Y. 


Where Yqu Can Buy Shoes and 
Forget That You Ever Had Troubles 
























Rochester Shoe Style Show 
July 5th to 10th, Powers Hotel 












E Rochester Shoe Style Show Committee urges every shoe merchant in the 
United States to consult with his wife and plan his vacation right now. Plan 
it so that you and your family come to Rochester right after the Fourth. 

Plan it so that you will be here to view the exhibit of shoes, leather, lasts, find- 

ings, etc., at the Rochester Style Show. Plan to make the balance of your season’s 

purchases from the hundred or more lines of Women’s, Men’s, Misses’, Children’s 


and Infants’ Shoes. 










It’s an education in itself to visit the Rochester Shoe Style Show, for here you have the 
opportunity to see the very latest and best styles under the most favorable circumstances. 
Two entire floors of the hotel are devoted to the displays, each in a separate room. 







Forget the worries of your business, Rochester salesmen and manufacturers will. make you 
heartily welcome and you'll find it a pleasure to place your orders where they’ll have the best of 
attention. You’re safe in buying Rochester made shoes, for they stand at the very top in the 


various grades represented. 








Forget about the details of your trip. Just drop a line to Chairman C. H. Helmer of the Rochester Shoe 
Style Show, care of Powers Hotel, telling how many there will be in your party and how long you will stay, so 
that we may reserve rooms for you. Just say if you’re coming by rail, steamboat or auto. If by auto we will 
make garage arrangements for your machine, if that is your pleasure. 






The Rochester Style Show Committee has issued a Booklet describing the Rochester show. 
We'll be glad to send you one or more of these on application and without charge. 






Come to Rochester prepared to combine business with pleasure. Our Entertainment Committee 
will see to it that you and your family get plenty of pleasure and enjoyment out of your trip. 






And don’t forget that President J. P. Orr and other “leading lights” of the trade will lead round-table dis- 
cussions at the New York State Retailers’ Convention at Syracuse the first three days of the week following 
the Rochester Shoe Style Show. Take in these TWO BIG EVENTS! 









a rn 


Rochester Shoe Style Show—July ihe ts 10th—Powers Hotel 





















GASKO 
FABRICS 


cotton, wool, worsted, silk 
and satin—are made especially 
for shoes. We make them the way 
you want them—of materials that 
give satisfaction. 


{We will match any shade of 
leather upon receipt of your guide 
sample. 


J Write us to-day for full particulars 
about CASKO FABRICS. 


CASKO FABRICS CORPORATION 


Manufacturers and Distributors 
PHILADELPHIA, U-S:A: 
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ACE CALF 

















HE texture of Ace Calf immedi- 
ately tells you its quality is the 
highest. 


And that quality is automatically im- 
parted to shoes which are. made of Maintains 
Ace Calf. A 





Ace Calf is not made just like any 
other:calf leather. We have our own Standard 
particular tannage, which gives it the ? Reputation 
fine, closely knit texture for which it is 
famous. It takes and retains a high 
polish. 


Have your next order made of Ace Calf 
and let it prove its better qualities. 























J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 
NEW YORK OFFICE—154 Nassau St. 

CABLE ADDRESS ... “TENRAB” 
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How Many Women Should 
Wear Combination Last Shoes? 


Have you ever kept count of the large number of women who can be properly 
fitted only with Combination Last shoes? 


Why not make a special effort to nail this steady, staple, highly-profitable 
business? 


Small Capital Outlay; Quick Replacements, 
Fast Turnover Volume—These 
Guarantee Big Profits 


You will be astonished with the big trade on Combination Last shoes that you 
can build up on a small investment. a UE 

Stock replacements are a matter of hours rather than days. Your capital is 
constantly working, constantly turning over. 


A staple business; no losses due to style changes; no accumulations of odds and 
ends to be sacrificed. 


The Krohn-Fechheimer Company’s X-L Combination Last shoe line will prove 
the best money-maker you have. - 


Every successful retailer should have a line of Combination Last shoes in stock 
if he aims to fit every type of foot correctly. 


Four Wonderful Fitting Models; Four 
Snappy Styles. No Practipedist Necessary 
to Fit X-L Combination Last Shoes 


The Krohn-Fechheimer Company’s X-L Combination Last is a strictly high- 
grade line, composed of welts and turns, medium and low heels, stylish and 
medium toes. Wonderful lasted models, wonderful fitting shoes, and, from a 
standpoint of quality, workmanship and price, surely the most wonderful values 
in America. 


Combination Last shoes will give your clerks something to talk about before 
and while fitting. The services or knowledge of a practipedist is not needed to 
fit X-L Combination Last Shoes. 


The Krohn-Fechheimer Company’s X-L | 
Combination Last Shoes IN STOCK—Ready to Ship 





; pay 
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Easy 
Fitting 


2709 


Combination Last, 


glazed kid, welt, 8- 


inch boot. %% foxing, 
14-8 straight heel, 
straight tip. Ready 
to ship. 


Price, $8.50 
Per. Pair 


Combination &« 


2710 


Combination Last, 
glazed kid, welt, 814- 
inch boot. 34 foxing, 
14-8 straight heel, 
imitation straight tip. 
Ready to ship. 


Price, $9.25 
Per Pair 





The Krohn-Fechheimer Company’s 


X-L™ Combination Last 


IN STOCK - 


READY TO SHIP 





2711 


Combination La st, 
glazed colt, welt, 8- 
inch boot. % fox- 
ing, 12-8 straight heel, 
straight tip. Ready 
to ship. 


Price, $7.50 
Per Pair 


2712 


Combination Last, 
glazed kid, turn, 8- 
inch boot. 34 foxing, 
12-8 straight heel, 
straight tip. Ready 
to ship. 


Price, $8.25 
Per Pair 


Write for Folder describing X-L Combination Last Line. 


The Krohn-Fechheimer Co. 


Cincinnati, Ohio 


- X-L Line Dept. 
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Brogue Oxfords Are Selling Well 


What are you doing to satisfy demand? 




















aes TyistWrght Wiese 


oe SHOE 


Here’s a shoe that has achieved popularity because 
of two things—style and good workmanship. It 
offers a buy that no dealer aiming to get quick turn- 
overs at attractive profits can afford to pass up. 








In Stock 
Style No. 100 


Brogue Last. Norwegain Brogue Oxford, Heavy 
Single Sole, 14 iron edge. Sizes, A, 61-2 to II; 
B, 6 to 11; C, 5 to 11; D, 5 to II. 


Price $9.00 

















The “Just Wright’’ line will be displayed in full at the Exhibit 
and Style Show to be held in Mechanics Bldg., Boston, July 19-24 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 


BOSTON NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
Rice Building Marbridge Building 1215 Market Street Washington Arcade Pacific Building 
CHICAGO, Republic Building PITTSBURG, Empire Building 




















Send All Orders to the Factory 
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‘“‘Every man, whatever his position here in this or- 
ganization, is doing his best, not only because it’s 
right, but because it’s for his own interest as well.”’ 


* ad ad ‘i 
These words, taken from one of our factory post- 
ers, tell why our organization is making shoes 
which are a source of personal pride to every 
worker in the factory. 


* ad ad 
When the workers themselves work together 
‘harmoniously, intelligently, and contentedly, 
you certainly are taking no chances in at least 
sampling our footwear. é 


a * a 


Note the words ‘“‘every man is doing his best!’’ Think 
what that means to you. Visualize the spirit with which 
they work. Experience tells you that men will not be 
contented unless materials, surroundings and manage- 
ment are right in every particular. 


* * ad 


Every time you see the trade-mark shown at the top of 
this page on a shoe carton, you know you are buying 
footwear which will not only sell to your customers, but 
will make them as contented as the worker who “‘is doing 
right because it is for his own interest!’’ 


am * ed 
And you will agree with us after stocking our shoes that— 


xf * a 
‘‘We work together for the interest of one and all!’’ 


Che Rarrishurg Shoe Mig. Co. 


sf Harrishurg, Pa . 
WOMEN'S SHOES MISSZS SHOES CWILDRENS SHOES 
OF VALUE 
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Automatic Electric Measuring and Cutting Machine 


UPON THE RELIABILITY OF 


THE BOX TOES DEPENDS THE STYLE AND 
WEAR OF YOUR SHOES. 


Use the Genuine 


Apparatus, Process and Products Patented 


SOLD ONLY BY 


BECKWITH MANUFACTURING co. 
108 LINCOLN ST., BOSTON, MASS. 


AGENTS 
G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER CO. 
Chicago, Il. St. Louis, Mo. Cincinnati, Ohio 
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HOWES BROS.@O: 


=SOLE LEATHE. 


CAPACITY 
Thirteen Tanneries; 2,000,000 
pounds of hides per week. 


June 19, 1920 


' SELECTED 


in Heavy, Middle and Light 
weight, Various Grades. 


DISTRIBUTED 


in Sides, Backs, Bends, Bellies, 
Shoulders and Heads. 


TANNED 


from Foreign and Domestic 
Green and Dry Hides. 


WAREHOUSES AND 
OFFICES 


ST. LOUIS, 1221 Gratiot St. 

CHICAGO, 229 West Lake St. 

CINCINNATI, 713 Main St. . 

LEICESTER, ENGLAND, 
12 DeMontfort Chambers. 


HIDE PURCHASING 
OFFICES 


Buenos Aires, Argentina, 
New York City, 
Boston, Mass. 


Main Office and Warehouse 
321 Summer Street, Boston, Mass. 





TANNERS CUT SOLE CO. 





FINDERS DEPT. 


Oak, Union and Hemlock, 
TAPS, TOPLIFTS, STRIPS, 


CUT SOLE DEPT. 
Oak and Union Cut Soles of 








Uniform Quality, Cut and Sort- 
ed to Standards by Experts. 
Enlarged Capacity and Variety 
of Grades enable us to supply 
all demands. 


BENDS and BLOCKS. Va- 
riety of selections to meet 
every requirement of the Shoe 
Repairing Trade. 


MANUFACTURERS TOPLIFT 


Large Capacity 


MANUFACTURING PLANTS 


90 Wareham Street 
321 Summer Street 


Cut Soles - 
Finders - - ; 
BOSTON, 
MASS. 


FACILITIES 


Extensive Range of Styles 


Cut Soles 


Finders - - - = 
BOSTON, MASS. 


Prompt Service 


DISTRIBUTION OFFICES 


321 Summer Street 
321 Summer Street 


NEW YORK, CHICAGO, CINCINNATI 


and ST. LOUIS 
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when the N. C. R. system for 
charge accounts is used 


HEN a customer comes into your store and 
wants to know how much she owes, you can 
tell her the amount instantly. 


No time is wasted in hunting for her account in a 
large ledger. No time is wasted adding up the items » 
or striking a balance. There is no worry about the 
accuracy of the figures. 

iit iil ail dain Your clerk merely looks at the last charge slip filed 


and mail it today under the. customer's name in the N. C. R. Credit 
File and there is the total of her account to date. 


Register Company This saves time for the customer, for the clerk, and 

ee ey Ga ar 7 

—— You have the satisfaction of knowing that the amount 
she pays is right. 

You know the amount is right, because with the 

N. C. R. Credit File you cannot forget to make 


charges. You cannot forget to credit money received 
on account. Mistakes cannot go undetected. 











The National Cash Register Company, Dayton, Ohio 
Offices in all the principal cities of the world 
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OXFORDS 


IN STOCK 


Stock No. 580—Brogue rs Guten’ 's 26 Brogue Oxford. AA,7 toll; Stock No. 590—Corsair Last, Cherry eee Calf Varsity Oxford. aff 
Aand B,6toll; Cand D,5 $9.56 7toll; AjandB,6to1l; Cand D,5tol 


Stock No. 587—Same as aa in Gallun’s No. 4 Norwegian with Raw- Stock No. 690—Same as above in sel Cordovan on Regent Last, 
hide doubler $9.75 $10.06 


AA,7toll; Aand B,6toll; Cand D,5tol 
Stock No. 691—Same as above in Seows yo a 


Stock No. 679—Regent Last, Brown Cordovan Yeniey Oxford, Wing Stock No. 591—Winchester Last, cherry, ae Calf Varsity Oxiord. 


Tip. AA,7toll; AandB,6toll; Cand D,5tol $10. 


Stock No. 693—Brown Cordovan Brogue reo Rawhide done 


Men’s Fine Oxfords 
Ready to Ship from Stock 


THE DALTON COMPANY, Inc. 


Makers of Men’s Fine Dress Shoes 
BROCKTON, MASS. 


Boston New York Chicago Stock No. 594—Winchester Last, Cherry ,Tan “4 Varsity Oxford, 
183 Essex Street 651 MarbridgeBidg. 1415 Great Northern Bldg. Wing Tip. * AA and A, 7toll; B,C,6toll; D,5tol $9.28 
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VANGELIN 


SHOES for Women 


THE ROYAL PURPLE OXFORD 


No. 3634 


ROYAL PURPLE CALF OXFORD, 
GOODYEAR WELT, 84 LAST, IM- 
ITATION TIP WITH PERFORA- 
TION, NATURAL WELT, WHITE 
STITCHING, 1% INCH HEEL. 


Immediate 
Shipment’ 
AA-D Price $7 .00 


Inclusive 


— 
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FAMOUS peeves coucie ee a 
een nf Cinabaes ENTEE, 1900, 1901. THIS IS NEW PROCESS 
Sauce. REED CUSHION SOLE PRE. A FLEXIBLE 
Reg. U. S. Pat. 4 
i VIOUSLY PATENTED BUT CUSHION SOLE 
SHOES HIS LATEST INVENTION McKAY 


_—— 
-_——_— 
—— 

——— 
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A. H. BERRY SHOE COMPANY. 


PORTLAND, MAINE 7 
BOSTON OFFICE 3 428-430 ALBANY BLDG. 
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Egyptian 
Pumps 
Turns 


Early 
Delivery § 


Widths AAA-C 


UPHAM BROS SHOE.CO 
Stoughton, Mass 
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The “Big Gun’ , for Big Sales Re 
GOR FEA SES. 


GUN METAL SIDES are a striking tiinimeple cr eae 
the possibilities of side leather. They are tanned 
by Lawrence formulas and. methods:> = +. ° 


Son Sop 6 


We are proud of the leather bearing the name GUN 
METAL SIDES. t gives you, at a medium price, 
a finish of surprising beauty, a “feel” of extraordinary 
mellowness and a service which completes a value. 
which makes GUN METAL SIDES a bid for’ the. 
popular priced shoe business that’s sure to 4 
produce sales. 
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Lawrence Leathers are x 


Reliable Leathers, 
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A Lee LAL 


No. 3255 


The Shoe That Made the 
**‘Kinder-Garten’’ Line Famous 





























VUGUHDNY HAASAN 


INDER-GARTE} 


WELTS and TURNS 


For Boys and. Girls and Little Tots 


“Made Stronger to Wear Longer” 


“K INDER-GARTEN”” Welts are more strongly constructed and longer wearing, with 
more satisfaction in every pair than any other welted shoes made for children. 








“Kinder-Garten” advertising will help to bring the children’s shoe trade to your 
store, and “Sterling Quality” materials and specialty workmanship in “Kinder- 
Garten” Welts and Turns will keep these customers “sold for you” and bring them 


back to you year after year. 





The Illustration shows: 


3261—‘“‘Kinder-Garten”’ Welt, Overweight Black Kid Button, Imi- 
tation Tip, Chrome Elk Outsole, Extra Quality Hemlock First Sole, 
One-Piece Leather Insole, Leather Counter, Sole Leather Box Toe, 
Low Heel. 12% to 2 

3255—Child’s, same, 814 to 12 

3256—Child’s, same, 5 to 8 


Kinder-Garten Welts and Turns MIUITH- ALLA CE Kinder-Garten Welts and Turns 


“Every Pair Full of Wear” SHOE CO. CHICAGO,ILL. “Smooth Inside—Strong Outside” 


ESTABLISHED 1646 












































>» 


WHITE CANVAS TURN 





“The House That Undersells”’ 


oxrorp | New and Distinctive | “sso coh to 








$2.50 Models 

Widths B, C,D 

Sizes 314-6 3-7 In a Variety of Styles Whe Bc 
4-7. 


Every. number an excellent value. 
Competition against such sales as 
this is practically paralyzed. Such 
values as. we are offering cannot be 





» even approached at anywhere near 


~these prices by any other concern. WHITE CANVAS 





WHITE — -TURN |. So.don’t hesitate. TURN PUMP — 


WHITE CANVAS SEAMLESS 
PUMP ; 


Full Louis Heel 
Widths A, B, C, D 
Sizes 3-6, 3 1-2-6, 3-7 


PUMP ; 
Wire Your Wants |. $2.25 
Our Expense 














WHITE CANVAS THEO TIES 









WHITE EVE CLOTH PUMP 

14-8 Military Covered Heel 
Widths B, C, D 

Sizes 3 1-2-6, 37, 3 1-2-7 
















WHITE EVE CLOTH fo fta 
TURN Ese” 1584 YEAR WELT 
OXFORD ¥ $2.25 
$2.35 READY SELLERS 


WHITE EVE CLOTH 4 WHITE — 


| 7 _ WHITE CANVAS GOOD- 





WHITE CANVAS THEO TIES 


| An exceptional bargain. Full Louis 
Covered Heel, Turn Soles 
Widths B, C, D 

Sizes 3 1-2-6, 3 1-2-6 1-2, 3-7 








Turn Soles, 14-8 Military Covered State Plainly on Your Order 
ns ee nm Sizes and Widths Wanted 12-8 —- ae Heel 
idths in P idths C, 
ens 34, 31-94 3106125 | OO tS Se et? 


















Samuel Cohen 


‘“*The House That. Undersells’’ 


72 Lincoln Street | Boston, Mass. 


STUVNUPVCONANATEDALEDCCOE PEDOAOOEEDOCOD PAAOSEDUACOE PONADOOOREACONDANEDSDODSDCON PONDEAOEEDDCOG PAPEOAETDA COE TOMUREE EAD COMMDRUEEEERLOLE DE LACE EE Me 
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ZOUNCAELAEE PCCOTLANGAEAAEAN COATES THETA COTA NA NEUEN SCTE TE Te ea a ee 


| The Season’s Most Unusual Sale 


This Offering Coming From Boston’s Most Popular Wholesaler 


: 
= 











































































































OXFORDS 


Plenty of Them In Stock for Immediate Delivery 


Order Early While Sizes are Complete 
Broken Sizes Mean Broken Profits 


2525 5eSeSeSeSet 


IF YOU WISH TO 
HAVE THESE OX- 
FORDS BRAND- 
ED JUST SAY 
THE WORD 


Rb? Mahogany Russia Calf Lace 
604 Oxford—Carlton....:.. $9.00 


Mahogany Cordovan Brogue 601—Same Style in Mahogany 
Oxford. “Ritz” Last. .$9.50 Cordovan—Biltmore. . . .$9.00 


: 558—Same Style in Gun 
626—Same Style in Mahog- Metal Calf Lace Oxford — 
$8. 


any Russia Calf...... $9.50 Biltmore 


M. A. PACKARD Uae ANY 


BROCKTON, MASS. 
New York Salesrooms: 


Boston Salesrooms: 
60 South Street ‘ 127 Duane Street 


























 ——P Every Cairn Made te Wear 
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HAVANA BROWN KID WELT 
BUTTON AND LACE 
B, C and D Widths 
6-8 Reg. cut. aks . $4.50 
814-11 Reg. cut. noe Ce, Se 4.85 
1134-2 Pony cut 5.60 
Same in Tan Calf. 


TAN VICI TURN, PLAIN TOE, 
CLOSE EDGE, BUTTON AND 
LACE 
Spring Heel, 4 to 8.. 

With Tip 
With Extension Sole. 


HYGRADE SHOE WORKS 


108-10 DUANE STREET . ‘ 








THE STYLES SHOWN HERE 
ARE’ 


IN STOCK NOW 


Or we will take orders at 
the prices quoted for Fall 
delivery. They are but a 
few of many examples of 
up-to-the-minute_ models in 
children’s and misses’ lines 
in turn and welt. 


With our new factory and 
increased capacity, we can 


promise even greater effi- 


ciency than in the past— 
and the revised prices 
shown here will be found 
to compare favorably with 
the present market. 


A HYGRADE AGENCY 
IS WORTH = WHILE. 


WRITE US ABOUT IT 








PAT. COLT MARY JANE TURN 
4-8 Spring Heel... 


1-5, no heel 
Same in Gun Metal, Black Vici oe 
White Nubuck 


PAT. COLT OXFORD WELT 


Same in Gun Metal, Black Vici and 
White Nubuck 


NEW YORK, N. Y. 
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he BANKER 


His shoes must give 
an impression 9 
conservatism~teli- 
ability ~ affluence. 


cn 


0400064 4646066666446664 


Maintained 


Model No. 0429 


Brown “Cresco”’ Philadelphia Blucher 
on “Very Good” Last, Insert Welt and 
“Du Flex” doubler. 


Oe 6 0646 444444640664626660464 40404646 0000006058 


with 
Sonve™ 
wine J FOOT 
HEEL 


C.S. MARSHALL COMPANY 
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GIVI 


OUTING SHOES 


White Duck Pump for Women 
“Camco” process soles and heels, 2 to 8. 


This shoe is one of many patterns in the latest and best line 
of outing]shoes. All,the stylish features desired, with wear 
and dependability at minimum cost. 


CAMBRIDGE RUBBER COMPANY 


MANUFACTURERS 


CAMBRIDGE, MASS. 
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we 7 QUALITY WITHOUT QUALIFICATION 








Men’s Welts 


























STOP PRODUCTION 


AND YOU CREATE SCARCITY 
Create Scarcity and You Have High Prices 


HE wise merchant is the one that has covered on his normal Fall needs— 
He is the one that will have shoes on his shelves when the Fall selling season 
opens. ars 

The merchant who has bought Pennington Shoes can rest assured that his ship- 
ments will come in with every detail up to specifications. He is the merchant 
that will have on his shelves a line of men’s quality welts that are money makers 
from start to finish. 


Many factories are closed for lack of business—Our factory is running full pro- 
duction with orders on hand that will carry us right through the summer— 
If our optimism needs further proof we can say that we are increasing our pro- 
ducing capacity by 50 per cent right now. The dealers want Pennington Shoes and 
we are going to see that they get them. 

The merchant who plays fair with us will have money in his pocket before the 
year is out. 

Remember! — 

PENNINGTON means quality without qualification. 


If YOU haven’t covered—better do’so quickly. 


Nearly 100 per cent of our orders 
call for Goodyear Wing Foot Heels 
Brown Novilla Kid. . .$8.00 Waukegan Calf $6.60 
Wine Calf............ 8.00 Brown Pony Kid..... . 6.60 
Black Novilla Kid... .. 7.70 Mahogany 
Mahogany Calf........ 7.50 
Blk. Surpass Kid Black Pony Kid 
Black Mat Calf....... 7.00 Mahogany 
Lotus Calf............ 7.00 Gun Metal 


\ 


Pennington-Crowell Shoe Co. 


MANUFACTURERS 


Manchester aA, 2 N. H. 
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BUSINESS 


AS 


USUAL 


DONN D. SARGENT Co. > 


WOMEN'S WELT AND McKAY SHOES 


SALEM, MASSACHUSETTS 


FACTORY BOSTON OFFICE 
407 BRIDCE STREET 195 ESSEX STREET 
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LPHIA 


= FOOTWE: 


= — - 


= 


SH 


‘} BELLEVUE~STRATFORD HOTEL 


EXHIBITORS 


Kuhn-Pavord-Wilks Shoe Co. 
United States Rubber Co. 
Robt. H. Foerderer, Inc. 
Dungan, Hood & Co., Inc. 
Castle Kid Co., Inc. 
Perkins & McNeely 
French Beading & Novelty Co. 
Goodyear Tire & Rubber Co. 
Phila. Last & Pattern Co. - 
Nahm Brothers 
Mrs. A. R. King, Inc. 
Ferris Shoe Co. 
Lenox Shoe Co. 

- A.S. Kreider Co. 
J. R. Newton & Co. 
Croxton, Wood & Co. 
Laird, Schober & Co. 
Hallahan & Sons, Inc. 
Carlisle Shoe Co. 
Harrisburg Shoe Mfg. Co. 
C. S. Gibbon Co: 


Lindner Shoe Co. 
Smaltz-Goodwin Co. 
Buek & Company 
Ziegler Brothers Co. 
Elkin Turn Shoe Co. 
Quarryville Shoe Co. 
Girard Shoe Mfg. Co. 
Grieb Shoe Mfg. Co. 
J. Edwards & Co. 
Kiddy Shoe Service, Inc. 
C. C. Kempton & Son, Inc. 
Armstrong Cork Co. 
Franco-American Bead. & Nov- 
elty Co. 
Standard Kid Mfg. Co. 
Howard S. Rue & Co. 
R. D. Smith & Co. 
Keystone Leather Co. 
Schoellkopf & Co., Inc. 
Barke-Gibbon Co., Inc. 
Donald Shoe Co. 
Passant & Oley 


JULY 19-20, 1920 
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10 --- IN STOCK OXFORDS --- 10 


READY TO SHIP NOW 


All styles carried unbranded—will ship branded “‘Crawford’”’ unless otherwise —— 
Place letter ‘“‘U”’ after number if you want them unbranded. 


. : ee ea Te. Pointer Last 


B645—Havana Brown Kid Oxford, Eaton Last Widths, AA to D 
Code—Capital Widths, A to E : ae $8.75 


Price $9.75 


B633—Brown Cordovan oes. Tremont Last B647—Cherry Calf Brogue Gated, Tremont Last 
Code—Craft. idths, AA to D Cod lassic. idths, AA to D 


Price que Price on.ss 


Here are a few of the snappy, seasonable oxfords carried in stock— 
ready for immediate delivery. Send-for colored folder 





We Will Exhibit at the Following Conventions: 
Syracuse, N. Y., July 12, 13, 14 
Chicago, Ill., July 12, 13,14. 
Boston, Mass., July 20-24 











Two Oxfords with the wonderful Goodyear Wingfoot Rubber Heel 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England’’ 
eosTon te Bees BROCKTON, MASS. 
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“VAMPIRE SANDAL” 


JUNE 15th to JULY 15th 
BRESLIN HOTEL, New York City 


Mr. Chas. Auer 


GIBSON HOTEL, Cincinnati 


Messrs. Dickerson, Cowen, Hennessy, Hughes 























New Lasts—New Patterns—We cordially invite your inspection 


Che Pf. Sullivan Company 
“PRETTY Poeaangnei WOMEN" 
CINCINNATI, OHIO, U. S. A. 
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RICE & HUTCHINS 


N name, in character, in quality of material, 
in painstaking workmanship there is no 
better men’s shoe than the All America 
and besides,: it’s in stock. 


The Rice & Hutchins Companies — 
Distributors of All America Shoes 


192 Duane Street, New York City 90 South Pryor Street, Atlanta, Ga. 

233 W. Monroe Street, Chicago, Ill. Joseph I. Meany & Company, Inc, 

1025 Washington Ave., St. Louis, Mo. 16 North Fifth St., Philadelphia, Pa. 

Cor. Third & Race Sts., Cincinnati, O. The Atlas Shoe Company, 

210 St. Clair Ave., N. W., Cleveland,O. 614 Atlantic Avenue, | Boston, Mass. 
101 Hopkins Place, Baltimore, Md. 


Rice & Hutchins, Inc. 
10 High St., Boston, U. S. A. 














